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This interesting and informa- 
tive booklet tells the story of 
cordage ... its history... 
how it is made... how 
it is used. If you have not 


seen it, write for a copy. 
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This side consists of Cannon Ball Shows hay fork carrier with track, and 
Door Hangers and track, hay milk can lifter with track. Lightning 
pulleys, wire stretchers, bull arrester and vane illustrated can be 
staff, hay fork and stanchion. furnished with STARLINE Ventilators 





STARLINE DEALERS 
are headquarters for 
barn equipment 





The STARLINE Barn Equipment SALES 
MAKER does a real service to farmer and 


dealer alike. Its three sides display a sur 








prising. amount of barn necessities for the 





little floor space occupied and serve to re: 





' mind the farmer of his needs while he is in 
your store. This “silent salesman” has moved big 
stocks of a great variety of items for Starline Dealers. 


This side displays Unit Arch Stall and «> ponte aes ae 
fittings, stanchion and water bowl. : 



























“Think of ct! 
39° products — 20 additional 
sales helps. All displayed with- 






























in a space only 3’ x 4 x 3’, 
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THE YALE & TOWNE MANUFACTURING COMPANY 


STAMFORD, CONN., U. S. A. 


Hardware Age, oublished every other Thursday by Chilton Co. (Inc. ), Ches 





It’s another YALE exclusive! Drawer lock that can 


be used in three different positions. 


This clever lock makes it easy for everybody—the 


dealer who stocks it, and the person who installs it. 


Just releasing a catch, on the pin-tumbler type, 
and rotating the cylinder changes the drawer lock 
to a right or left hand cupboard lock. On the disc- 


tumbler type you remove a screw and turn the plug. 


Have your jobber supply you with YALE “3-Way’ 
Cupboard and Drawer Locks. 


PIN TUMBLER 
5591 with Deadbolt 
5591S with Springbolt 


DISC TUMBLER 
4651 with Deadbolt 
4651S with Springbolt 
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They've Got 





Bethlehem Bolts are made from a tough grade 
of steel. They've got the straight shanks, 
smooth threads and easy-to-grip heads 
which are so much in demand. They come in 
more than 800 different diameters, lengths 
and types, making it relatively easy 
to meet the varied needs of your customers. 


They are good bolts. 
Your customers will like them. 
So stock up on Bethlehem Bolts 
— the popular, easy-to-sell brand 
identified by the attractive 
red-and-white Bethlehem label. 







BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation 
Export Distributor: Bethlehem Steel Export Corporation 


BETHLEHEM BOLTS 
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only 8 BIG FEATURES ™ 4 | 
RETAIL ‘g: COMPACT 1//.” CASE a STRONG SHACKLE : 
Like high priced locks. Spring 






















Made of hard wrought steel 


for long, hard wear. tension . . . self-locking ... 


New modern design . . . strong new con- 
struction . . . new sales-stimulating pack- 


swivel action. 

IMPROVED LEVER 
SECURITY Multi-spring ac- 
tion; provides good range 


HEAVILY ARMORED 
Ribbed edge around case, re- 


Here’s maximum security for the customer inflesced tor enveval crongth. 


who wants a small lock at lowest cost. Its 


compact 1%” size will quickly make it the = je ene 


of key changes. 


NICKEL PLATED KEYS 
Individually milled, plated 
after cutting. 


favorite for many locking needs. 
Unique Master riveting puts 


Case of heavy hard wrought steel! Seven the case together to stay. 


other big security features too! Only 25¢! 
RUSTPROOFED 


Plated throughout with pure 


EXTRUDED BRASS KEY 
GUIDE extends clea: through 
the lock. 


Cash in on the quick-selling 55. It’s typical 
of Master’s outstanding values in every 
Price bracket. Check your complete Master 
stock. Order from your jobber now! 





cadmium. 


COLORFUL PACKAGING 


Individually boxed, 12 to 
an attractive sales-compel- 





ling carton. 


Master Jock Company, ae Wis. © World's Leading Padlock Manufacturers 
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No other rope gives you the same superior qualities 
consistently, uniformly, dependably. 


, 


It’s pliable when wet. 

It’s flexible even after many tows. 

It’s rot-proofed and water-proofed. 

It’s balanced and non-kinking. 

It resists abrasion and wear. It lasts longer. 


No wonder men who know, choose Columbian every time ... for every 
kind of marine use. 


Quality-controlled from plantation to you 

From the finest fibre-growing plantations in the Philippines, Columbian's 
own buyers select only the most suitable grades of fibre. It's thoroughly 
inspected, graded . . . sent to Columbian's plant in Auburn. And here 
skilled workmen turn the fibre into as fine a rope as you can buy. 

Every foot of Columbian Tape-Marked Pure Manila Rope is guaranteed 
for quality, strength, durability and service. 

COLUMBIAN ROPE COMPANY 
400-70 Genesee St., Auburn, “The Cordage City,"" New York 


TAPE 
MARKED 


PURE MANILA ROPE 
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HERE'S THE HOTTEST SELLING (TEM IN YEARS! 












ONE LOOK TELLS THE STORY! 
ONE LOOK SELLS THE SIGN! 






N THIS SUPER-SELLING 


DISPLAY o- 
CASE 











Nu-LUME “MAIL BOX” ASSORTMENT 












132—11/,” Numbers 12——Dashes 

324—11/,” Letters 12—Mounting 
72—Periods Boards 
12——-Commas 12—Brackets 


This novel, attractive display case is yours FREE with your introductory 





JO ff N NG Mf 7 Sf order of Nu-LUME All-Purpose Signs assortment. Looks like a real 
- LALA, oft p ME mail box and has a sample sign on top . . . but it actually holds all your 
stock. Acts as a display and stockroom all in one. Can be set anywhere— 

takes only 812” x18” space. Contains packaged mounting board sets, 

ack 7 CUSTOMERS L-shaped brackets for mounting when needed, brilliant Nu-Lume reflect- 


ing numbers and letters, solid bronze nickel plated pins for installing. 


MA KE T EIR OWN SIGNS i Every season is the selling season for Nu-LUME All-Purpose Signs, so 
IN ONLY A FEW MINUTES! ' order your complete assortment now and put this super-selling display 


case to work at once! 























FOR MAIL BOXES FOR HALL WAYS FOR LAWNS 


ORDER NOW! YOUR ORDER WILL BE SHIPPED SAME DAY RECEIVED! 


MACKLANBURG-DUNCAN CO. 


OKLAHOMA CITY 1, OKLAHOMA 








LOOK AT ME! PAINTING LIKE 
MY NAME WAS REMBRANOT / 
THIS RUBBERSET 
NYLON BRUSH IS A 
SWEETHEART / 














CUSTOMERS GO FOR BRANDS THEY KNOW 


That’s why RUBBERSET NYLON brushes for home use 
are double-sure, double-fast sellers! 


You know how much faster customers buy a 
product when it boasts a familiar trademark 
name... 

So when you get one product with two famous 
names... RUBBERSET and NYLON ... get 
ready for action! 


Cash in on the great public acceptance of Rub- 
berset Nylon brushes. Keep them where your cus- 
tomers can see them—you won’t keep them long! 

Take advantage of Rubberset’s great ready 
made market. Order the complete householder 
Nylon line from your wholesaler now! 
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SEE! ARENT YOU GLAD 
WE DIDNT GET ONE OF 
THOSE UNKNOWN 
BRUSHES 7 STICK TO THE 


BRANDS YOU KNOW, / SAY! 


















* PiCKs Up MORE PAINT 
* LASTS $s‘, TIMES LONGER 
* NEEDS NO BREAKING IN 
* LAYs DOWN a SMOOTHER Film 


* CLEANS 
' 
N ANY ORDINARY SOLV 
ENT 


Now! Complete Rubberset Nylon line 
for household yse. 


#1132 (2") retails for $1.78 
#1132 (2%2") retails for $2.24 
#1132 (3") retails for $2.74 
#1220 (4'2") retails for $3.59 
#1454 (6") retails for $7.22 


Kusserset BRUSHES 


Made only by Rubberset Company 


Rubberset Co., 56 Ferry Street, Newark 5, New Jersey—Established 1873. 
Factories: Newark, N. J., Salisbury, Md., Gravenhurst, Ont., Canada. 
Branches: Los Angeles, Calif., Chicago, Il. 
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DISPLAY THIS CAN 
FOR GREATER PROFIT... 








KAY TITE COMPANY 


WEST ORANGE NEW JERSEY 


10 HARDWARE AGE, JUNE 2, 1949 

















2, 1949 





at OR g REFUND 
AS * a>, 
‘* Guaranteed by “Vilis 
Good Housekeeping i 
ty ~~ 


) 
Or 45 aovennistd We 








SHEFFIELD SUPER-KROME | 


Here it is—the nation’s favorite when it comes to fine 
aluminum paints! This popularity must be deserved! Dealers everywhere feature it because: 





@ One Coat Covers Everything @ Perfect for Undercoating 

@ For Exterior or Interior Use @ Flows on Satin Smooth 

@ Heat Resisting - @ Will Not Lose Its Brilliancy 

@ For Wood, Brick or Metal @ Ready Mixed — Ready To Use 


It is not necessary to stock 3, 4,or 5 grades of aluminum paint when SUPER-KROME ALONE 
does the job—and does it better! It costs no more to give your customers the best — give them 
SUPER-KROME — and they'll come back for more. 

REMEMBER—Super-Krome Is PRE-SOLD To Your Customers By National Advertising in GOOD HOUSEKEEPING Magazine 











.. 













{ SHEFFIELD GOLD LEAF FINISH 


It has taken months and months of patient research and develop- 
ment—and NOW WE HAVE IT! Here is the smoothest flowing gold 
paint — that flows on satin smooth — just like gold leaf! A new 
improved formulation solves all the problems of gold paint 
application! It is ready mixed—WILL NOT TARNISH IN CONTAINER—and retains it’s 
pure color in the jar. Here is a fast seller — because it is the ideal decorative and 
Ls touch-up paint. Feature it and watch your sales mount. 








Write Today for further particulars and a catalog of the 40 other Sheffield Fast Sellers, as well as the dealer helps Sheffield 
offers! Window and counter displays, window streamers, newspaper mats, envelope enclosures—Write TODAY to Department 00 


Shettield Aroreze PAINT CORPORATION gage 


ONE OF THE WORLD'S LARGEST 
MANUFACTURERS OF ALUMINUM. PAINTS 


CLEVELAND 6, OHIO 
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Do you consider Stainless Steel Kitchen Tools 
too high-priced for your trade? Then listen to 
this! Hundreds of dealers like you have in- 
stalled this new Androck Display Assortment 
—and are astounded at the increase in sales 


and profits. 


Shoppers are attracted like bees. Women 
start sets, then come back repeatedly for fill- 


SEE YOUR JOBBER SALESMAN...OR WRITE, 


KITCHEN TOOL 


PROFITS! 





Why let competition get all the “gravy” sales? 


ins. Selling is year ’round—shower and bridal 
gifts, Spring and Fall housecleaning, Christmas 
and Mother’s Day giving. 


New customers are drawn in, prospects are 
“traded-up”, often stainless steel out-sells low- 
er priced merchandise on the same table. Find 
out how you, too, can triple your profits by 


beating competition to these real “gravy” sales. 


WIRE, OR PHONE HIM FOR FULL INFORMATION 
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L55 steel ribs 
15.2000 air vents 


15 6,000,000 selling ads 


that’s what makes the 


PEARL-WICK* 


SELF-VENTILATING 
Bei YOUR STEADIEST 


HAMPER OF 
DUROWEVE 

PROFIT MAKER 
AMERICA’S MOST 


WANTED HAMPER 





Get in on our new dealer- 
slanted advertising and 
promotion campaign — 
write, wire, or phone to- 
day! Remember! ONLY 
PEARL-WICK HAS THESE 
EXCLUSIVE FEATURES! 
Complete range of 

styles, sizes, prices. 


PEARL-WICK CORP., Long Island City 2, N. Y. 


Sales Offices: Chicago, Los Angeles, 
New York, Houston 


bs 
3S 
>< 
s i= 
3 == 
=> 
335 
i. SS 
SSS 
~ 
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*Pearl-Wick and Duroweve are registered by Pearl-Wick Corp. 
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No. 3 in a Series 








" , How do 
- ® aint brushes 





By capillary attraction. The bristle, 
when enlarged under a microscope, 
shows a scaley substance extending 
the entire length of each bristle. The 
combination of scale and the natural 
split ends, or “‘flags’’ of the bristle, 
gives it capacity, or the ability to 
carry paint. 

Like any of nature’s products, bristles 
vary in quality. So Pittsburgh uses its 


PITTSBURGH’S Big Value Line century-long brush-making experi- 


ence to make sure you get the very 











Gives Dealers Faster Turnover! best brushes. Pittsburgh’s bristle 

craftsmen keep close supervision to 
Painting - « « In Pittsburgh, you have a reliable insure a constant batch quality. This 
source of supply for a complete line of quality brushes. expert skill and knowledge result 
It includes Gold Stripe, Nylon, Neoceta and Bristle- in America’s finest painting tools— 


Neoceta brushes—the biggest value in the industry. Brushes by Pittsburgh! 


Maintenance . . . When it comes to sweeps and Staple-Set Brushes, too! 
scrubs, Pittsburgh’s “Lightning Line” pays off again! — 




















Rugged construction, perfect balance, and uniform | SWEEPS, DUSTERS 






ali , ‘ ~ te. ‘ nie ™ . aif SZ. py 
quality—they set a new standard for staple-set brushes! and Scauss f 





ERE. 


> 
‘hin i 






Your customers want the best. Stock Pittsburgh 
Brushes for more sales—more profits! Call the Pitts- 
burgh Branch near you, or write Pittsburgh Plate Glass 
Company, Brush Division, Baltimore—29, Maryland. 









old C rape BRUSHES 


- PAINT - GLASS - CHEMICALS - PLASTICS 
PITTSBURGH PLATE GLASS COMPANY 
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THE SECOND AIREX SALES SENSATION 


AIREX cel uae 


Aan. HANDIER! \ SOs) Py POWERFUL!” — 


Dispenser 
Beautiful aluminum Exclusive “Genetron” 






































disperses a greater 


Airex dispenser is 
volume of insect-kill- 


streamlined to fit a 
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es . ¥ ," 
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> QUICKER! ! 


Exclusive Airex push- 
button control is 
quicker and easier to 
operate! 


] EFFECTIVE!) ==> 
Ts 


overage 
Airex gives quick 

Sonatas. sure kill 

—has finer particles, AIRE f | 


more particles. Seaenap 


ae ae: = 
MORE | 


| PLEASANT! 


Airex has a fresh, ESS) 
clean scent your cus-  /f 
tomers will like. No 
offensive odors! 


Fair-traded, fast- 
selling Airex sanoet 


Killer gives you bi; 


business --. repe at 
business ...turnover 
business with good 


® profit margin! 
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a 





by 
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valve always works 
smoothly. Never 
leaks, sputters, spits! 





= _SURER! 
o_= M Positive-action. spray 





















Airex clears a room of 
flying insects for as 
little as 114¢... gives 
20% more mist! 


: | GENETRON! 


SUPER-PACKED IN 
STREAMLINED ALUMINUM! 


CONCENTRATED ADVERTISING IN YOUR | KEEP YOUR AipEX 
oo ygage i. ade ape arson at EYE ON THE LINE! 


napinanmereg ere povanapen os MOST EFFECTIVE AEROSOL 
: MOTH KILLER EVER! 


from heavy, previous advertising on Airex Moth Killer! 


HARD-SELLING FREE MERCHANDISING DIS- b 4 MOST EFFECTIVE AEROSOL 
* 








PLAYS! You get a striking, attractive addition to INSECT KILLER EVER! 


your counter. A rich-looking display carton that shows 


the beautiful Airex dispenser to its greatest advantage. g SENSA TIONAL NEW 
In addition, there’s an attention-getting window ~J AIREX AIR FRESHENER! 


banner in every box! 





PRODUCED BY 


[ ornper From | GENERAL CHEMICAL DIVISION FOR HALF A CENTURY 


YOUR JOBBER ALLIED CHEMICAL & DYE CORPORATION A GREAT NAME 


TODAY! 40 RECTOR STREET, NEW YORK 6, N.Y. | IN AMERICAN INDUSTRY! 
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LARRY REYNOLDS 
CREATOR OF **BUTCH” 
FAMOUS COLLIER'S CARTOONIST 


oo 


enszarZ7ZearFn Db > 


‘Waiting up for me again, eh? 


Now there’s one dame that forgot — 


© 1949 


C. HAGER & SONS HINGE MFG. CO. - St. Louis, Mo. 
FOUNDED 1849— EVERY HAGER HINGE SWINGS ON 100 YEARS OF EXPERIENCE 
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PINCOR’S ON-THE-SPOT STUDY 
SPOTLIGHTS YOUR LOCAL 
POWER MOWER SALES VOLUME 


Pincor’s current market study of your area 

takes the guesswork out of buying. 

This study is based on your area’s number of 

homes, income, population, lawn e 

growing season, lawn size, types of grass 

and special local factors that affect Tu at | nl to 
% your business. Only Pincor offers you 

this authoritative service. 


Why More 
Dealers Are 


PINCOR SELLS 
DIRECT TO DEALER 






te POWERFUL NATIONAL 
ee. ADVERTISING 
es Pincor’s four-color full-page and 
~ half-page ads in America’s leading 
~S national magazines reach three |= 
out of every four power mower — 
prospects in your community. 


PINCOR PRICES ARE Ss af? wae 
FAIR TRADED TO PROTECT ~~. ote 


metvery Pincor national ad says 
y ‘For name of nearby Pincor 
dealer, call Western Union by 


% =e number. Ask for Operator 25.” 
PINCOR GIVES YOU Pics. Pincor ads direct prospects to you! 
A. COMPLETE LINE ; 


Three great power mowers to meet three different needs! 








PINCOR P-24 


24-inch cut 


PINCOR P-20 LS, PINCOR P-18 €) 
20-inch cut : 18-inch cut & 


o.$ * 
NOW—PINCOR 165 
AUTHORIZED 
SERVICE AND 
LOCAL PARTS 
DEPOTS 


Nationwide service 





sae es 


PINCOR’S NEV 
X-RAY BOOK GIVES 
stations— parts YOU AUTOMATIC 
depots are stra- SELLING 


tegically located to * Al peleeircta:! B.0. B. Factory i Makes every clerk a.star! 

give you prompt, Builds a complete Pincor 
efficient service. power mower before your 
customers’ eyes. Spotlights the 
features that make Pincor 
Write Today—Join the Fast-Growing Pincor Dealer Organization! the best buy in power mowers! 


PINCOR PRODUCTS 


$3 50 Manvtactured by Pioneer Gen-£-Motor Corporation, 5841-49 W. Dickens Ave, Chicage 39, lil. 


Electric Trimmer for 


Retail price e . 
Shrubbery, Hedges, Bushes! F.0.8. Factory POWER LAWN MOWERS HAND LAWN MOWERS ELECTRIC TRIMMERS 





HARDWARE AGE, JUNE 2, 1949 17 








90 basic utensils are needed in the well-equipped 
kitchens of Country Gentleman housewives . . . 


and no other kind of magazine reaches them effectively 


In a recent national farm survey, Crossley, Inc., found that: 


Nearly two-thirds of Country Gentleman’s women readers 
read none of the four leading monthly women’s magazines 
—and over three-fourths of them read none of the three 


leading weekly magazines.... 






busy kitch- 
ly of 





n the : 
yan fam" 


and othec More than four-fifths of Country Gentleman’s men readers 





ru 
F eded to 

Je arene 
uten#! 


f 
Plenty ° Wilsons, 


en of the 

+ Nifornia «+ * oO 
- are are needed to 
hardwé 


Country 


read none of the three leading weekly magazines. , 















2,300,000 circulation concentrated among the 
“top-half” farm families who receive 90% of 
the nation’s entire farm income. 








In over half of all U.S. counties, 
Country Gentleman circulation 
exceeds that of the biggest 
general weekly and biggesp 
monthly magazine. 






a 
e next 0 
** most 


. ? in 
vertisers rising dollars ga- 
-_ ther farm M45 


with Ad 


invest # 


an in any 
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, Gen 
Country ” 
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YOUR BEST RURAL CUSTOMERS. 


READ COUNTRY GENTLEMAN 
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OCEAN CITY REELS * MONTAGUE RODS 


A & SOMERSET STS., PHILADELPHIA 34, PA MONTAGUE CITY MASS 
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f They give that extra sales appeal, that final 
finishing touch. 





Here’s why... 


Hexagon heads —full finished —completely machined 
—top and bottom ... bearing surface washer faced. 


Top of head chamfered . . . sides parallel and smooth, 
mirror-finish. Clean-cut and precise. 


Threads uniform and accurate to close tolerance dimen- 
sions for perfect fit to standard gauges. 


Points machine turned — flat and chamfered. 








More and more buyers simply specify Shinyheads. Justi- 
fiably famous — Shinyheads have earned the reputation 
as “America’s best looking cap screw.” 


Shinyheads 


NC or NF Thread 








The FERRY CAP & SET SCREW Co. 


2155 SCRANTON ROAD » * * CLEVELAND 13, OHIO 


CAP AND SET SCREWS + CONNECTING ROD BOLTS » MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS - HARDENED AND GROUND BOLTS + SPECIAL 
ALLOY STEEL SCREWS + VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS » ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN NUTS 
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YO UIMIMINS 


al Capacity 


Electric Drill 


MODEL 150 





ACKED WITH 
ALL THE FEATURES if. 95 
THAT SELL... r iz Price 


with Jacobs Geared Chuck 


PRICED TO CAPTURE a / FF. $4895 


CUSTOMERS FOR YOu ‘ : cal with Jecobs Hex-Key Chuck 
. ; $1795 
New Cummins Model 150 is 7" _ . / with Keyless Chuck 
specifically designed and built or 
to give your customers more for 
their money. You offer them 
more features ... better 
quality ... greater all- 
around performance... 
at no increase in price 
over the famous 
Cummins Model 130 
which it replaces. 
A natural sales 
stimulator in the 


















Die cast aluminum frame. 
Jacobs 1B geared chuck; 
permanently attached key 

holder. Universal motor for 

115V, AC or DC. No-load speed, 

2200 r.p.m. Self-aligning 

















“buyer's market” Oilite bronze bearings, ball thrust 
today. Besides major features on chuck spindle. Precision-cut gears. 
illustrated, Model 150 has: 8 ft. rubber-covered cord and plug. 


RECESSED SWITCH ADEQUATE VENTILATION SLEEK FRONT HOUSING COMPACTNESS 


Prevents accidental starting when laying Turbine-type fan draws air in through No screwheads or other protruding sur New Mode! 150 measures only %” from 
too! down. Allows full one-hand grip for large vents in rear housing, expels it ot faces. Smooth rounded surface permits center line of chuck spindle to outer edge 
firmer control. Bakelite "non-slip" button front after passing around motor. Keeps cradling drill in palm of hand for com- of gear housing. Enables drilling head 
ocated for easy thumb operation. drill cool and comfortable in use. fortable, easier drilling on any work. of tool to fit easily into tightest places 


4 PORTABLE 
TO0LS @ 


DIVISION OF CUMMINS BUSINESS MACHINES CORPORATION 
4740 NORTH RAVENSWOOD AVENUE - CHICAGO 40, ILLINOIS 
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for the churches of America 


There are 253,762 churches in continental United 


States with nearly 74 million members. Their presence © 


in every city and town, and in hamlet and country- 
side across the nation, is a tribute to the essential 
morality of Americans. 


Into these temples of worship we have poured the 
richness of the architectural inspiration of the past 
and present, so that today the white spire of a country 
church or the majesty of a gothic cathedral represents 
the finest creative efforts of the men who build. 


Beyond the structural elements of steel and con- 
crete, brick and stone, attainment approaching per- 
fection has been assured by today’s high standards 


COMMITTEE ON STEEL PIPE RESEARCH 


of materials. Not the least of these is steel pipe, 
helping to make each church a comfortable place in 
which to worship, through adequate heating, plumb- 
ing, lighting, and ventilation. For these services stee/ 
pipe has a dominant place because stee/] pipe is 
durable, adaptable, serviceable, and economical. 


In fact, of all pipe used for plumbing and heating 
purposes in all types of structures, steel pipe predomi- 
nates by a wide margin. Yes, steel pipe is first choice! 


Ask for your copy of the interesting story 
“Pipe in American Life.” 






OF AMERICAN IRON AND STEEL INSTITUTE 
t 


350 Fifth Avenue 
New York 7,N. Y. 
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‘Yellow pages’ in homes... in offices 
... at the corner drug store. People 
everywhere use the ‘yellow pages’ 
of the telephone directory as a buy- 









> AMERICA'S ; , 

“4 BUYING ing guide. 
GUIDE FOR You can feature your name in 
60 YEARS. ' 


those ‘yellow pages.’ You can have 
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A“Best Seller”...in your town 
... that leads buyers right to you — 


it listed under every important prod- 
uct you sell. In that way you’ll be 
reaching shoppers just when they’re 
ready to buy. 

Why not put this important sell- 
ing tool to work for you? Call your 
local telephone office today. 
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Penny Singllon 


Blondie of Screen and Radio 


HELPS — SELL 


Vom IK (Ay 


copper bottom « lids steel 


COOK WARE 


with 
lonast lave 


Vapor Seal 


VAPOR SEAL 





SELLING 





In the Leading HE 
Home Magazines Ty AT 5 LPS 
— “America’s No. 1 ‘Sie ELLs 
Housewife” through Pad ta Full-colo, 
attention-compel- shows oat cle rgve- chin 
ling ads sells your 2 “How asher "oad 
customers on the Raw £0 Se} 
@Y Coop ell Therm; 

extra advantages bookie: okware’ ‘Mic - 
found only in <A 

: F 
Thermic Ray 3 Fall colog animar — 
Norris Ware! ¥ Cut-ours “Cd LS aay A 


Ww 





Never 











Before.... 





a flashing display that attracts and sells like this one. 
The sparkling lucite will turn all eyes to your Thermic 
Ray display—the display will turn shoppers into 
buyers. Booklets, handout folders, ad mats, all combine 
to make Thermic Ray your profit leader: 


NORRIS STAMPING AND MANUFACTURING CO. 
5217 S$. Boyle Avenue © Los Angeles 11, California 


@ Partners 






LOOK TO PEERLESS FOR 
a Complete Line 


of Quality Water Systems 





Satisfy a/] your customer requirements for water systems from the com- 
plete Peerless line for ’49. You can offer all types, sizes, capacities, lifts, 
and pressures at the price your customer wants to pay. Each Peerless 
system is easy to understand, install, operate and maintain. Included 
in the Peerless line are deep and shallow jets, the unique shallow well 
Peerless Water King, the compact shallow well Model H units and 
deep well reciprocating pumps. Sell Peerless and you profit from a 
nationally-known buy-word in pumps and water systems that means 
quality to your customers. Write for full details of the Peerless part 
nership for profit today. 


FOOD MACHINERY AND CHEMICAL CORPORATION 

Los Angees 31, California 

District Offices: New York 5, 37 Wall Street; Chicago 40, 4554 North 

Broadway; Atlanta Office: Rutland Building, Decatur, Georgia; Omaha, 

Nebraska, 4330 Leavenworth Street; Dallas 1, Texas; Fresno, California; 
Los Angeles 31, California 


Indianapolis, Indiana 


HARDWARE AGE, JUNE 2, 1949 








Now 
This 
featu: 


mode 
Hum 
Todz 
refrij 








HARDW/A 


he com- 
es, lifts, 
Peerless 
ncluded 
ow well 
its and 
from a 


means 
SS part 


ana 


rth 
ha, 
ia ; 


, 1949 














Arpaio Wealieghouse comer oil suniegieg willl a 
FIGHTING PAIR FOR 
-A BUYER’S MARKET 


A New DeLuxe 7 


wont RAG 


Now you can SELL TOP VALUE... at a BOTTOM PRICE! 
This full 7 cubic foot Westinghouse has all the De Luxe 
features usually found only on bigger, more expensive 
models ... COLDER COLD, aluminum Meat Keeper and 
Humidrawer, heavy triple-plated, chrome finish shelves. oe N | 
Today’s buyers LOOK TO WESTINGHOUSE for greater 

refrigerator values! 





/ 


























MOE: ‘ = _——, 


A New Super 6 


| 318995 


s Here’s a great space saver for the small-home owner . . . 
——————— and a great volume builder for YOU! Famous Westinghouse 


NU QUALITY throughout—and powered by the Economizer 


Mechanism that distinguishes all Westinghouse Refriger- 




















j 
{ 
ators. You'll sell plenty—at the YEAR’S BEST PRICE! 


YE ‘ : SS . ++ Of course, it’s electric! 


TUNE IN: Ted Malone . - every day YOU CAN BE SURE..1F ITS \ Vestinghouse 


Monday through Friday.. “ABC Network 
WESTINGHOUSE ELECTRIC CORPORATION «- Appliance Division « Mansfield, Ohio 


PTT | Si 
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DEALERS’ 
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CUSTOMERS’ FIRST ae / 


Superior 
Products 
Since 1876 


Jax Barrow 


WHEELBARROWS 
CONCRETE CARTS 
SALAMANDERS 


DRAG SCRAPERS 


MORTAR TUBS AND 
MIXING BOXES 





LAWN ROLLERS 














Polished Brass House Numbers 


Hycaste House Numbers are stamped and embossed in solid 
brass with an attractive hand-buffed finish. The 4” size meets 
specifications of municipalities who have adopted this size 
marker for house numbering. The special narrow design per- 
mits placing on narrow veranda posts and similar surfaces. 


Home owners like Hycaste because of their artistic design and 
close resemblance to expensive solid cast figures, though their 
suggested l5c retail price is but a fraction of the solid figure 
cost. 


An attractive counter display comes FREE with each assort- 
ment of 50 numbers. 


Get Sample and Prices 


PREMAX PRODUCTS 





‘SHARES 











ar 


SERVICE 





FULLY GUARANTEED 
AS TO QUALITY, FIT, AND FINISH 


Patterns are available for practically all 
plows, listers, middlebreakers in No. 1 
soft center or No. 2 crucible steel of the 
highest quality obtainable. Send today for 
catalog and trade prices. 


STAR MANUFACTURING COMPANY 


DIVISION OF ILLINOIS IRON & BOLT CO. 
CARPENTERSVILLE, ILLINOIS, U.S.A. (EST. 


1873) 











HARDWARE CLOTH 
. every wire round 
and true to gauge... 
uniform mesh . . . free 
from bulges . . . straight 
selvage ... heavily and 
brightly galvanized 
the Wright way. A 
Wright product all 


the way from rod 


STEEL & 


WIRE CO. 
* MASS. 


GF WRIGHT 


WORGESTESR 
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JOHNS’ 

LAWN PATROL 
POWER MOWER 
Smooth-running 

1% hp. Jacobsen Engine 


Two sizes—18 and 20-inch 
cutting widths 


sv Chrome Molybdenum 
Steel Blades 






ke Pressed Steel Chassis 





vv Laminated Steel 
Pinion Gears 









Ke Dependable Jacobsen 


Engine 














Every Johnston Lawn Patrol 
power mower you sell has behind 

it over 25 years of mower building experience. Precision-built by 
skilled workmen, Johnston mowers bear the stamp of premium 
quality. With ordinary care they will last a lifetime. Sold by 
leading jobbers. 


JCGHNSTON LAWN MOWER CORPORATION 
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Subsidiary of Jacobsen Manufacturing Company, Racine, Wisconsin 
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To 
aft 
CLUTCH SPEED COUNTER pai 
opt 
Quickly and accurately counts the lig! 
R.P.M. of shafts or other revolving Th 
parts. Invaluable in factories, home 
workshops and other places where ba: 
machinery, motors or generators lu 
must be checked for efficient P 
speeds. To use, simply press against Or 
revolving object and time one If 
minute, using any watch with a 
second hand. The counter will then Ge 


show the exact R.P.M. The ex- Years of experience and many 
clusive Veeder-Root spring clutch ‘ 
allows the operator’s attention to surveys have shown that cer 


be given to the watch instead of tain selected tools will do 98% 
the counter. Retails at $5.50. 





of most mechanics’ work — 


THE VEEDER-ROOT HAND TALLY a ia : Mc 


line” items. You will find all of 








these high-turnover tools in the is 
P & C line —the line that is 
designed for Hardware Stores. 
P & C Tool assortments are 


seen. Invaluable for 
checking inventorie 
traffic, attendan 


complete so you can serve all 





: 


your customers. P & C Tools 





are backed by national adver- a 
; tising, modern packages and A ie clit. | 
sales-building display boards. PP gaa 

P & C Tools sell fast because | |’ ar a 
they are of superior design and yr 
quality. All these features add 

up to more profits for you! 
netietindly nll Stock P & C today! Write for , 
self-display carton. a catalog. 










Order from your wholesaler or direct using coupon 





Pr ee 














1 VEEDER-ROOT INC., HARTFORD 2, CONN. G ‘ 
Please send literature and dealer prices on: i : 
t (0 Veeder-Root Clutch Speed Counters } w 
{ (0 Veeder-Root Hand Tally Counter Pp & C HAN 0] FORGED TOOL co. 
' IIIT 51s csdact das dvinaserdeadasdstesnvoosunsentdaaumicaneniauanannaeraabnalaiints 1 
<r: "ie “vo Box G, Milwaukie P. O., Portland 2, Oregon 
' 
L TIT bincississitaniislecsindeumninnciniinnndeatsadinnnbbieneameeneninennbienaanebettemneNtteeNS \ 
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OUTDOOR ACTIVITY NEEDS LIGHT 
9 


To your customers, summer means more outdoor activity even 
after the sun goes down! Lawn games, outdoor dining, barbecue 
parties —after-dark work, too, like farm chores and roadside stand 
operation. These and dozens of similar activities need light—the 
light you can sell them now with General Electric floodlights. 
They’re easy to mount on a wall or a pole, or stand on their own 
base. They throw a wide beam and have a handy 6-foot cord and 
plug set attached. Snap-on glass lens makes bulb changing easy. 
Order this fast-selling profitable item from your distributor today. 
If he can’t supply you, wire Apparatus Dept., Section 674-6, 
General Electric Company, Schenectady 5, N. Y. Roadside stands 











sp SRT 


eee ie rN 


More and more people want 


ny 








ee your | 
‘ GE distributor! 
Here is the fast-selling line of 


G-E Equipment for Shop-Farm-Home 


Motors Floodlights Stock Waterers 
Motor Starters Space Heaters Battery Chargers 
Time Switches Soil Sterilizers | Heating Cable 
Welders Soldering Irons Thermostats 
Stock-Tank De-Icers 


GENERAL | 








Glass, edge-lit counter sign GEL-1015. 





ELECTRIC 


674-6 
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SELLS ...like magic 


because it 


WORKS... like magic 


@ Keeps new brushes new—restores old 
paint-hardened brushes to 
springy usefulness... 


@ Easy to use—just mix with warm water 
—brushes come clean in a jiffy... 


@ Nationally advertised to your best 
customers—creating ready-made 
business for you... 


@ Good profit—fast turnover... 
3 convenient sizes... 


ORDER FROM YOUR JOBBER 


PATENT CEREALS COMPANY © GENEVA, N. Y. 
MAKERS OF REX PRODUCTS *"° DIC-A-DOO CLEANERS 





MORE BRUSHES—MORE SANDPAPER—MORE TOOLS and SUPPI IES 


It’s a Promise! You can share in 
extra heavy profits now being made on 
home building and modernization jobs 
by owning and renting out this new 
Lincoln Speed-O-Lite 7” Sander. Cus- 
tomers eagerly PAY UP TO $5 PER 
DAY in rentals alone. 







Besides, each rental customer 
invariably buys paint, varnish, 
filler, brushes, sandpaper, tools 
and supplies to keep your cash 
register ringing up MORE 
PROFITABLE SALES. 


Install This New Lincoln 


SPEED-O-LITE 7” 
Hi-Speed Rental Sander 


Take advantage of Lincoln's 
Easy Payment Plan which en- 
ables you to retire your invest- 
ment out of increased profits. 


Write for Proof of the Big Money 
Making Power of Speed-O-Lite 7°’ 
Time-Payments fo Suit Your Needs 





Representatives in All Principal Cities 





1252 WEST VAN BUREN ST. CHICAGO 7 ILLINOIS 


World's Manutacturer of the Most Comelete Line of Fleer Maintenance Equipment 
PE a SEAR a Se ead arhhinie. ins cle i ea eat \ 
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HERE'S HOW “TEDDY” HELPS YOU 
SELL MORE ELECTRIC DRILL 


yy NN 






ADDS OVER 1,000 USES 


AN IDEAL 
RELATED 
SALES ITEM 


Every electric drill owner is a potential customer for 
TEDDY KITS. Display and suggest them whenever 
and wherever drills are sold. Teddy ups drill sales by 
adding extra uses to the drilll Try the Teddy Related 
Sales Plan for a month and watch your sales and 
profits grow. 

SPECIAL OFFER! Compare Teddy Kit yourself. Send 
$1.25 for a $2.85 complete 5" kit plus literature and 
prices. One to a dealer. Send TODAY! 


FRED V. FOWLER COMPANY 


137 FEDERAL STREET Dept. A BOSTON, MASS. 
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7° ‘ONE Dozen Touch-up Brushes 
4 Included With 


* Each 6-Dozen Assortment.... . 











/ 
f 3 Doz. 1” Brushes to Retail at 15¢ . . $5.40 
r 2 Doz. 1%” Brushes to Retail at 20¢.. 4.80 
] 1 Doz. 2” Brushes to Retail at 25¢.. 3.00 
| You pay for 6 Dozen Brushes to Retail at......... 13.20 
: AND 
i We include 1 Dozen 2” Touch-Up Brushes to Retail 
| at15¢.. 1.80 
| 7 Dozen Brushes, Total Retail Return ... 15.00 
Send for Our Catalog Listing 
1 { 
/ * 
\ 
\ 


FOR OVER A QUARTER CENTURY OUR 
MANAGEMENT HAS MANUFACTURED AND 
MERCHANDISED POPULAR PRICED BRUSHES 











Colonial Brush Manufacturing Company, Inc. 
60 THAYER STREET e BOSTON 18, MASS. 
TELEPHONE HUbbard 2-3588 


$27 Canal Street 17 East 42nd St. 122 So, Michigan Ave. Southland Hotel 1590 Eudora Strent 
New Orleans 16, Lovisiona New York 17, N, Y. Chicego 3, lilinols Dailes |, Texas Denver, Colorado 
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boperwood Mills 


WM. E. HOOPER & SONS CO. 


General Sales Offices: 
New York PHILADELPHIA Chicago 


320 Broadway Juniper & Cherry Sts. 300 W Adams St 
Hooperwood Mills: Woodberry, Baltimore, Md 
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AUTOMATIC EXIT DEVICES 


A pproved over a period of years by 
installation in places of public assembly. 
Cast brass or bronze. 

Rim Set #2586 designed for surface 
application where low labor cost is 
a factor. 





Mortise rim and vertical rod types for 
single or double doors are also available. 









@ Side elevation showing outside 
handle and cylinder collar. 

Door can be opened instantly at all 
times from the inside. 


Pp. & F. Corbin 


DIVISION 
THE AMERICAN HARDWAR 
New Britain 166 YEARS 


1849 rays 
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@ Typical installation of rim set on 
double doors with removable mullion. 





E CORPORATION 


Connecticut 
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J GOOD BUILDINGS DESERVE GOOD HARDWARE 
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LINOLEUM FINISH 


@ Here's real news! America's largest selling transparent finish 
for linoleum, woodwork and floors is now available in a new, 
wide, flat container that is so easy to use. And what's more, 
Plasti-Kote Transparent V-2 has been improved in quality to give 
an even clearer, tougher, and longer-lasting finish. Now, you 


can wipe-it-on or brush on for protection and added beauty. 


@ FREE! 


Plasti-Kote offers you 
a free sample of 
their new applier. 
It's specially designed 
to give a perfect 
unmarred finish. Re- 
tailing at 39c, the 
Paint Applier has a 
metal handle with a 
patented no-drip 
guard, and a soft 
painting velour sur- 
face. Send for your 
free sample applier 
todoy! 


( wew W IMPROVED 


| Cava 


TRANSPARENT v-2 





425 LAKESIDE AVE., N.W. Finish. 


CLEVELAND, OHIO 0 es a Age or a the new Plasti- 


PLASTI-KOTE, INC. ‘i cae teamed Ceebtne Gaten 


STORE NAME...........00000- 








IE osencnscssrorssgnicsensciominnevesonsnnnitninee ZONE.......2000- i vcinnisesscsvivniacensnaeaiine 








p— NEW IMPROVED — 


cut and thread. No nipples to connect. No guess work 
on installing the safety pilot. The heater and pilot 
bracket are so designed that the safety pilot fits in only 
one position. 











AJAX AUTOMATIC 
TANK HEATER KIT 





COMPLETE PACKAGE 
FOR BUILDING AUTOMATIC 
SIDE ARM WATER HEATERS 


The Ajax Automatic Tank Heater Kit saves extra work 
and trouble on installation. It is designed for simple and 
easy hook up. 

Includes: 

1—one model "S” snap action thermostat; 2—one model 
P-16 safety pilot which shuts off the gas to the pilot and 
the main burner (100% shut off); 3—the necessary fittings 
and % tubing to connect the safety pilot to the heater 
(A-102 Connector Set); 4—one bracket No. 160 which 
holds the pilot securely in its proper position; 5—fittings 
and ¥% tubing to connect the thermostat to the safety 
pilot (A-103 Connector Set); 6—pilot valve and ¥% pilot 
tubing; 7—one Chester double copper coil water heater 
which is designed for easy and proper installation of the 
P-16 safety pilot; 8—one bottom heater coupling. 


No Pipe Nipples, No Pipe 
Fitting, No Guess Work 


This complete kit saves time and labor. No pipe to 


Controls sold separately if desired. 
THE AJAX THERMOSTATIC CONTROLS CO. 


COUNTY LINE ROAD 
DEPT. H., GATES MILLS, OHIO 
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A NEW IDEA in Padlock Merchandising .. . 


a miniature showcase! 










































SALESMAKER 


It's a miniature showcase in 

















rich, blue velour. It takes 




















ra work up only 7 inches by 7 
ple and inches of counter space, 
yet displays four solid cast 
brass padlocks with all 
sve the sparkle and appeal 
ot an of jewels. 
fittings 
heater 
which 
fittings 
safet . 
/e oe Ti heve's a big, new idea behind this SLAYMAKER Salesmaker. 
b x6 There’s an even bigger and newer idea behind the four all-purpose brass 
— padlocks it displays . . . for with the SLAYMAKER Salesmaker assortment, you 
of the stock only four sizes of SLAYMAKER all. “purpose solid cast brass padlocks in the 
popular 35c to 79c price range. 
That's right—only four sizes of SLAYMAKER all-purpose solid cast brass pad- 
locks! Two of them have the exclusive new “Super-Tumbler” mechanism for super- 
HERE’ $ WHAT YOU GET! security. This means that you stock fewer numbers, with less investment . . . that you 
— Cie REIN abies diene, sell more of each number, with greater profit . . . that you keep inventory down. 
) work oe ee ay Sas Sr oem And what brass beauties these locks are! Brass padlocks are traditionally 
ilot size padiock..... FREE! os ‘ es * : 
vee favored for strength and durability. They’re traditionally fast-selling. They're 
ates 12__individually-boxed  35¢ traditionally the choice of men and women who want padlocks to look as strong as 
oe See See Sone they are. Furthermore, each brass padlock in this SLAYMAKER merchandising 
1. "sclld Gest trees Pediode” YOUR COST package is individually boxed for quick selling. There’s a separate display 
6 _individually-boxed  69¢ carton for each size, too—the cartons can be used by themselves or with the show- 
CO. Solid Cast Brass Padlocks* $] a 7 5 case to make a smashing, sales-compelling counter or window display. 
6 individually-boxed 79 
Solid Cast Grass Padlocks* Pick out the spot for your display and order your assortment today. The 
wd enn cach of | thene pad- SLAYMAKER Salesmaker is worth a front-row seat in your store—by the cash 
register, on the counter, in your heaviest-traffic area. 
* With the new “Super-Tumbler” mechanism 
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Glaymaker 


BRASS BEAUTIES 


Four solid cast brass padlocks . . . two for security 
and two for super-security ... all displayed in the 
wonderful new SLAYMAKER showcase! 


TWO LOCKS FOR SUPER-SECURITY 


with the new, exclusive Slaymaker “SUPER-TUMBLER” Mechanism 
PADLOCK No. 78 PADLOCK No. 88 


Here’s security never before available in locks at this 
price. The new “Super-Tumbler” mechanism allows 480 
key changes. It’s next to impossible for a lock to be opened 
by any key except the one made for it—the old bogey of 
“interchanges” is licked at last. Each lock is solid cast brass 
for permanency. Shackles are hard, tough steel. Shackle 
diameter: 7/32”, small padlock; 9/32”, large. Width of 
case: 1 1/2”, small; 1 15/16”, large. Each lock, with two 
coined keys, in individual cardboard box. Each half-dozen 
boxes packed in display carton that can be used by itself or 
with the SLAYMAKER showcase. 


TWO LOCKS FOR SECURITY 
PADLOCK No. 55 PADLOCK No. 75 


Each lock.is solid cast brass, with polished finish. It looks 
strong; it is strong. Each lock is packed in an individual 
cardboard box, and each dozen boxes are contained in a 
good-looking display carton that can be used either by 
itself or with the SLAYMAKER showcase. Size across case: 
15/16”, small padlock; 17/16”, large. Shackle is hard, 
tough steel. Shackle diameter: 5/32”, small padlock; 
7/32”, large. Double-Ward mechanism. Two coined keys 
with each padlock. 


HERE’S THE SALESMAKER PACKAGE 


One FREE Slaymaker miniature showcase, 
plus FREE display carton for each size lock 


6 each No. 88 Padlock 

6 each No. 78 Padlock / Your cost ...... 

12 each No. 75 Padlock 

12 each No. 55 Padlock You sell for ... .$20.76 
plus one each of above | Your profit ..... 


1 
padlocks in showcase [ey 
Order from Your Jobber—or Unlock and Mail the Coupon! Tr A 
ey, 


SLAYMAKER LOCK CO., Lancaster, Pa., U.S.A. 


Your new line and the SLAYMAKER showcase look like winners 
to me. Please have one of my local jobbers supply me with____ 
assortments, cost to me $13.85 each, retail value $20.76. 


Name ee 


ee eee ee ee 


Name of Jobber 
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ILLUSTRATIONS 
ARE ACTUAL s 











PADLOCK : AIN 
NO. 88 REF 
ITEC 
























PADLOCK 
NO. 75 
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SINCE 1888 
LANCASTER, PA., U.S.A. | HARDW 


World’s Most Complete Line of Padlocks 
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FREE DISPLAY WITH INITIAL PURCHASE 
This attractive sturdy metal counter display is finished in red, white 
and black and easily set up. It holds 38 brushes in an assortment , ™ = : 
of widths. This PITEGOFF COUNTER DISPLAY IS FREE TO YOU é are 
WITH THE INITIAL PURCHASE OF THESE BRUSHES. - gaat 
ere. 
7 
DUKE VARNISH—Scant double thickness, 100°/, pure black bristle, nick- 
eled ferrule, twotone red and black Onyx handle, vulcanized in rubber. 








No. 270 WALL—Standard 7/8" thickness, 100°/, pure black bristle, nick- 
eled ferrule, twotone red and black Peerless handle, vulcanized in rubber. 


JOBBERS and DEALERS 


Write for details. 


Increase your sales with these desirable 


ALL PURPOSE HOUSEHOLD BRUSHES. 





























PITEGOFF BROTHERS, INC. 
320 VAN BUREN STREET : BROOKLYN 21, N. Y. 


MAKERS OF QUALITY BRUSHES FOR TWO GENERATIONS 
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IT'S JUST AS EASY TO 
SELL AN EXTRA BUTT 


FOR EVERY DOOR! 











TS for every 
door instead of 





3 BUT 


This is the approved method of hanging 





doors to assure a perfect alignment at all 
times. The extra butt installed in the 
center of the door puts less carrying 
strain on the other two butts. 


Doors served with three butts, open and close 
with a friction-free swing. Latches and locks 
click to a perfect fit, too, when doors hold 
to their original straight-and-true alignment. 





Wrought Steel No. 504 
vengnte See SOS ae Light, interior doors especially need this 


extra 3-butt support because being lighter in 
weight they are more susceptible to warping. 


You can create greater customer satisfaction 
by recommending the inexpensive addition 
of the extra butt. It saves costly repair bills 
later. 





No. 502 No. 506 Loose-Joint Butt 
Button-Tip Butt (Left-Hand) 
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Ko agen rer.) 
"Guaranteed by *\ MLL 
| PARENTS 
45 apyrarist THES MAGAZINE , 
ptll-Weather Clothesline 
a 


ONCE IN PLACE--!T NEED NEVER BE TAKEN DOWN 


Here is the original red and blue branded, NICHOLS solid ALU- 
MINUM CLOTHESLINE over 40,000,000 people are reading about 


in NICHOLS national advertising campaign in leading newsstand 










magazines. 


Because it is the permanent lifetime clothesline and costs no more 
than ordinary clothesline, it sells itself on sight when properly displayed. 
Ideal for use in yards, basement or attic. Attractively labeled, clean 
modern appearance makes NICHOLS NEVER-STAIN ALUMINUM 
CLOTHESLINE a real profit-packed sales builder. 






ONE CONTINUOUS COIL OF 300 FT. MARKED WITH BRIGHT RED PLASTIC TAPE 
EVERY 50 FT. SAVES MEASURING AND SALES TIME 


PACKED — 4-300 ft. coils per carton 


Nationally +¢dvertised cu 


l 
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entleman 
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WIRE & ALUMINUM CO 
‘ heve N y 
ALUMINUM 
PRODUCTS 
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HOLS WIRE & ALUMINUM Co. 


OFFICES—DAVENPORT, 1owWA,A 
Battie Creek, Mich. 


SUBSTITUTE! 


ERAL 
BRANCHES — Mason City, lowa 


ALUMINUM IS NOT A 














Use Our 


QUALITY 


Propucts 








profits — 
this great 
fastest selli 
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design and 
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os peaee POLMERIK 


ANDY ITEM IN EVERY HOME 
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RECOMMEND 
POL-MER-IK BOILED 


Supertreated Pol-mer-ik Boiled 
Linseed Oil contains the correct 
proportions of quality driers to 
assure controlled uniform drying. 


ANOTHER NEW 
COUNTER DISPLAY 
TO HELP YOU SELL 


=. 


SEND FOR THIS 

@ Pol-mer-ik’s tested sales building displays are taking linseed 

FREE SALES BUIL DER sales out of the small profit class. For example, retailers are 

making over 30% on sales on the convenient quart size—a better 
gross profit than on the usual paint or hardware item. 


Pol-mer-ik is supertreated to produce a better looking, longer 
lasting paint job. It deserves and gets a better price. Available 





ARCHER-DANIELS-MIDLAND CO. in both raw and boiled, packed in handy, attractive, easy-to-sell, 
684 Roanoke Building * Minneapolis, Minnesota pint, quart, gallon and 5-gallon containers. 

Do as thousands of successful retailers are doing. Send for 

Please send me your new profit-producing this attractive, profit-producing sales builder. Put it next to 

sales builder for use by my cash register. your cash register. Enjoy real profits on your linseed sales. 





— | Pobmers 


City se a 100% PURE LINSEED OIL 


Saad aieieetaet EXTRA QUALITY 
DESERVES A BETTER PRICE 


We purchase our oil from 


ee ESE ASS Se Se 


r 
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WALK-IN CUSTOMERS 
<0 for tli 
fi) L 
caw 4 GENEERS 


¢ NG FUEL OIL 
UTSTAND! 
i Xf FILTERS FOP 






Cle SELL 


REG. U.S. PAT. OFF. 






ALL OlL BURT 


a 


At left — Ameri- 
co’s finest clothes 
basket. It’s wider 
- shorter - deeper- 
Special patented 
“V" bias weave 
conceals all loose 
ends. 

America’s finest 
selling hamper — 
designed with ex- 
clusive snag-prooft 
Velvo interior 
finish. 


if you are interested in big seles — big GET 
profits — fast turnover — then feature 


this great line of America’s finest and ~ a 
fastest selling hampers and clothes baskets. A A ! ae 
Their beauty, durability, completely modern- ra MT R it) ite 

Se ia oe ae 


design and construction defy comparison and competition. 
Shoppers and walk-in customers will go for this General Filters 


Howkeye products are unconditionally guaranteed to the dealer as 
well as to the consumer. Write today for new, free folder. 

display. Every home owner who uses fuel oil has need for at 
least one filter. Takes up only 14’ x 534” space yet it contains all 


BURLINGTON BASKET COMPANY 
three models. Attractively finished in three colors. Sent you free 


except the three sample filters. 


ae a | ANYONE 





BURLINGTON, IOWA 
Mokers of Quality Products for Over 60 Years 





| fer quick delivery —— fay 


A complete stock of Myers Parts, 


} 
| 
1 order prominently displayed, will please | 
a Myers users and improve customer |. | § 
j service. All parts are now immedi- 
4 
; 


AYERS ately available for: quick shipment. | | \NSTALLATIONS 


Get your parts order in promptly, 


and order too, a five-by-five Parts — 
parts Counter for best display ; : + LIKE ‘THIS 





SPACE HEATERS e WATER HEATERS 
LARGE AND SMALL FURNACES OR BOILERS 


Every fuel oil burner needs a General Filter because the savings 
in service calls in one season will more than pay for this filter. 
Installations are so simple that any home owner with one wrench 
can make the installation. Three sizes to choose from—takes care 
of every requirement. 


GET IN THE PROFITABLE 
REPLACEMENT CARTRIDGE BUSINESS 


New cartridges every season assure you of a repeat profit after 
the initial sale. Ask your wholesaler about this deal or write direct 


hee 

















teen ee a ne en oe mee 


to the factory for details. 


GENERAL ‘o. FILTERS 

















YE. RD... The F. E. MYERS & BRO. CO. 


oo Dept. P-50 Ashland, Ohio 


12890 WESTWOOD ° DETROIT 23, MICH. 
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IT'S GOOD BUSINESS 
TO SELECT 


The Dayton Line! 


DAYTON SHALLOW WELL 
SYSTEMS. Pumping capaci- 
ties of 250-310, 425 and 575 
gallons per hour. 


DAYTON WATER SOFT- 
ENERS. Several types. Ca- 
Pacities 30,000 to 90,000 grain 
gallons per regeneration. 





Spey 


Ubier dy 


Y 
a 


THE DAYTON PUMP & MFG. CO. 






DAYTON JET-TYPE DEEP 
WELL SYSTEMS, Ideal for 
farm water systems. Capacities 
200 to 750 gallons per hour. 


DAYTON ELECTRIC CEL- 
LAR DRAINER. Starts and 
stops automatically, Easy to 
install and built for durability. 


~ WaTen Forreue™? 





SS 
(EEE S137 
| Dayton } ) 
(Dayton ion )) 
_ 


ton 
& hfloners 


* DAYTON, OHIO 








| MOWER 


= LINE... 


G LINE OF 
BIG 


‘master business... 





Si .- a complete line 


aigkes a BG difference 





HOREMASTER 


ONE WHEEL GARDEN TRACTOR 
AND ATTACHMENTS 







BIG CULTIVATING 
BE ne. 


OTHER USEFUL 
ATTACHMENTS 


RECISION-BUILT Choremaster is fast assuming leader- 
pete both as garden tractor and power mower. 
You'll find customers buy more Choremasters because 
they can get attachments for every type of job 
around house, farm, yard or garden. Complete line 
of mowing tools including universal lawn mower 
attachments, cultivating tools, weed sprayer, com- 
pressor, wagon, table saw and others. 

During 1949, your customers are reading about 
Choremaster daily, in leading farm and home maga- 
zines — THOUSANDS OF INQUIRIES ARE BE- 
ING SENT TO OUR DEALERS. 

WRITE FOR DEALER FRANCHISE INFOR- 
MATION NOW. Get your share of this rich Chore- 
get the facts today. 


Priced for 


FASTER TURNOVER, MORE PROFIT 
LOW LIST PRICES 


*135.00 1H.P. $149.00 2 H.P.’ 


Attachments Extra Plus Freight 
*(Centrifugal Clutch $10.00 extra) 


SPECIAL PRODUCTS DIVISION 
The Lodge & Shipley Co. 
828-6 Evans St., Cincinnati 4, Ohio 
, ee aia 
Between-the-row 


Cultivation. No 
more straddling. _ 









Trim close to fences... 
grass with CHOREMASTER’S sickle bor. 


cut weeds ond 
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Is this no-nonsense content popular? Evidently it is—because it screens in more than 3,000.00 


4 living. 


New fans keep you cooler 
A table broiler cooks on the spot 
More from your lawnmower 


Idea house that sets a trend 


Put your work on wheels 


Your kitchen isn’t any older than what’s in it 
Time-saving tools—there’s a faster way for each job 


How to prepare your house for paint 


pes at the article titles above. They all tell how to improve home 





Then notice the list of advertisers below and at the right. Their messages 
in Better Homes & Gardens follow through on the articles—and tell what 
to buy to bring about the improvements. 


readers who-pore over every issue from cover to back page. 


They're people with above-average incomes who are eager for new ideas, new products, new 
facts, pertaining to the home. And they don’t care whether the information comes from an article 


or an ad; the two go hand-in-hand hese! 


Is it any wonder that so many advertisers in your field use Better Homes & Gardens so regularly? 


APPLIANCES 


al Range 

al Refrigerator 

ay Sanitizor Vacuum 
1a Home Freezer 
ican Gas Ranges 
American Kitchens Dispone r 
Arvin Grill 

Arvin Tron 

Arvin Lectric Cook 
Bissell Sweeper 

Cadillac Vacuum 

Calorie Kange 

Coolerator Home Freezer 
Coolerator Range 
Coolerator Refrigerator 
Crosley Refrigerator 
Deepfreeze Home Freezer 
Dexter Washer 
Dormeyer Mixer 

Easy Washer 

Estate Range 

Florence Range 
Frigidaire Home Freezer 
Frigidaire Range 
Frigidaire Refrigerator 
Frigidaire Washer 









General Electric Dishwasher 
General Electric Disposall 
General Electric Lamps 
General Electric Range 
General Electric Refrigerator 
General Floor Polisher 
Gibson Home Freezer 
Gibson Range 

Gibson Refrigerator 

Grand Range 

Hamilton Beach Mixer 
Hamilton Clothes Dryer 
Hardwick Range 

Harvester Home Freezer 
Harvester Refrigerator 
Hoover Vacuum 

Hotpoint Disposall 
Hotpoint Range 

Kelvinator Refrigerator 
KitchenAid Mixer 
Knapp-Monarch Corn Popper 
Knapp-Monarch Iron 
Knapp-Monarch Liquidizer 
Knapp-Monarch Waflle Iron 
L & H Range 

Lewyt Vacuum 

Magic Chef Range 


Majestic Incinerator 
Maytag Washer 
Nesco Roaster 
Norge Range 
Philco Refrigerator 
Presteline Range 

exair Vacuum 
Roper Range 
Servel Refrigerator 
Seth Thomas Time 
Speed Queen Ironer 
Speed Queen Washer 
Sunbeam Iron 
Sunbeam Mixmaster 
Tappan Range 
Thor Automagic Washer 
Thor Gladiron 
Toastmaster Toaster 
Tyler HarderFreez Home Freezer 
Universal Electric Range 
Universal Vacuum 
Universal Washer 
Westinghouse Laundromat 
Westinghouse Range 
Westinghouse Refrigerator 
Westinghouse Vacuum 


Here’s another example of BH&G 100% service. If the article or ad isn't 
about better living, it isn’t in BH&G. Let the other magazines run fiction 
and confessions! 


These products are advertised in the April. May and June issues of Better Homes & Gardens 
I I : 


AWNINGS, BLINDS & SHADES 
Acme Galva-bond Steel Slats 
Canvas Awning Institute 
Columbia Venetian Blinds 
Coolmor Porch Shades 
Decorator Canvas Awnings 
Flexalum Venetian Blinds 
Kirsch Venetian Blinds 
KoolShade Sun Screen 
Koolvent Venetian Awnings 
Perm-A-Vent Venetian Awnings 
Rusco Venetian Awnings 
Volker Fabric Venetian Blinds 
Zephyr Awnings 


HANDYMAN 

Burgess Vibra-Sprayer 
Dic-A-Doo Paint Brush Bath 
Duco Cement 

Durham’s Rock Hard Putty 
Home Utility Tools 

Mortell No Drip Tape 
Nu-Glaze Putty 

Plastic Wood 

Smooth-On Cements 

Speedy Sprayer Paint Spray 
Three-in-One Oil 


HARDWARE AGE, JUNE 2, 1949 








These p 


HARDWARI 
Anchor Fenee 
Autoyre Batt 
Cyclone Fence 
Durall Tensix 
Faries Hi-Dit 
Gerity Chron 
Hall-Mack C 
Kintrim Pres 
Knape & Vo; 
L. O. F. Plat 
L. O. F. The: 
Lumite Scree 
Macklanburs 
Majestic Gar 
Moore Push- 
National Bra 
Never-Stain 
Page Fence 

Paine Wood: 
Readylite El 
Reynolds Me 
Tel-O-Post 

West Dodd | 


Yale Trim 


MISCELLA! 
Aeropel Fan 
Bennett-Irel 
Dust-Stop A 
Emerson Fa 
Hancock Ou 
Honeywell € 
Majestic Fir 
Majestic Ou 
Palmer Sno- 
Price Firepl: 
Robertshaw 
Stewart Ext 
Torrington 
Jan-Packer 
Vornadofan 
Westinghou 


HOUSEHO 
UTENSI 
Aristo-Mate 
Ball Cannin 
Briddell Kn 
Dazey Kite’ 
Edlund Car 
Edlund Ege 
Ekcoware 
Everedy Ov 
Flint Knive 
Guardian S 
Kerr Canni 
Kwicky Jui 
Met-L-Top 
Mirro Alun 
Mirro-Mati 
Nesco Presi 
Nichols Alu 
Paper Plate 
Presto Cool 
Revereware 
Rubbermai 
Sealright C 
Taylor Coo 
Tel-Tru Mi 
West Bend 
KITCHEN 
American 
Flgin 
Elkay Lust 
Geneva 
Kitchen-K: 
Kitchen-M 
Shirley 
Youngstow 


OUTDOO! 


Allen prin 
Bell Lawn 


HARDV 
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These products are advertised 


HARDWARE 

Anchor Fence 

Autoyre Bath Fixtures 

Cyclone Fence 

Durall Tension Screen 

Faries Hi-Dit Cabinets 

Gerity Chrome Fixtures 
Hall-Mack Chrome Fixtures 
Kintrim Prestite Sink Rim 

Knape & Vogt Closet K-Venieners 
L. O. F. Plate Glass 

L. O. F. Thermopane 

Lumite Screen 

Macklanburg Screen Grille 
Majestic Garbage Receiver 

Moore Push-Pins 

National Brass Door Locks 
Never-Stain Nails 

Page Fence 

Paine Woodworking Devices 
Readylite Electric Lantern 
Reynolds Metals Aluminum Nail- 
Tel-O-Post 

West Dodd Lightning Conductor 
Yale T 


Trim 


MISCELLANEOUS HEATING 


Aeropel Fans 

Bennett-Ireland Fireplace Forms 
Dust-Stop Air Filters 

Emerson Fans 

Hancock Outdoor Fireplace Form-< 
Honeywell Controls 

Majestic Fireplace Forms 

Majestic Outdoor Fireplace Forms 
Palmer Sno-Breze Fans 

Price Fireplace Forms 
Robertshaw-Fulton Controls 
Stewart Exhaust Fan« 

Torrington Fans 

Van-Packer Chimney 

Vornadofan 

Westinghouse Fans 


HOUSEHOLD SUPPLIES & 

UTENSILS 
Aristo-Mats 

all Canning Equipment 
Briddell Knives 
Dazey Kitchen Helps 
Edlund Can Openers 
Edlund Egg Beaters 
Ekcoware 
Everedy Ovenola 
Flint Knives 
Guardian Service 
Kerr Canning Equipment 
Kwicky Juicer 
Met-L-Top Ironing Table 
Mirro Aluminum 
Mirro-Matic Pressure Pan 
Nesco Pressure Pan 
Nichols Aluminum Clothesline 
Paper Plates 
Presto Cooker 
Revereware 
Rubbermaid Housewares 
Sealright Containers 
Taylor Cooking Thermometer 
Tel-Tru Meat Thermometer 
West Bend Aluminum 





KITCHENS 

American 

Flgin 

Elkay Lustertone Sink Tops 
Geneva 

Kitchen-Kraft 

Kits hen-Maid 

Shirley 

Youngstown Kitchens by Mullins 


OUTDOOR 


Allen Sprinklers 
Law n Edger 
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Bolens Lawn Mower 
Boston Clippers 
Bouligny Pruner 
Bready Lawn Mower 
Buckeye Lawn Mower 
Chore Master Lawn Mower 
Clemson Lawn Mower 
Coldwell Lawn Mower 
Delevan Spray 
Disston Hedge Trimmer 
Disston Spring Rake 
Doo-Klip Lawn Tools 
Eclipse Lawn Mower 
Electrimmer Hedge Trimmer 
Farnam Port-A-Spray 
Garden-All Lawn Mower 
Goodall Lawn Mower 
Gravely Lawn Mower 
Gro-Quick Weed Wand 
Jacobsen Lawn Mower 
Jari Lawn Mower 
Johnston Lawn Mower 
Knapp-Monarch Magik Mist 
Koroseal Garden Hose 
Kulti-Mower Lawn Mower 
March Automatic Irrigation 
Monta Mower Lawn Mower 
Moto-Mower Lawn Mower 
National Lawn Mower 
Ottawa Lawn Mower 
Outlook Lawn Sprinkler 
Paragon Sprayer 
Parker Lawn Sweeper 
Pennsylvania Lawn Mower 
Philadelphia Lawn Mower 
Pincor Lawn Mower 
Porter-Cable Hedge Shear 
Propulsion Mow-Master Lawn Mower 
Rain King Sprinkler 
Red Cap Lawn Mower 
Ronnco Yardmaster Lawn Mower 
Sandee Garden Hone 
Santay Garden Howe 
Savage Lawn Mower 
Sensation Lawn Mower 
Seymour Smith Garden Tools 
SkilTools Electrimmer 
Spartan Power Sprayer 
Speedline Garden Tools 
Star Brand Lawn Mower 
Stag Greyhound Lawn Mower 
Sunbeam Hedgetrimmer 
Swan Garden Hose 
Toro Lawn Mower 
Tri-City Spray Attachment 
j 





Whirlw Lawn Mower 
Wiss Shears 

PAINT 

Acme 


Aleoa Albron 
American Turpentine 
Arco Pad-O-Paint 
Armor Coat 

Bruce Terminix 
Cuprinol 

Dutch Boy 
Eagle-Picher 

Flatlux 

Glidden 

K yanize 

Lin-x Varnish 
Luminall 
Martin-Senour Nu-Hue 
Medusa Rubber Base 
Minwax 
National Paint. 
(Brien 
Pittsburgh 
Plicote 
Reynolds Metals 
Truseon 


Wood Life 
PLASTICS & MATERIALS 


Bolta 
DuPont Fabrilite 


Varnish & Lacquer 


2, 1949 


Attias Hist Sore Magacine 


ITM these Harewa 


in the April, May and June issues of Better Homes & Gardens 


Davis Troning Cord 

Delta Lanterns 

Edwards Door Chimes ; 
Kirlin System Lighting 
Lightolier Fixtures 

Onan Power Plants 

West Dodd Lightning Rods 


Duran 

Firestone Foamex 
Flor-Ever 
Goodyear Airfoam 
Koylon 

Lumite 
Naugauhyde 


s 
Velen MISCELLANEOUS 
V inylite Acme Kleencut Shears 
= Anthracite Coal 
PLUMBING Bluette Household Gloves 


Conso Sim Pleat 

Consoweld Laminates 

Counselor Scales 

Detecto Hamper 

Detecto Scales 

Ebonnettes Household Gloves 

Federal Savings 

- wor: Portable Refrigerator 
Glass 

he Mirrors 

Overton Picture Frames 

Oxco Brushes 

Qualatex Balloons 

Ronson Penciliter 

Sheaffer's Pens 

Solvay Air Dryette 

Swaggerettes Household Gloves 

Whitney Hampers 


Aleoa Anodes 

American Gas Water Heaters 
American Home Root Eliminator 
American Rad. & Stan. Sau. Fixtures 
Briggs Fixtures 

C-E Heatmaster Water Heater 
Coleman Water Heater 

Crane Fixtures 

Culligan Soft Water Service 

Dayton Water System 

Deming Water System 

iljer Fixtures 

F & W Water System 

Fairbanks, Morse Water System 
Frigidaire Water Heater 

General Electric Water Heater 
Globe Cellar Pump 
Goulds Water Heater 
Goulds Water Pump» 
Kohler Fixtures 

Myers Water Sy «tem 
Orangeburg Pipe 
Penberthy Sump Pumps 
Permutit Water Softener 
theem Water Heater 
Roto-Rooter Sewer Service 
Ruud Water Heater 
Smithway Water Heater 
astmaster Water Heater 
Universal Water Heater 


White Water Heater 
WALLBOARD 


Armstrong Temlock 
Celotex 

Johns-Manville Flexboard 
Malarkey Plywood 
Masonite 

U.S. Gypsum Sheetrock 
Weldwood Ply wood 


WALLCOVERING 


Armstrong Monowall 
Celotex 
Hastings Alumitile 











ey Homes 


and Gardens 


CIRCULATIO, over 3,000,000 
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Homasote 

Imperial Wallpaper 

Malarkeys Ply wood 

Marlite Panels 

Masonite 

Nu- Wood 

Tile Council 

U.S. Gypsum 
Sheetrock 

United Wallpaper 

I pson Panels 

Wall-Tex Fabric 

Naney Warren Wallpaper 
eldwood Ply wood 


York Wallpaper 


SOVUOS 
$0 tl SCICCUS 


50 tt Sells 





WIRING & TELEPHONE 
Autosonic Electric Eye 

Bell System 

Burgess Batteries 
Cutler-Hammer Multi-Breaker 













vibro -rprayer 


Pat. Applied For 





A self-contained, one unit electric 
sprayer. Weighs only 21/2 Ibs... . 
for one-hand operation. To be 
nationally advertised to millions of 
prospects. FREE DISPLAY AND 
LITERATURE WITH EVERY SHIP- 
MENT. 


THERE’S A 


i 


\ow priced plytuc paint sprayer 





53 Handy, finger- 
tip control! 


ge , Pa 


Exclusive nozzle 
gives smooth, 
even results! 


Oo 
j Ne Simple spray 
‘ adjustment 
‘ screw! 
; Built-in-head ~ 
J motor and 


compression unit! 


Just plug 8’ cord 
into any 110 volt 
A.C. socket 
and spray! 





8 Naa ee 




















: Large 25 02. re “ 
4. mason-type jar! 








W-I-D-E O-P-E-N MARKET FOR BURGESS VIBRO-SPRAYER 


It’s your dream of a really hot money-maker 
come true! The handy Burgess Vibro-Sprayer 
is so easy to use and priced so low millions 
of people can afford one. Anyone who has 
ever painted furniture, waxed a floor, touched 
up a car fender or mothproofed clothing is a 
prospect! 


Order Now For 


BURGESS BATTERY COMPANY 


Handicraft Division e 


Coor. Burgess Battery Company 


Never has there been anything like it! No 
motors, compressors, hose, or extras of any 
kind. Just plug into any 110 volt A.C. socket 
and spray household enamel, lacquer, var- 
nish, shellac, light oils, insecticides! And, 
remember . . . you get a long, satisfying 
profit on every quick sale. 


7 vivre N 


Rrruey 


Call your jobber or 
write for catalog and 
price sheet. 


Spring Delivery! 


Lake Zurich, Illinois 
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This AMERICAN chain is known—and widely used—as SASH CHAIN. 
But in the many sizes now available, it has hundreds of uses 





around farms, homes, factories and public buildings. 


Your American Chain distributor offers Sash Chain made of Solid Bronze 
and of Carbon Steel in a selection of finishes. It can also be made 
of Stainless Steel, Monel Metal and Brass. Tensile strengths 
range from 350 lbs. to 900 lbs. High quality is assured by 
uniformity of material and precision in fabrication. 


Your American Chain distributor is a responsible source 

for weldless chain made of wire or stampings, electric welded 

or forge welded chain, a complete line of fittings, 
attachments and assemblies, cotter pins, 

hooks, repair links. 


AMERICAN LINE 
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R. E. GREENWOOD 


American Chain man 
since February, 1931. 

Now New York 

District Sales Manager. 
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Informal Editorial Comments 





Availability of Staple Items 
And Selling Related Goods 


REPRESENTATIVE of 

Harpwake AGE recently re- 

ported a visit to a well- 
known wholesale hardware house. 
\mong others he interviewed was 
the sales manager whom | will 
only identify as Bill Brown, which, 
of course, is not his name. 

The simplicity, brevity and 
soundness of Bill Brown’s com- 
ments to our representative prompt 
me to quote from this report as 
follows: 

“I had quite a talk with Bill 
Brown about business in general 
and Bill wanted me to send you 
an idea for your editorial page, 
which seems to me has a lot of 
merit. 

“As a background, Bill said 
the dealers were ordering very 
cautiously, even on staple items. 
His point was that it was bad 
business for a dealer to be out 
of stock on staple items because 
he not only lost the sale of such 
items, but also the sale of every- 
thing else that the customer may 
have had in mind to purchase 
when he came into the store. 

“Bill also said that a great 
deal of emphasis had been 
placed on the opportunity the 
dealer has to sell related items 
when a customer comes in for 
some single product. He be- 
lieves that the sales lost by not 
following up related items are 
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smaller than the sales lost by the 

dealer having to turn away a 

customer because he hasn’t got 

some staple item in stock.” 

I think Bill Brown did a lot of 
thinking with little conversation 
and said in a few words some basic 
facts that merit consideration by 
all of our readers. | hope, that by 
now, you and he have read my 
comments “You Can Never Sell 
Anything You Don’t Have or 
Can't Get” (See HA, May 19. 
1949, page 97)—as they represent 
kindred opinions. 

Retail hardware sales volume, 
so far, in 1949 is generally down 
when compared with the 1947 
and/or 1948 records—which it 
shouldn’t be as 1947 was a most 
abnormal year for all business and 
1948 was a “most super-abnormal 
year” for all lines, and neither 
year represents an intelligent or 
proper basis for comparison. It is 
difficult to determine. today, just 
what year or years could serve as 
a period for comparison. Even so, 
business to date this year, and 
profits, too, would have looked 
mighty substantial just a few 
years ago. 

It is a good. healthy. normal 
American practice to want to strive 
to beat each succeeding year for- 
ever and ever but barring (and I 
hope we can bar it) the horrible 
and tragic catastrophe of another 
major war being thrust upon us, I 
believe we have to adjust our 


thinking and planning to some 
new, and as yet not precisely 
known to us, standards of gages of 
dollar sales volume and dollar 
profits. 

It is certain that “soft selling” 
is behind us and we are knee deep, 
or deeper, in what I call a “selling 
with sweat” era. We have had 
them before and they are more 
natural, more healthy and more 
normal (if there is such a thing as 
normal any more), and made 
good progress under such condi- 
tions because we worked harder 
and really did some selling and 
merchandising——we went out seek- 
ing business instead of being con- 
tent to have buyers come to us 
almost begging for all kinds of 
goods. 

Under the circumstances we 
must anticipate some decline in 
sales volume and net profits—un- 
less we pitch in and work to main- 
tain our respective competitive 
positions with good values, effi- 
cient services, attractive stores, 
courteous and aggressive attention 
to our business and watch all costs 
that enter into the picture. Even 
then some decline will probably be 
manifest. 

If for competitive reasons large- 
ly. as distinct from possible oper- 
ating savings in production (think- 
ing in terms of some costs relief 
on certain raw materials and the 
fond hope—but not too hopeful as 
vet—of more productive labor re- 
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lations) there is a sustained parade 
of really important price reduc- 
tions the need for “selling with 
sweat” becomes even more acute. 
It becomes imperative! 

Let’s get back to Bill Brown’s 


simple, brief yet pregnant com- 


ments. Definitely, a retail hard- 
ware store has to provide the staple 
goods associated with the opera- 
tions of such a business and has to 
strive harder than ever to make 
the “second sale” of related goods 
and promote, in every way, with 


greater energy than ever befor: 
the sale of more higher unit of sale 
goods than is found in the indi. 


vidual sale of many staple, yet 


basically essential, hardware store 


items, without which a dealer i: 


not in the hardware business. 


“Co-op Tax-Free Bucks’ Available Without Cost 


O* this page is a detailed story 
and illustration of “Co-op 
Tax Free Bucks,” a clever idea for 
promoting more widely public in- 
terest in taking from the Co-ops 
their present unfair tax exemp- 
tion privileges—that they, like the 


Figures Don't Lie, But— 


bier intellectually high-powered 
staff of the United Nations, 
which seems to be developing a 
party line all its own, has come up 
with a very interesting Statistical 
Report pointing up a serious situ- 
ation in the United States. 

These gentlemen discovered by 
original research (which con- 
sisted largely of looking at Table 1 
of the Statistical Supplement to 
the Survey of Current Business) 
that labor’s share of the National 
Income had declined from 66 per 
cent in 1938 to 62 per cent in 
1948. They proceeded to find a 
variety of intellectually satisfying 
reasons for this horrendous situa- 
tion (strong inflationary pressures 
and all that sort of thing). 

If they had been less intellectual. 
they might have noticed (or per- 
haps they did) the possibilities for 
statistical prevarication which 
lurk in comparing one year with 
another ten years later, and de- 
ducing a trend from the two 
figures. 

For example, 1938 was the re- 
cession year. Corporate profits 
dropped sharply that year, as did 
total national income. Labor in- 
come dropped far less severely in 
1938; naturally, its share of the 
national income was therefore ex- 
ceptionally high. 

The ridiculousness of the com- 
parison may be pointed up by se- 
lecting a few other years. As the 
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privately owned businesses with 
which they compete, may be taxed 
on the same basis. Read it! 

This “phoney” money provides a 
chuckle and at the same time drives 
home its message. Any reader 
may obtain, without charge, any 


4 _ 


a 
J 


U.N. Report said, comparing 1938 
with 1948, labor income was down 
four percentage points. But 1929- 
48, it was up four points; 1933- 
48 down 12 points; 1941-48, up 
one point; and so on. Choose your 
years to suit yourself, and you can 
prove anything. 

All of which demonstrates the 


desired quantity of these “bucks 


by writing the National Tax Equal- 


ity Association, 231 South La 
Salle St., Chicago 4, Ill. They car 
be wrapped with all packages, put 
in all mailings, handed out ail 
over at any time and at any place. 


statistical art (as distinguished 
from the science) of starting out 
from an unwarranted assumption 
to prove a foregone conclusion. 


-from Economic Intelli- 
gence, a bulletin of Cham 
ber of Commerce of the 
United States. 





DR REFINE 
GRAIN ELEVATOR 
FEED MANUFACTURER 
LUMBER AND OAL YARD 
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MORE INCOME TAXPAYING BUSINESS 
AND MAKING YOUR TAX BILL HIGHER CH) YF 


pf) \ “Fons 'ONE TAX FREE "BUCK 1 oni t~} \ * 





TAX-FREE BUCKS—"Baloney" money similar to that pictured above is now 
being circulated by the National Associated Businessmen as part of o 
drive to make cooperatives liable to state and federal taxes. Co-ops are 
now exempt from such taxes. Packets of these “bucks” which are signed 
"Soke D. Public, Comptroller," are available from the National Associated 
Businessmen, at 1025 Vermont Avenue, N.W., Washington, D. C., without 


charge. 


—Woshington Bureau of Hardware Ag¢ 
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Besides regular cylinder keys, this as- 
sortment shows the wide variety of 
keys that can be duplicated on the 
Improved Minute. It also illustrates 
some of the unique blank types regu- 
larly stocked by ILCO. 
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Yes—two thousand . . . the number of separate types and sizes 
of key blanks ILCO makes . . . to duplicate almost any key in 
common use today! 

And the ILCO No. 179 IM Improved Minute is the key 
cutting machine you want to cut ‘em. In less than 60 seconds 
it duplicates a cylinder, flat steel or bit key without changeover 
or adjustment . . . without once removing the blank from the 
clamps. 

There’s no one item for sale in your store that has a wider 
profit margin than a duplicate key. And there’s no key cutting 
machine on the market anywhere near as fast or easy to use as 
the accurate ILCO Improved Minute. There is plenty of extra 
business right now in the hotel and resort trade. Additional 
sets of keys are always in greater demand wherever vacationers 


gather for the summer. é 
1100, 


INDEPENDENT LOCK COMPANY 


Fitchburg « Massachusetts 














View of left side of store looking toward rear. Mr. Feist designed the unusual axe fixture. 


They Taught an Old Store 


y lieves. One of these tricks was to 
OU can teach an old increase the variety and quantity 


hardware store new merchandis- of merchandise in the store from 
ing tricks, J. B. Feist of Lincoln its $8,000 valuation in 1940, when 
Hardware, Tacoma, Wash., be- he took over operation, to its pres- 





ent valuation of approximately 


$75,000. 


Another thoroughly _ effective 


trick was the new store moderniza- 
tion program which was begun in 
November of 1946 and completed 
in May of the following year. The 
new store is located just 100 ft. 
from the old location. Results of 
this program Mr. Feist summa- 
rizes as follows: 

1—Increased floor traffic by at 
least 50 per cent and gross sales 
by an amount which is just a few 
percentage points under _ that 
figure. 

2—Doubled the former floor 


Looking down the center of the 

store behind the cash _ register. 

Bulky items are displayed ef- 
fectively upon low platforms 
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display space to present store di- 
mensions of 4200 sq. ft.. and 
quadrupled the effective display 
area. At the same time, warehouse 
space was cut to approximately 25 
per cent of the former warehouse 


area. 

3—Planned the layout of store 
fixtures so that floor traffic flows 
through the entire store. Thus. 
virtually every spot is a “hot spot” 
from the display point of view. 

4—-Increased the store’s appeal 
to women shoppers. 

5—Improved stock control and 
reduced labor costs in the han- 
dling of merchandise, by use of 
open, self-service fixtures. Despite 
the substantial increase in physi- 
cal volume of merchandise which 
the store is now called on to han- 
dle. the same crew of three em- 


ployees, plus Mr. Feist, has been 
found to be sufficient. 

The new Lincoln store has low 
sill, backless display windows 
which permit the interior to be 
easily seen from the street. Com- 


bined with brilliant, shadowless 
illumination of the interior pro- 
vided by 36 fluorescent fixtures of 
160-watt capacity each, this in- 
creases floor traffic by attracting 
the casual passing shopper. Such 


LJ 


The Lincoln Hardware medernized and: 
Increased valuation of its stock from $8,000 to $75,000. 


Increased traffic by 50 per cent and gross sales by a slightly lower 
figure. 


Doubled former floor space and reduced warehouse space to the 
extent of 25 per cent. 


Planned layout of fixtures so that traffic flows throughout entire store. 
Every spot a "hot spot’ from a display point of view. 


Increased the store's appeal to women customers. 


Improved stock control and reduced labor costs in the handling of 
merchandise by the use of open, self-service fixtures. 


New Merchandising Tricks 





Here's the right side. Note grocery store-type fixtures 
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with price tag molding. 











Looking toward the right front where women's merchandise is located. Cutlery case at 
left diverts traffic to either side and has increased cutlery sales by 100 per cent. 


“bait” is particularly essential to 
attract the woman shopper. 
Another principle is the installa- 
tion of open, wall 
shelving and island displays. Up- 
per wall shelving is within easy 
reach of the shopper of average 
height, and islands are low enough 
so that top shelf merchandise will 


self-service 
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be well below eye level. This al- 
lows shoppers to see virtually any 
part of the store without interfer- 
ence by intervening displays. 
Prices of merchandise are all 
marked distinctly either on the 
compartment in which items are 
displayed, or on the article itself. 
Shoppers can therefore come to a 
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decision about an item without 
consulting the salesman as to 
price. 

Design of the fixtures was de- 
termined only after considerable 
investigation of other hardware 
stores in the state. The design of 
the island fixtures. however. was 
not copied from the usual hard- 


PIPE FITTINGS 


OF FILE WIMOU Ne 


This floor plan 
shows how store 
traffic is diverted 
down the side 
aisles by means 
of the cutlery 
— case at the front 
of store. Cus- 
tomers must go 
around it and in 
this way they see 
plenty of the mer- 
chandise in the 
store. The ar- 
rangement stimu- 
lates interest 
and helps in build- 
ing up sales. 


STEEL GOODS 


PAINT 


os JSEW - s | 
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PAINT SHELVING 


WOODEN WARE 


} 
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ware display cases. As will be 
noted in the illustrations, these 
closely resemble the standard 
grocery store gondolas. 


Efficient Fixtures 


One reason for borrowing from 
the grocer in this instance is that 
Mr. Feist concluded that this type 
of fixture made more efficient use 
of his floor display area. For an- 
other thing, the price molding 
adapts itself conveniently to the 
same type of price labels as are 
used in grocery stores. Though he 
did not expect to sell much mer- 
chandise from the lower shelves. 
he has found that items move as 
readily from that location as from 
the upper shelving. There are. of 
course, no drawers or lower com- 
partments, all merchandise on the 
floor being: .open to shoppers’ in- 
spection. The gondolas hold a 
very considerable: quantity of mer- 
chandise, with the result that a 
good 80 per cent of the stock in 
the store is held in the island 
displays. : : 

In one respect at least, the lay- 
out of the store as well resembles 
grocery store practice. This is the 
placing of the cash register at, the 
front of the store. directly behind 
the cutlery case. One reason for 
this decision is that women gro- 
cery shoppers have been condi- 


tega''s * 


a 


tioned to check out their orders at 
the front of the store. They there- 
for feel more at home in a store 
which does not require them to 
change their shopping habits. The 
cash register is placed so that the 
salesman’s back is to the custome 
when ringing up the change. In 
this way, he can look over the en- 
tire store as he stands at the cash 
register. 

Foot traffic through the store is 
not sacrificed by this arrange- 
ment, Mr. Feist points out. This 
has been ensured by the placing 
of a 20-ft. cutlery case directly in 
the center at the front of the store. 
Thus, customers must go to either 
side and down the side aisles of 
the store. This prevents them 
from going down the center aisle 
and back out again without seeing 
other merchandise. 


Aisles Direct Traffic 


Traffic is also directed. where’ 


desired by the use of’ wide aisles 
at certain points. Fixtures are ar- 
ranged so that no one aisle goes 
all the way through the store. 
Wherever the customer turns. 
therefore, she is confronted by 
new merchandise. thus stimulating 
her interest to look over the en- 
tire store before making her final 
purchase. 

Location of the cutlery case in 








the front of the store has likewise 
resulted in a boost of sales in this 
line to double its figure in the old 
store. This has been due not only 
to its favored location but to the 
fact that it has been departmental- 
ized by placing in a case of its 
own instead of with other mer- 
chandise. Facilities for mass dis- 
play which this affords has also 
heen instrumental. 


Let the Ladies Browse 


In waiting on women, Mr. Feist 
has found the best approach to be 
to let them look around a bit, 
before waiting on them. Where 
men like to be waited on almost 
immediately, women prefer to 
shop without interruption from a 
salesman, until they have found 
what they want. When they act 
as though they would like some 
attention, they are waited on. 

Steck control has been greatly 
simplified by the fact that , most 
of the merchandise is on the dis- 
play floor instead of in the ware- 
house. When an item gets low on 
the display shelves. therefore, it is 
time to reorder. The warehouse 
in the old store was the same size 
as the display room in the new 
one. The present warehouse has 
approximately 1000 sq. ft. of floor 
space. 


: (Continued on page %6) 


The sporting goods section is at left front. Manager Harry Johnson shows a gun to a customer. 
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By R. S. WILD 


Associate Editor 
Of Hardware Age 


on to a 


study of sales volume reports from 
85 wholesalers in 33 states, the 
high point of the volume scale is 
reached in April in which month 
the average volume is 9.7 per cent 
of the year’s total. Close on its 
heels for top rating is October with 
an average volume of 9.6 per cent. 
Other high months, in their order, 
are September and March with 
respective averages of 9.1 and 8.8 


56 
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per cent. May and October tie with 
8.7 per cent each. 

The second month of the year, 
February, emerges as the low point 
in the wholesalers’ volume curve 
with the average dipping to 6.8 
per cent. Other low months in 
their relative positions are January 
(7.0 per cent), December (7.3 per 
cent), July (7.8 per cent) and 
August, (7.9 per cent). All per- 
centages are averages. 

If one accepts as a monthly 








goal, a “theoretical norm,” the fig- 
ure 8.3 per cent, arrived at by di- 
viding 100 per cent (representing 
the yearly total volume) by the 
12 months of the year, the whole- 
sale volume curve does not appear 
to run an erratic course. Obvi- 
ously because of the seasonable 
nature of the hardware industry, 
it is not possible to achieve an even 
spread of volume over a 12-month 
period. But assuming that it were 
possible, the reporting wholesalers’ 
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A survey among hardware wholesalers reveals peak volume 
month is April, followed closely by October. Winter brings 
dips in sales with the lowest point reached in February 


experiences averaged and charted 
against a monthly “norm” of 8.3 
per cent, serves to show how nar- 
rowly or how widely the overall 
picture developed by this Harp- 
WARE AGE study deviates from the 
“ideal.” See Fig. 1. 

At the lowest, in February, sales 
volume for the entire group of 85 
wholesalers is only 1.5 per cent 
below the assumed norm and at 
the highest point, in April, 1.4 per 
cent above; the spread between 
these two points then is 2.9 per 
cent. 

Variations from the general pat- 
tern, of course, do appear in some 
areas due undoubtedly to geo- 
graphical differences and resultant 
differences in merchandise. Thes= 
are noted in Fig. No. 2 (Page 58). 

The picture of the high volume 
month, April, which averages 9.7 
per cent for all the 85 reporting 
wholesalers and its close runner- 
up, October, with an average of 
9.6 per cent, changes slightly when 
considered regionally. October 


Fig. |—Wholesalers' Month-By-Month Sales Volume 


For 85 wholesalers 


—figures are averages 





JAN. MAR. APR. MAY JUNE JULY AUG. SEPT. OCT NOV DEC. 


This graph charts the course of 85 hardware wholesalers’ volume over a !2-month 
period. Percentages are averages. 


*This figure of 8.3 per cent represents a “theoretical norm" of monthly distribution. 

Obviously, it is not possible to achieve an even spread of volume over a 12-month 

period because of the nature of the hardware industry. But assuming a “norm” serves 
to illustrate the relationship between actual volume experience and the ideal. 


takes the lead over April in three 
regions, the Middle Atlantic States. 
the South Atlantic States, and the 





The Study 


|" order to determine the pattern of month-by-month sales volume 
among hardware wholesalers, HARDWARE AGE queried 500 
wholesalers asking them to provide their monthly volume percentages. 
Ninety-two wholesalers, or 18.40 per cent, embracing 37 states and 
the District of Columbia, returned questionnaires. This study is based 
on that return. A similar study made in 1934 showed the same high 
and low points. 

The survey also covered such subjects as means of raising low-vol- 
ume months, inventories, salaries, incentive plans and estimated capi- 
tal requirements for starting a retail hardware store. 

A similar study made among retail hardware stores will appear in 


a future issue of HARDWARE AGE. 
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East South Central States. Novem- 
ber is the high month in the West 
South Central States. In the Moun- 
tain States, it is June. June is also 
a better month than April in the 
Pacific States and is equal to 
October’s volume. 

In New England August is the 
poorest month, wholesalers’ sales 
there average 5.6 per cent for that 
region. In the South Atlantic 
States. the year’s poorest months 
are July and December, with a 
regional average of 7.5 per cent. 
In the East North Central States 
the lowest month is January, with 
a regional average of 5.9 per cent. 
That month is also poorest in the 
West North Central States while 
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December is the lowest point for 
the Pacific States. 
Suggestions made by whole- 
salers for bettering low volume 
months represent two schools of 
thought. Remedial measures of- 
fered include earlier and stronger 
promotion of spring items; plan- 
ning better merchandising pro- 
grams: diversification of lines; 


greater sales effort on year-round 
types of merchandise; stimulating 
sales by encouraging retail store 
promotions and by consumer ad- 
vertising; plugging appropriate 
seasonable items in the low 
months: promoting traffic build- 
ers similarly to jewelry stores. 

A number of wholesalers sug- 
gested better handling of future 


Oo O O 


80 Hardware Wholesalers Report 
On Their Inventories 


15 per cent report unit value of inventory has decreased— 
while 18 per cent show a decrease in the dollar value of 
their inventories. 


HOLESALERS were asked 

to compare their inventories 
with last year and indicate whether 
their inventories were higher, were 
lower. or remained the same. Of 
the 92 wholesalers who returned 
questionnaires, 88 of them, or 


95.65 per cent answered the in- 
ventory question. 

Of those 88 wholesalers, 60, or 
68.18 per cent reported that the 
unit value of their inventories was 
higher; 14, or 15.91 per cent, said 
it was lower. The same number 


oo 


Salaries Paid By Wholesalers 
As Reported By 69 Firms 





Majority of reporting wholesalers state that the 

starting salary offered is from $25 to $35 per 

week; top salaries (non-executive) in $61 to $71 
per week bracket 


N the subject of wages whole- 
salers were questioned as the 
minimum salary offered and the 


top salary not including executives. 
Sixty-nine wholesalers listed their 
starting salaries as follows: 


orders as one solution in taking 


up the slack in the low months. 
One wholesaler suggested shipping 
seasonable goods in advance to 
dealers—by agreement—and giv- 
ing extended terms. 

Among those who commented, 
a minority felt that weather and 
inventory were insurmountable ob- 
stacles. 


indicated that the inventory unit 
value had remained the same. 

Another inventory question per- 
tained to the dollar value of inven- 
tories. Wholesalers were also asked 
whether that value was higher, was 
lower or had remained the same. 
Of the 91 wholesalers who an- 
swered that question, 68 or 74.72 
per cent said the dollar value was 
higher, while 17 or 18.68 per cent 
said it was lower. Six wholesalers, 
6.60 per cent, said the dollar value 
of their inventories had remained 
at the same level. 


No. » 
Less than $25 per week 2 2.90 
$25 to $35 per week 26 37.68 
$36 to $45 per week 17 24.64 
$46 to $50 per week 7 10.14 
Over $50 per week 4.34 


3 
40 cents per hour I 1.45 
60 cents per hour 4 5.80 
65 cents per hour 2 2.90 
75 cents per hour a 5.80 
85 cents per hour | 1.45 
90 cents per hour 2 2.90 





69 100.00 


Sixty-three wholesalers reported 





Fig. 2—Monthly Volume For 85 Wholesalers By Area 


Area Wh. % % 


New England 3 6.0 6.6 
Mid Atlantic 17 6.6 6.6 
So. Atlantic 13 7.8 7.8 
E. No. Central 12 5.9 6.4 
E.So. Central 8 8.0 6.4 
W.No.Central 14 6.7 7.1 
W.So.Central 11 8.1 6.4 
Mountain 5 6.6 6.6 
Pacific 2 7.5 7.0 
United States 85 7.0 6.8 


(Percentages Are Averages 


Jan. Feb. Mar. April May June daly aus. Sept. 





No. Av. Av. 


Av. Av Av. Av Av. 
% % % % % 
1.2 42 112 9.0 7.0 
8.8 9.6 9.1 8.7 8.1 
8.2 8.8 7.8 7.7 7.5 
8.1 9.8 9.4 9.4 cP | 
9.2 9.1 8.1 7.5 8.1 
9.5 10.1 8.7 8.9 7.5 
8.5 9.5 8.3 8.1 7.7 
9.2 9.2 8.2 10.0 8.8 
8.5 8.5 9.0 9.5 9.0 
8.8 9.7 8.7 8.6 7.8 


Oct. Nov. Dec 
Av. Av. Av Av. Av 
% % % % % 
5.6 9.0 8.2 6.0 6.0 
7.9 9.2 9.7 8.1 7.6 
7.6 9.2 10.3 9.8 7.5 
8.6 9.0 9.6 8.7 7.4 
8.4 9.1 9.5 8.4 8.2 
7.5 8.6 9.9 8.5 7.0 
8.2 9.4 9.3 9.8 6.7 
8.0 9.4 8.6 8.4 7.0 
9.0 9.0 9.5 7.0 6.5 
7.9 9.1 9.6 8.7 73 





This chart breaks down by area the average percentage of volume done by 85 wholesalers over 
a 12-month period. It illustrates geographic variations from the overall pattern (bottom line). 
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Fig. 3—United States 


Month-by-Month Volume Averaged for 85 Wholesalers) 


May 


Wh. % Wh. % Wh. % \Wh.| % ome 


|__| ~ 


June 


% Wh. % Wh. % Wh. % Wh. % 


July 


Aug. 


Sept. 


Oct. 
No. Av. 


Nov. 


Dec. 


No. ram No. apa 
Wh. % Wh. % |Wh. % 
























































85 |7.0) 85 6.8 85 8.8 85 | 9.7 85 8.7 85. 8.6 85 7.8 85 7.9 85 91 85 9.6 85 8.7 85 7.3 
| | | | 
Monthly Volume Breakdown For 85 Wholesalers* 
{ { 1 
No. |No. |No.| |No. |No. |No. |No. |No. |No. |No. |No.| |No. 
Wh.| & |Wh. % \Wh., % \Wh. % |Wh. % |Wh.| % |Wh. % |Wh. % |Wh. % |Wh. % Wh.!| % |Wh.] % 
1| 2 
| 1/ 3 
3, 4] 2) 4] 1| 4 1| 4] 2; 4 
19; 5)15); 5 3/51 5| S|] 9| S} 7| S}] 1] S] 1) S} 2] S} 33] 5S 
12| 6|15| 6) 2, 6 2| 6) 4 6] 5)| 6 | 3 6113] 6 
14| 7/34) 7)18| 7] 3) 7/12) 7)12 7)10) 7] 9, 7] 6 7] 1) 7} 15) 7] 28) 7 
17} 8} 12; 8/17} 8]18, 8} 25 8)19 8/37) 8/32) 8} 20 8|16 8] 24; 8} 9} 8 
11; 9} 3) 9} 20| 9] 28, 9} 25 9) 26, 9116 9/18; 9} 27 9)27 9115; 9} 9| 9 
6/10; 2/10) 18 | 10} 23 |10) 13 10) 14 10} 610] 10 10] 24 10] 30 10] 20 10] 10|10 
1/11] 1/12) 5/11] 3{)11] 3 11) 3/)11] 2)11] 2 11) 5/12] 2/11) 2 21) 17521 
1 | 12 1/12] 3{;12) 2,12) 1/12 3/12) 4/12 
| 2/13} 1°13] 2/13 1 13! 1/13 1|13 
1 14 1 14 
| 1/15) 3/15) 3/15) 1° 15 1/15] 3/5 
1 (20 1 20} 1 20 
*Not averages. Right hand column lists ell percentages reported by wholesalers. Left 
hand column shows number of wholesalers reporting. 
the top salaries, exclusive of execu- Cost of Entering the Hardware Business 
tive personnel as follows: ae a a ae 
: No. 7 FINAL question on the sur- cations—fixtures, inventory, and 
No maximum 3 4.76 : ‘ — A 
$50 to $60 per week 6 9.36 vey asked wholesalers to working capital. Their replies are 
$61 to $70 per week 12 19.21 estimate the minimum capital re- listed below. Where replies were 
a ss a ad — ’ rae quired for starting a retail hard- received from more than one 
$91 to $100 per week Th ware store. They were asked to wholesaler in a state, those figures 
Over $00 per week 4 22.22 = break this down in three classifi- were averaged. 
$1.15 per hour ! 1.59 
$1.30 per hour | 1.59 Wet ee 
$1.50 per hour J 1.59 State Fixtures Invertory Capital Total 
$1.60 per hour 1.59 Arizona $3,000 $17,000 $5,000 $25,000 | Report 
63 100.00 California 1,000 12,000 5,000 18,000 | 4 
P Delaware 5,000 5,000 2,500 12,500 re 
With regard to incentive plans. — byte mae san pnd ; Reports Av. 
out of a total of 87 wholesalers Illinols 2,166 10,000 7,333 19,499 3 
answering the question, 63 or ae 1,166 8,000 6,833 _ : 
= : . 250 13,500 ,.250 24, 
72.41 per cent said they had some aden by = 8'500 ta 11500 2 
type of incentive plan for theirem- —_Minnesote 3,250 10,500 1,750 15,500 2 
ployees; 24 or 27. Fifty-nine per Mississippi 1,833 13,333 14,333 29,499 3 
» lad weatel tute al Missouri 2,750 11,250 4,000 18,000 4 
ce Cee se eee TF Nebrasia 2,250 10,500 7,500 20,250 2 
plan. The most popular type of — New York 1,833 8,733 7,233 17,833 6 ; 
plan was the bonus type plan  Q¢-Cercling 200 so 1780 75D . 
which got 42 mentions. Profit  Ojichome 2,333 12.333 3,000 17,666 3 i 
sharing plans were mentioned by Oregon 3,000 -_ ra jen : : 
= P vani 3,666 : ‘ : 
17 wholesalers while 27 ~whole- a 2 000 4.000 1900 7.000 | tient 
salers simply mentioned they of- S. Dakota 1500 15,000 3,000 19,500 ; 
s ies sc ission. A T - 1,000 10,000 4,000 15,000 | 
fered sag ee nt re te = <a wae onaae 
number of wholesalers used com- Virginia 2'500 12:00 6.000 20.500 
binations of all three. Wisconsin 6,500 25,000 8,000 39,500 i 
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Mr. Felton shows a lady angler a 
fishing rod. The large, open 
selection of tackle helps 
attract the ladies. 
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Advertising Fishing Licenses _ 
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Attracts Anglers 3 
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level: 

time. 

even 

Felton's of Scranton, Pa., is going after the Le 

business of the feminine fishing enthusiast yar 

W, and is making its effort pay real dividends sumi 

ITH more women and, 

taking up fishing as a sport with we t 
each passing year, the Felton Hard- mate 
ware Store, 121 Penn Ave., Scran- and the way they spoke about fish- number sold to women and he de- and 
ton Pa., decided to cater to the ing tackle made me feel that they cided to even increase that num- abot 
fair sex in an effort to cash in on were just as interested in buying ber. start 
this sales possibility. and handling tackle as were men. All succeeding newspaper ads at tl 
“A trip to nearby lakes and I then decided to promote tackle addressed to fishermen had the It 
streams convinced me of the ever- to these fishing enthusiasts and get _—sub-title “and ladies!” appended ciplh 
increasing number of feminine their business as well.” to it. A typical ad, that was re- said 
angles,” says store owner Bill Fel- A search through his records of cently inserted, advertising fish- sing 
ton, “and the way that they cast fishing license reveals a surprising (Continued on page 104) to 1 
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Pricing for Profit 
At Present Wages 


Manufacturers should stop apologizing for "high" 

prices, says one of them who points out that the 

present ones are justified by the higher wages that 
are being paid for labor 


By H. F. SEYMOUR 
President, 
The Columbian Vise & Mfg Co., 
Cleveland, Ohio 
President, 
American Hardware Manufacturers Association 


Aw subject that in- 


cludes wages — prices — profits 
gives me a great deal of leeway. 

I should have liked to talk on 
a longer title; namely: “Can In- 
dustry Maintain the Present Low 
Level of Selling Prices Without 
Wage Reductions.” I was hesitant 
to do so because of the recent, as 
well as current, feeling by so many 
people that prices are high. It is 
my purpose to prove otherwise, 
especially, as we move into lower 
levels of volume with, at the same 
time, higher levels of the “break- 
even point.” 

Let us consider for this discus- 
sion the product of anyone of the 
manufacturers in this room—as- 
suming the product is made of iron 
and/or steel. Generally speaking, 
we think of its cost as made up of 
material, wages, overhead, selling, 
and administration. I shall talk 
about the item of “material” as it 
starts from one ton of iron ore 
at the mine. 

It was John Stewart Mill (Prin- 
ciples of Political Economy), who 
said, “Value is added by proces- 
sing,” and also “What labor adds 
to material creates wealth.” By 
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the same reasoning, we know that 
“cost is added by processing” and 
that “what labor adds to material 
creates cost.” 


An Example 


As it happens, I live on Lake 
Erie, where for seven months in 
the year, we are constantly re- 
minded of the tremendous move- 
ment of iron ore from the head of 
Lake Superior to ports on Lake 
Erie for transshipment to the fur- 
naces at Cleveland, Pittsburgh, 
Youngstown, and other cities in 
this district. In 1948, this 
amounted to 82,937,000 tons—the 
third largest year in shipments in 
history. 

In 1939, a ton of ore was 
mined in the Mesabi Range back 
of Duluth at an average wage rate 
of 73 cents per hour. A similar 
ton of iron ore—with no change 
in physical properties—was mined 
in the same range in 1948 for an 
average wage rate of $1.52 per 
hour, up to $2 per hour. It weighed 
exactly the same. A ton was the 
same in 1939 as it was in 1948. 
but it cost more as it left the mine 
in 1948. 


Let us look at the various steps 
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that a ton of ore takes between 
the mines and the furnaces. First, 
it is transported a short dis- 
tance to the docks at Duluth or 
Superior—railroad freight wages. 
Then, it is loaded into a lake 
freighter by chutes from the ore 
bins, down into the hold of the 
ship—dock wages. (You may be 
interested that the record for load- 
ing 12,508 tons into a ship was 
164% minutes. That was back in 
1921, and obviously, the whole 
thing was rigged for a record. 
Even in the case of a normal load- 
ing of from two to four hours one 
can actually see the ship settle. 
This year, there are 16,000 ton 
ships on the lakes and now there 
is a 20,000 ton ship building for 
operating this spring. This is the 
technique used in one step be- 
tween the mines and the furnaces 
for developing lower costs.) 

Then, this ton of ore is shipped 
down the lakes to some Lake Erie 
port, a trip of from three to three 
and a half days—that means ship 
wages. Then, it is unloaded And 
that takes from six to eight hours 

unloading dock wages. 

It is then dumped into hopper 
cars for the haul from Cleveland 
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to Pittsburgh. for instance—145 
miles—railroad freight wages. 

Next, it is dumped into mills for 
processing; and that ton of ore, 
landed at the Pittsburgh mill, cost 
$6.31 in 1939 and $8.03 in 1948. 
an increase of only 27.2 per cent. 
During these periods the wage rate 
of these various steps increased 
from 92 per cent to 177 per cent 
per man hour. 

At the blast furnace, it is re- 
duced to pig iron for foundry use 
on the one hand, and/or sent to 
the open hearth furnaces to be re- 
duced into ingots, billets, or bars 
on the other. At this point, the 
casting or the bar of steel, or both, 
hecome the raw material which 
we think of in producing our prod- 
uct. When we pay $86.91 per ton 
for finished steel in 1948 as against 
$56.76 per ton in 1939, it is not 
just because of a desire on the part 
of the mills to increase their prof- 


it. Rather, it is forced by these 
successive wage increases every- 
time the raw material is touched 
or processed; and even so, the 
increase per ton of steel is not as 
great as the percentage increase in 


wages. 


More to Come 


There is not a whole lot of 
glamour in a bar of steel. Further- 
more, the selling price of a bar 
of steel is very much the same re- 
gardless of where produced. We 
must realize that this material has 
not reached the point in the manu- 
facturing process where design, or 
finish, or color, or packaging en- 
ters into its salability. 

Our company is not the largest 
manufacturer in Cleveland; in 
fact, we are one of the small 
manufacturers, but we are com- 
peting for labor with the large 





Tool Display Is a Constant Reminder 





Tod! displays such as this window of The Tracy Robinson & Williams Co., 

hardware and mill supply firm of Hartford, Conn., step up the desire to own 

nationally known brands of quality tools. Planned as a "teaser" window, the 

store omits prices and puts over the idea that the service of the tool will 

be remembered long after the price has been forgotten. Windows such as 

this have made sales for the company from six to twelve months after the 
display was installed. 
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companies in the open market and 
are paying at least the going rates. 
In 1939, this averaged 63 cents 
per man hour and in 1948, aver- 
aged $1.42 per man hour, an in- 
crease of 125 per cent. Ten years 
ago, when labor averaged 63 cents 
per hour, it did not add a great 
deal to the cost of the product if 
an operation were added to im- 
prove its salability or strength 
which operation might require 10 
minutes time —even with over- 
head. But today, at $1.42 per 
hour, it adds up very quickly; and 
right here, we must remember that 
the manufacturer’s selling price to 
the wholesaler is doubled by the 
time it reaches the consumer. We 
must also remember that this cost- 
of-distribution-margin has not 
been increased percentage wise 
over the years by the wholesaler- 
retailer in spite of heavy increases 
in wage rates. 

I cannot conceive of a well-es- 
tablished, old line manufacturer 
who voluntarily prices himself out 
of the market. When his selling 
prices are decided upon, it is the 
result of careful analysis of his 
material costs and labor at current 
wage rates. I do not advocate ac- 
cepting anything lying down, but 
with labor conditions and wages 
as they exist today, there is not a 
great deal that management can 
do other than to accept it. 

Between 1939 and September, 
1948, our average wage rates in- 
creased 125 per cent. During the 
same period Oliver Brothers’ aver- 
age selling price of hardware and 
tools, as published in HARDWARE 
AGE, increased 95 per cent. Here 
is a difference of 30 percentage 
points between the increase in our 
labor cost and in the average sell- 
ing price of our products which 
we manufacturers have absorbed 
in order to hold our price increases 
to a minimum. How did we do it? 


Volume Did It 

Primarily by volume, volume 
production and volume selling— 
volume in every step from mining 
the ore to making the product and 
in every step in selling. This in- 
creased volume has enabled us to 
operate on a reduced margin all 
along the production-selling line 
and it inevitably follows from this 


(Continued on page 82) 
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MALCHOW'S 


















FURNITURE FLOOR COVERING: 
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Open back windows permit a view of the entire store interior. 


Employee Profit Participation 
Helps Stimulate the Business 


_ ae well 
planned, aggressive selling can put 
a stimulating shot into business 
volume and send it climbing up- 
ward. 

C. H. Malchow. Aberdeen, S. D., 
operating The Malchow Co., a 
hardware. furniture and floor cov- 
ering business, ought to know, be- 
cause he has done it twice, and 
under varying conditions. 


* i. 


a 


Outside selling and varied advertising program also 
build sales for The Malchow Co. Firm did a $600,000 
business in 1948 and is 31 per cent ahead this year 


The first time was between 1929 
and 1945 when Mr. Malchow 
worked for a chain store organiza- 
tion, as assistant store manager, 
store manager and later as floor 
covering buyer. He was manager 
of a chain store at Aberdeen, 
S. D., for 10 years from 1932 to 





i942. Preceding the war, the chain 
store branch, under Mr. Malchow’s 
direction made average yearly in- 
creases in volume of 20 per cent, 
While some other firms were mak- 
ing a bare profit. 

“We did it through good store 
management and_ selling,” says 


‘ee eames 


Here is the store's staff. Mr. Malchow is in the rear row center—the tallest man in the group. 
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Mr. Malchow, who never forgot 
this lesson now that he has his 
own hardware and other depart- 
ments. “While others were crying 
the blues, we worked hard, adver- 
tised, were cheerful and _ believed 
we could sell and we did. That 
convinced me that it could be 
done.” 

The second time this sales phi- 
losophy has worked for Mr. Mal- 
chow is in 1949 thus far. He saw 
his business grow from $174,000 
in 1945 to $600,000 in 1948, and 
up to May 1, 1949, his firm regis. 
tered a 31 per cent increase over 
1948. 

He did it all through better sell- 
ing and service. And here is how 
he operates: 

Seven of the 25 employees in the 
store are former chain organiza- 


tion men. They are trained in the 
philosophy that aggressive selling 
pays well. that there is always a 
market for merchandise to the per- 


son who advertises, prices goods 
right and who presents good sales 
points to prospects. 

Mr. Malchow operated for a 
vear or so with just floor cover- 
ings and furniture, but he soon 











Ranges are shown in this corner of the major appliance department 
but there's plenty of other major units of sale to be found here. 
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Left—One section of 
the basement is de- 
voted to a showing 
of roll carpeting. 
In oval—This part 
of the basement is 
given over to the 
carpet workshop. It 
is equipped with a 
conveyor which is 
used to facilitate 
the work of the men 
in sewing carpets. 






opened a hardware store measur- 
ing 25 by 142 ft. 

The store has a large basement 
which is devoted to extensive show- 
ings of floor coverings, including 
hard and soft lines. The entrance 
to this department is through the 
front area of the hardware store. 
The stairs leading down have re- 
cently been covered with asphalt 
tile and a special piece of floor 
covering has been laid at the bot- 
tom, advertising a manufacturer’s 
product. The entire first floor area 
of the Malchow store has fine floor 
covering. and even part of the 
balcony in the furniture depart- 
ment has an asphalt tile floor. 


Four Floor Layers 


The Malchow floor-laying crew 
consists of four employees, two of 
whom handle ali the carpet laying 
jobs to be done. All four men 
work at times on hard surface 
floor-covering jobs. One area in 
the basement is devoted to a show- 
ing of roll carpeting, while another 
section contains a carpet workshop 
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area, equipped with a conveyor to 
aid the two rug men in sewing. 
Naturally, the customer who steps 
into this basement and sees the 
large amount of stock and equip- 
ment, and becomes aware of the 
services offered, is impressed. 

Appliances are also an impor- 
tant line in this firm’s merchandis- 
ing program. The model kitchen, 
attractively arranged, is in the 
hardware store up-front, where it 
catches the attention of the heavy 
store traffic. The store also has 
excellent tool, sporting goods and 
housewares sections. 

Special display cases for hard- 
ware merchandise have been 
placed around the basement en- 
trance railing at the first floor 
level and thus all available display 
space has been utilized to best ad- 
vantage. 


Began Two Years Ago 


About two years ago Mr. Mal- 
chow began a remodeling program 
for his business. He spent $25,000 
on the building and his landlord 
the remainder. His rent arrange- 
ment is 3 per cent of the gross, 
with an additional percentage de- 
pending on the volume of busi- 
ness. 

Mr. Malchow offers delivery 
service over a wide area, repair 
service for all appliances includ- 
ing radios and also a wide selec- 
tion of merchandise. Two men on 
the store staff spent most of their 
time on outside selling activities, 
following active leads and also 
calling on furniture and appliance 
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customers te check on customer 
satisfaction. 

The radio section of the store 
is under the supervision of 
“Chuck” Webster who set up radio 
station installations for the govern- 
ment during the late war. 

Mr. Malchow holds monthly 
meetings of his sales staff, by de- 
partments, at which time the best 
sales, display and stock methods 
are discussed, as well as features 
of new merchandise. He feels that 
these monthly meetings are de- 
cidedly important in maintaining 
and improving employee sales 
effectiveness. 


Employee Stockholders 


Of the total number of em- 
ployees, eight have stock in the 
firm. This amounts to 30 per cent 
of the total, with Mr. and Mrs. 
Malchow owning 70 per cent. Em- 
ployees who own stock work on a 
fixed salary, plus one-half of one 
per cent of their sales and a gen- 
erous share of the net profit. 
Other employees receive generous 
bonuses. depending upon their 
salaries and their worth to the 
company each year. 

With such a compensation basis. 













Mr. Malchow has a staff of em- 
ployees who are sales minded and 
loyal to the store. 

During his many years of ex- 
perience in the retail field, he has 
seen a wide variety of advertising 
programs put into effect. He has 
a deep respect for the right kind of 
advertising. 


Advertising Budget 


In 1948 Mr. Malchow spent 
about 2 per cent of his previous 
years gross for advertising. He 
is increasing his radio and news- 
paper advertising for 1949 and 
expects to spend 214 per cent. 
Based on 1948 figures, 50 per cent 
of his ad budget was spent on 
newspaper advertising, 30 per cent 
on radio, 10 per cent on movie ad- 
vertising, and 10 per cent mis- 
cellaneous. 

He is advertising in approxi- 
mately 30 church and fraternal 
publications in his trade territory, 
a form of advertising which he 
finds is quite effective, especially 
insofar as rural organizations are 
concerned. 

“We are sold on the importance 
of advertising, because we have 

‘Continued on page 89) 


Both sides of the stairway 
to the basement are ficnked 
by attractive open display 
cases that catch the eye. 
Left — The stairway leading 
to the basement is broad and 
is covered with asphalt tile. 
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“All it took was a little 
encouragement for me to 
open my pocketbook. But 
1 didn't get it. So | didn't 
buy. | went home." 
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Half-Sold Is No Sale 


= last time I stopped 
in at a certain hardware store to 
buy some nails and screws, I 
prowled around among the larger 
items on display. I picked up an 
electric heating pad and examined 
it pretty closely to attract the sales 
clerk’s attention. 

He kept right on fixing up some 
other stocks, and then I went over 
and asked him a question or two 
about the pad. He answered well 
enough, but he didn’t say any 
more than necessary. He failed to 
add the clincher. 

Actually, I was ready to buy. 
I was a “push-over” for a little 
sales talk. I wanted that heating 
pad; our old one at home had seen 
better days. All it took was a 
little encouragement for me_ to 
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open my pocketbook. But I didn’t 
get it. Nobody seemed to care 
whether I bought or not. So I 
didn’t buy; I took my nails and 
went home. 

There I stood half-sold, but the 
last half was zero. Like the old 
truism, “half right is wrong!” 
Same in sales work—half-sold is 
no sale. 


it Takes Effort 


Of course, not all prospects can 
be turned into sales as easily as 
the deal just mentioned. Most of 
the time it takes some effort to get 
the prospect even half-sold—and 
then more work on the last half. 

Countless hardware store sales 
are lost somewhere along the line 
and often they’re like the fish that 


got away—they re the biggest and 
best. 

Some people think it takes abil- 
ity plus certain natural aptitudes 
to become an outstanding sales- 
man; others say that luck has a 
lot to do with it. While all such 
traits help, the one that really 
goes to town is just plain old- 
fashioned work.  Stick-to-it-ive- 
ness. Clear through to the finish. 

When you get the prospect half 
sold, there’s a natural tendency to 
relax and let nature take its course. 
That’s like the fish story again 
where the fish flops off the hook 
and back into the water—right at 
the edge of the boat. 

Keep working—keep the line 
taut and the prospect under con- 
trol. It’s the steady effort that 
puts the deal across—that helps 
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When you get the prospect half-sold, there's a natural 
tendency to relax and let nature take its course... Keep 
working — keep the line taut and the prospect under 
control. It's the steady effort that puts the deal across” 


the cash register ring up the $ 
sign instead of No SALE. 

A lot of people are half-sold 
when they say, “Oh, we’re just 
looking around, thank you.” 
They’re looking all right, but may- 
be a little guidance would put 
across a sale. 

All the world and his wife are 
lookers—especially his wife. If 
they see something they want, and 
it is attractively displayed or in- 
telligently explained to them, 
chances are they'll buy. This ap- 
plies to men as well as women. 

A man drops into a hardware 
store for some flower seeds, and 
before he comes out he’s bought 
some garden supplies or home 
workshop tools—or maybe an 
alarm clock to get him up on time 
for that trip he’s planning. 
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Another man, on his way home 
from work, stops off at a hard- 
ware store for a few pieces of 
sandpaper, and also buys a saw 
for lopping off a branch of that 
tree between the house and the 
garage. 

You get the idea—in a world 
filled with half-sold people. people 
who delight in tempting them-- 
selves to buy, why not cater to 
their every whim—get this extra 
business by using extra good sales- 


manship! 


Put "Zing" in Your Talk 


A hardware sales clerk I know 
complained that he lost too many 
sales along the way. He couldn’t 
close enough of his prospects. and 
he didn’t get enough repeat busi- 
ness from his customers. An ex- 


“A man drops into a hard- 
ware store for some flower 
seeds and before he comes 
out he's bought some gar- 
den supplies or tools." 


By BRIANT SANDO 
President, 
The Sando Co.., 
Orange, Cal. 


~ al 


pert sales manager looked Joe 
over from head to foot and said: 

“What you need first of all, Joe, 
is to show more pep and anima- 
tion. Not necessarily the breezy, 
back-slapping kind, but the sin- 
cere energy of being on your toes. 
Be helpful in showing merchan- 
dise and in explaining how to 
use it. 

“Make that old sales talk ‘zing’ 
when you give it. Put a little fire 
in your voice. Not the kind that 
irritates but the kind that shows 
vou're interested and enthusiastic. 
Use some emphasis and showman. 
ship.” 

“That makes sense.” said Joe. 
“What next?” 

“Next look and act like a gen- 
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tleman. Keep your suit pressed 
and ycur hair combed. Throw 
away that old beat-up hat and 
wear one with some snap; wear a 
tie with a little color in it—and 
I don’t mean gravy. Avoid loud 
extremes, but help people to re- 
member you by the sound yet 
distinctive way you look and act.” 

That last word, “act,” means 
much. The way you act often 
tells the tale on sales. 

Make friends with your custom- 
ers. Talk about their desires and 
problems, not your own. Encour- 
age them to regard you as a real 
flesh-and-blood person, not just a 
selling machine. Make them feel 
better after they buy than before 
—then they’re more likely to come 
back again. 

You see, there’s an important 
point here: even when you make 
a sale and get the money, some 
of your customers may be only 
half-sold. This, you may say. 
sounds silly. But is it? Here’s 
the point: 

Your customers are only half- 
sold when they leave you without 
feeling that “here is a good fel- 
low to do business with, and I'll 
see that he gets more of my trade 
in the future.” 

That, brother, is selling. Real 
selling. The kind that not only 


gets today’s dollar but also gets 
a grip on tomorrow. 

An alert approach, a pleasant 
expression, friendly courteous 
speech—these help people to think 
of you as “that pleasant fellow 
at the hardware store” and not 
“that sour-puss I hated to deal 
with.” 


Ask 'Em to Buy 


Many sales die on the vine be- 
cause the prospect is not asked to 
buy—long enough, hard enough 
or often enough. 

It’s amazing how many sales- 
people are timid about asking for 
an order. This is hard to under- 
stand, for the customer really ex- 
pects to be asked to buy and 
rather enjoys being the big wheel 
as the dispenser of business and 
money. 

Once I made a call on an im- 
portant prospect with a traveling 
salesman whose record showed he 
was an expert at the dilly-dally. 
He liked to talk and go into great 
detail on all points, but he got so 
wound up in his own explanations 
that he seldom asked for an order. 

After many minutes of this in- 
terview had passed, it was appar- 
ent to me that the prospect wanted 
to place an order—but the sales- 
man wouldn’t ask for it and the 
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This advertisement speaks for itself in telling the story of its offerings 
in terms of community benefits. Two columns by three inches, it was a 
pointed message from Wilson's Ace Hardware, 143 E. Main St., Decatur, Ill. 
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prospect wouldn’t volunteer it. It 
ended in a stalemate. 

Later the salesman explained to 
me that he believed in dignified 
salesmanship — and _ the order 
would come along in due time. 
Next day we sent the salesman 
back with instructions to ask for 
the order point blank. The cus- 
tomer gave it to him with a grin, 
and asked why he hadn’t saved a 
trip by asking for it the day be- 
fore. 

Every salesperson should be 
taught the extra effectiveness of 
dealing in specific terms. “This 
lawn mower will do the job twice 
as fast—and without giving you 
the backache.” “This sun lamp 
will insure your health and save 
time and doctor bills.” 


Know the Reasons 


Give some thought to why peo- 
ple buy—why they want or need 
certain articles. Then remember 
that, even on the same article, 
different people will have different 
buying notions. 

Recently we asked a tire dealer 
which of these three selling ideas 
influences most of his customers— 
the price of tires, mileage prom- 
ises, or safety. His answer illus- 
trates our point: 

“Men with families who have 
incomes of $75 or more a week 
usually place safety first, mileage 
second, and price last. People 
with smaller incomes consider 
mileage and price arguments ahead 
of safety.” 

At the close of every sale, when 
vou feel that you’ve missed the 
boat in some way, stop and ana- 
lyze yourself and your efforts in 
this manner: 

“Was my proposition sound for 
the prospect? Did I present all 
the various appeals effectively? 
Did I offer good examples of 
what others have done under sim- 
ilar circumstances? Was my ex- 
planation clear and_ sufficient? 
Did I submit proof of what | 
claimed? What other close might 
T have used?” 

Such analysis will help fill up 
the gaps in your sales work— 
turn many a half-sold into fully- 


sold. 
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Sell a Carload of Beekeepers’ 
Supplies Each Year 


W indow displays, advertisement in seed catalog 
and a reputation for handling the line attract 
customers to Wyatt's from many miles around 


"U 
NLESS you han- 


dle afl the myriad parts and items 
needed for beekeeping it is not 
satisfactory to handle such sup- 
plies,” says Grayson Quarles, man- 
ager of the seed department of Job 
P. Wyatt & Sons, Raleigh, N. C.. 
wholesale and retail hardware and 
seed firm. Acting on this idea, the 
company handles complete stocks 
for beekeeping and shows about 
200 different items for apiaries in 
its seed catalogs. The company 
sells in its retail division about a 
carload of these lines in the course 
of a year. 

Mr. Quarles says. “You find 
what is used in the territory and 
then concentrate on those items. 
We use a half-a-page in our seed 
catalog for featuring supplies of 
interest to small apiaries, hobby- 
ists and orchardists and find it 
good for steady repeat business. 
Although April and May are the 
best months for these lines. with 
sales from September to June. 
slowest. it is a year ‘round busi- 
ness. Half of our beekeeper cus 
tomers need some information 
and when we need some data we 








Window displays like this, use for about a month, once a year, supple- 
ment consumer catalogs as a means of advertising beekeepers’ supplies. 


do not have, we immediately con- 
tact the North Carolina State Col- 
lege for it. We also furnish com- 
plete hooklets for bee breeders on 
various phases of beekeeping.” 
There is a wide price range in 


the items needed for beekeeping. 


individual items running in price 
from as little as 5 cents to as much 
as $12.50 for a complete hive. 
Trade in beekeeper’s supplies is 
mostly with small apiaries, hob- 
bvists and oxschardists. the largest 


‘Continued on page 83) 
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The company's headquarters, with cream and brown terra cotta front, has a 
wide sweep of windows, including open and glass and wooden back sections. 
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The farm goods and auto supplies sections in the remodeled display room. 


M UFFLER’S Ace 


Store, Morris, Ill., was remodeled 
last spring. The purpose of the 
move was to build sales and the 
resultant increase in display space 
and greater store traffic brought 
the desired rise in volume. The 
remodeled store. which had been 


serving the public for 10 years, 
was opened July 13, 1948. With 
its new arrangements, provided by 
Ace Merchandising Service, Gen- 
eva, Ill., the store now measures 
40 by 110 ft. and displays twice 
the quantity of merchandise that 
had been displayed in the previous 
layout. 





With the exception of these cases and one other, open display is the rule. 
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“We got away from the idea of 
storing merchandise on the sales 
floor in spots where the customers 
could not see it. Now most goods 
are exposed to the customers’ 
view,” says Mr. Muffler. 


Layout Builds Traffic 


Greater store traffic has been 
attained, with the new layout, the 
most noticeable increase being in 
the number of women customers. 
Increased housewares displays 
and a lighter and better arranged 
store have been responsible for 
the larger number of feminine cus- 
tomers from that area and has 
given the store an increased turn- 
over on many articles appealing 
to them. The ladies, in many in- 
stances, have brought their hus- 
bands with them and the men also 
browse about and find articles 
which they need at home and on 
the farm. 

Morris, a city of 7000, is in the 
center of an industrial and agri- 
cultural area, with no city of com- 


HARDWARE AGE, JUNE 2, 1949 








parabl 
miles. 


\ 
The 


Servic 
counte 
the fi 
fler la‘ 
ping 
two w 
better 
steps { 
that tl 
custon 
streets 
store. 
help s 
enable 
which 
better 
wish | 

a 
is esp 
wares 
“whe! 
more 
bolts 


An 
store 
consi: 
is als 
saler. 
suppl 
and 
busin 
tome! 
tions. 
ciate 
relati 
busin 

Th 


parts 


HAR) 





dea of 
» sales 
fomers 
goods 


omers’ 


been 
it, the 
ing in 
mers. 
splays 
anged 
le for 
e cus- 
1 has 
turn- 
ealing 
1y in- 
hus- 
n also 
ticles 
1d on 


n the 
agri- 
com- 


1949 





Were Muffler's Objectives 


The goal was reached when the remodeled store 
was opened and featured twice the quantity of 
merchandise shown by the former establishment 


parable size within a radius of 25 
miles. 


Wrapping Facilities 

The store by Ace Merchandising 
Service started with one wrapping 
counter which was placed up near 
the front. However, Mr. Muf- 
fler later put in a rear area wrap- 
ping counter. He says that the 
two wrapping counters work out 
better than one, and save a lot of 
steps for the staff. Due to the fact 
that there are two side entrances, 
customers come in from two 
streets into various sections of the 
store. The two wrapping counters 
help serve customers quicker and 
enable them to go to the counter 
which they think will give them 
better service on the items they 
wish to buy. 

“The up front wrapping counter 
is especially useful for gifts, house- 
wares and toys,” says Mr. Muffler, 
“whereas the rear counter is used 
more by men purchasing nails, 
bolts and other items.” 


Automotive Lines 


An interesting fact about this 
store is that Mr. Muffler carries a 
considerable automotive line and 
is also a NAPA automotive whole- 
saler. The firm wholesales auto 
supplies within a 40-mile radius 
and enjoys a sizable volume of 
business on such items. Chief cus- 
tomers are garages and filling sta- 
tions, the owners of which appre- 
ciate having a source of supply 
relatively near to their places of 
business. 

The Muffler firm delivers some 
parts, although many automotive 
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The paint and electrical fixtures departments are located near the 
rear of the store and are compact and complete with needed items. 


customers drive to the store for 
the parts they need. 


Added Profit 


The hardware business is by far 
the largest volume builder for the 
Muffler organization today, but the 
auto supplies division helps to con- 


tribute considerable extra profit to 
the firm. 

“We distribute from 3000 to 
4000 catalogs, with our store im- 
print, a couple times a year and 
may do it more often,” says Mr. 
Muffler. “We find that customers 


keep these catalogs a month or 
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Bolts, screws and shelf hardware are shown here. Note prominence of price tags. 


more and look through them quite 
thoroughly. Customers will often 
come in, bring the catalog with 
them and point out the items they 
want to buy. We figure that when 
the catalogs are retained in the 
home that such advertising means 
a great deal to our store.” 


Items Are Price Tagged 


The customer who walks 
through this. store is impressed 
with the large stock which is dis- 
played, especially the tool, paint 


SHELVING 


finds that practically all items dis- 
played, both in the open or in 
cases, are always plainly price 
tagged. 

“We find that this price tag- 
ging helps the customer to self- 
serve himself on many articles of 
merchandise,” says Mr. Muffler. 
“If the customer knows the price 
he can decide to buy, pick up the 
item and take it to one of our two 
wrapping counters along with his 
other articles. This, of course. 
saves our staff many steps and 
time, and also save time for the 
customer.” 


a a tty : 
, 


~4 


ELECTRIC CANOPY 


+ 


LIGHT BULBS SOAPS AND 


AUTO 


r 
}STOCK SHELVING 


PAINTS | VARNISHES awo SUNDRIES 


SUPPLIES 


ELECTRIC CLEANERS 
. 
3 
L « 
AUNDR 

WAXES AND SUPPLIES + 

- y* 3 1 

POLISHES IRONING BOARDS 
LADDERS. ORVERS | b— 5 -~«* 
’ + w 
4 
’ a 
< 
: , )* 
*| BATHROOM \ 
SEASONABLE °) FIXTURES e 
BUILDERS a NAIL l< 
HARDWARE -*|WRAPPING- a 
. — o 
4 
Jo 5 
< 


BUILDERS HOWE PES POU BOLT ano eREW FARM AND GARDEN TOOLS 


A perusal of the floor plan of 
the store, shown at the bottom of 
this page, will give an idea as to 
how traffic can move easily from 
one department to another. Aisles 
are wide and merchandise can be 
seen without difficulty. 

Customers like the arrangement 
and say so. There is no waste 
space in this establishment despite 
the fact that the design calls for 
easy flow of traffic. There’s room 
for the browsing customer and 
those who are in a hurry are able 
to have their desires taken care of 
in a remarkably short time. 
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Planned for an easy flow of traffic, with three rows of tables, there's practically an unbroken 
line from the main entrance to the automotive section. Concealed stock shelving runs in back 
of most of the left hand side. Automotive patrons pass displays of impulse and traffic items. 
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in of 
m of 
as to 
from 
Lisles 
n be 
ment Here’s a special promotion on Remington 22 rifles to help you make summer sales sizzie. 
vaste Remington 22’s are im great demand with “plinkers,” pest-shooters, target shooters and 
— campers, coast to coast. Now, Remington offers you a hard-hitting, sales-building promotion 
fs) ‘ e : . . . 
oa campaign to sow the seed of interest in your community. It’s a grand opportunity to reap a 
ner greater harvest of Remington 22 summer sales than ever before. Put this hard-selling material 
ale to work for you: 
e of 
1. Colorful, eye-catching over-the-wire posters. 6. Practical, easy-to-read price tickets and decals. 
2. A handsome, single gun display holder. 7. Material to put the extremely popular Reming- 
ton Lay-Away plan in operation. 
17 3. Sales-inviting 4-gun display stand. 
j ; ; 
s 8. Inside sales tips for your salesmen, product 
| 4. A hard-working direct mail piece for your use. literature on the guns themselves. 
| a i" 5. Sales-winning dealer ad mats and suggested 9. Strong backing from intensified national Rem- 
rs i radio spots. ington 22 rifle advertising. 
: | 10. Rifle shooting instruction kits for your customers. .. targets, safety rules and ‘“‘how-to-shoot” booklets. 
. a ee ee ee ee ee ee ee ee — 
il | 
| Remington Arms Company, Inc. 
der | 942 Barnum Ave. | 
, a fire um - Bridgeport 2, Conn. | 
sme ynity | 
, tim his ppot | os 
symmet a rtm ss t . season Dear Sirs: | 
22 rifle sale rinto Y ur ba out an Please send me full information on the sales-making Remington summer | 
to turn this $ net ms. ete story | promotion on Remington 22 rifles. | 
for thes . to get the °° | | 
= mail the a | Name 
a 
Do it todey | 
Address | 
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New Face, New Layout 


i, a few months 
back the grim and uninviting two 
story 19th Century style building 
of the John S. Wilson Co. at 741 
Frederick Ave., Catonsville, Md.. 
with its wooden canopy over the 
sidewalk gave way to a modern 
Colonial-style-front store. And 
people of Catonsville and sur- 
rounding areas took to the new 
layout, with its new interior setup. 


All Space Used 


The 40 by 40 ft. display room, 
operated by this hardware and 
lumber yard owner, because of its 
compact size must utilize just 
about every possible inch of dis- 
play space and does just that with- 
out crowding things. Even the 
most casual glance at “before” 
and “after” pictures in these pags 
quickly tells why people in the 


74 


That's what happened when the half-century-old 
and turned into an attractive 


area, who never shopped there be- 
fore and those who were long time 
customers really go to this store. 

Some of the fixtures in the 
modernized store were built by 
the company’s staff, some being 





Oo 


The front of the 
new store is, in 
effect, practical- 
ly one showcase 
which is a boon 
to passers - by. 
Next door is a 
super - market — 
an excellent aid 
in building traffic. 


rm 





acquired from a fixture manufac- 
turer. Catering mostly to private 
homes and apartment house 
dwellers, the Wilson organization 
finished its store in various shades 
of green and also equipped it 


Sy 


Part of the ina- 
terior looking 
toward the cor- 
ner window. All 
merchandise is 
any part of the 
establishment Is 
easily accessible. 


Go & 
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Bring New Customers 


building of the John S. Wilson Co. was modernized 
and inviting hardware store 


with open back display windows, 
between which there is a colonial 
style door, carrying out the mod- 
ern colonial motif of the entire 
front. In the words of W. M. 


Freund. who heads the concern. 




















a & 


Another view of 
the store, looking 
toward the rear, 
emphasizes _ its 
compactness and 
illustrates its 
neatness. A pa- 
fron has an easy 
time here. 


Oo QO 
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“Modernization attracted many 
new customers and our old cus- 
tomers like it too.” 

The store held open house, when 
it introduced a line of paint not 
previously handled by the con- 


Oo O 


— —— Here is the old 


— — store which was 


_ eeemmaimetoreenarackoarace 


ey located on the 


same site prior to 
the  moderniza- 
tion. It offers a 
decided contrast 
to the new store 
shown upon the 
opposite page. 


cern. This event did much to pub- 
licize the remodeled show room 
and visiting ladies were pleased 
too. New and expanded lines of 
hardware and housewares were 
placed in stock when the modern- 
ization project was completed. 
While the store itself attracts 
people this effect is supplemented 
by advertising material bearing 
the firm’s imprint and obtained 
from a wholesale house’ with 
which it does business. 


Brick Front 


The first floor of the store has 
a red brick front and the setback 
upper story is finished in scored, 
light green wooden shingle, topped 
with giant red lettering bearing 
the company’s name. The attrac- 
tive interior is finished in scored 
plywood, lighted with fluorescent 
fixtures. 
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Advertising Campaign on Paint 
An Opportunity for Tie-in 


Half-million dollar yearly promotion, now under way, is intended 
to make people more aware of finishes, whether on products or in 
cans. Point-of-sale materials available for dealer use 


| HE national advertis- 


ing program of the paint industry, 
initiated this year through the 
National Paint, Varnish and Lac- 
quer Association, is one of intense 
interest to all hardware dealers 
and the half-a-million dollar a 
year campaign now under way 
should open new avenues of sales 
and profits. 

As a prelude to the advertising 
campaign, the industry made a 
natfon-wide survey and confirmed 
the existence of a great potential 
market which is not being reached. 
The purpose and theme of the 
advertising is to make the public 
more conscious of the finish. 
whether it is on a product or in 
a can. All the advertising has a 
double appeal—directed to make 
the buyer more aware of the part 
that paint finishes play in his 
everyday life and to impress upon 
him the part that paint plays in 
beautifying and 
home. 


preserving his 


The Advertisements 


The first of a series of advertise- 
ments appeared in four consumer 
magazines in March and they will 
continue all year. These ads are 
expected to create a desire on the 
part of women to buy paint and 
varnish. 

Realizing that “point of sale” 
material is necessary for the suc- 
cessful promotion of paint sales, 
and to bring the program to the 
local dealer store, the association 
has prepared a number of tie-in 
aids for retailers. These include 
blow-ups of the advertisements, 
direct mail folders. window 
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A few gallons of pore 








makes the difference 


This attractive display piece uses the same art work and theme of one 
of the advertisements used in four national consumer magazines. This 


is offered to dealers in two forms. 


As a single sheet in full color and 


gummed at top and bottom it may be used in window. Mounted on 
board with easel at back it may be used for counter or floor display. 


streamers, posters, display easels 
and a newspaper advertising mat 
service. Radio spot announce- 
ments are also available for re- 
tailers. 

Opportunities for hardware 


dealers to capitalize on this na- 
tional promotion are almost end- 
less. Every time an advertisement 
calls attention to the importance 
of a finish on a product as well 
as the use of paint, the consumer’s 
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These Cleveland merchandising tools 


Mr. Dealer, you can increase your chain sales 
plume and profit by one simple action: Put 
eveland chain on display so it can sell itself! 


Chain on display consistently outsells chain in 
ins or On Shelves by 40%. 


The Reel Salesman turns the spotlight on chain 
—makes it a star attraction. It holds 4 reels or 
their equivalent in % or ' reels. 





will boost your chain sales! 


Customer attraction of Cleveland Chain is en- 
hanced by attractive, convenient packaging, mod- 
ern displays and sales aids. 


Put Cleveland profit-makers in your store today. 
Your jobber will gladly give you full details. 





The Sales-Master is built for heavy-duty service, 
streamlined to the needs of the busy, big store. 
Holds six reels ... promotes sale of heavy welded 
chain such as Proof Coil. 





ries LEAL IIIT, , 
Sine 4 rDR' 1869 
Sey € 











Proof Coil and BBB Coil Chain in 


There’s beauty, col- 


* Keq-ette’ or, sales appeal in - 
“e ‘ this new dog chain Lhe Cleveland Chain & fy. Co. 
PROOF COIL CHA! display. Plastic Cleveland 5, Ohio 
handles in 4 colors Associate Companies: David Round & Son, 
add to the bright Cleveland 5, Ohio The Bridgeport Chain & Mfg 


attractiveness of Co., Seattle 8, Wash. ¢ Round California Chain Co., 
nickel plated chain. 





Co., Bridgeport 1, Conn. ¢ Seattle Chain & Mfg 


So. San Francisco and Los Angeles 54, California 
Woodhouse Chain Works, Trenton 7, N. J. 








popular sizes now available in at- 
tractive plywood “Keg-ettes.” 
(250 ft. of 3%”. 150 ft. of %”. 


100 ft. of +6”. 75 ft. of %”.) Can 
be reshipped by jobber without 
sepacking. green 


yellow 
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FLOOR BRUSH 


DISPLAY KIT 











Featuring the 
LACO ““NU-PAC’”’ 


DISPLAY PACKAGE 
~J 

















@ Put floor brushes on display 
with a Laco “Nu-Pae” display kit 
sell every home, factory, store, 
office and institution— watch sales 
climb . . . sweep in the profits. 
Kit contains six LACO quality 
14 inch floor brushes packed in the 
""Nu-Pac”™ self selling display box 
shows 3 brushes at a time. 
Dense, heavy ‘Tampico filller is 
dved green for greater sales ap- 
peal. Handles are clear varnished 
and 54 inches long. 


Ask Your Jobber or Write 


Lars NEN. 


26, - 
c 


ved nave. 2008 
jena nuFAcTuRe® 
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Bust the finish—theee thousandth: of an meh Wow ebout Modern Points? Scicntiviy have With replacement costs uf sour howe and prop 
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son was inte off half the car, Lowk what happened! and exterion paints for horwen snd busisdings, tox, that of abwwys ecsis more mot to batet? 

A saper-tough. saperbeastbal asnomobile fin The new pauns drv quicker, are comer bewsls National Paint, Verniak smd Lacquer Aven va 
ish te jost ome of thonsands of saper-protective vg. have gresier bewuty aud life expectancy! — tun, Ine, Wushingron, D4 


fnsalves whith scremiasts of the yrarit ascl fimeabs 
imluwes have perfected. for voor benefit 


Foud can linings which poetect cour hewith 





ma tomatent fuoshes which 
prower yeme furmrare the craton that 
idemnifies a tube of tostbyrase—all ore pronhacts 
A America's pant and fiseks uncdesiry 





Save the surface 
and 
you save all! 


OKO IY 188m RAT com E. HONS TORMENT AME LAC MERE BeMONE Nc = 


The third in the series of ads by the paint industry originates its theme 

in the finishes for automobiles and leads into a home theme showing the 

decorative effects of color. All the ads will have the double theme of 
finishes on products and paints for home use. 


mind is being made aware of paint 
products and painting. 


Despite the fact tha® paints 
and finishes are evident every- 
where in pur daily lives, sur- 
veys show that there is a great 
potential paint market still un- 
sold. In 1945 there were about 
33,000,000 urban and non- 
farm residences and about 7,- 
000,000 rural farm homes. 
Since that time 2,500,000 
homes have been built. Thirty 
million of these homes have 
not been painted for 10 or 
more years. 


That gives some indication of 
the potential market the paint in- 
dustry and the retail dealers have 
before them. During the war 
years the promotion of paint sales 
was limited. Since the war there 
has been an emphasis on new 


products rather than on the preser- 
vation of the old. There has been 


a loud clamor for new home con 
struction while millions of other 
homes, already built, are deterior 
ating for lack of paint. 


Will Create Demand 


This is the painting season ani 
the national advertising is ex- 
pected to create new demands that 
will extend the sale of paints. 
enamels, waxes and varnishes well 
beyond normal seasons. During 
the fall and winter, when the out- 
door work is finished, the roof 
coating applied, garden furnitur: 
repainted and thoughts turn to in 
doors, then the new avenues 0! 
refinishing furniture and floors 
will open new markets. Sales of 
paints and finishes should be a 
vear-round business. 

Much stress is being placed on 
color in the home and dealer: 
must be familiar with color styling 
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and color harmony. Buyers want the 

color. suggestions and ideas for the 

living room, the dining room or | SENSATIONAL 
bedroom. When they are fully wEW 


aware of what paint can do they 


will be receptive to buying more 
paint products. Ca) 


Many hardware dealers, finding 
that the paint department properly 
promoted and staffed is highly 
profitable, have rearranged their 
stores and brought paint to the 
front. Probably because it was 
the last major line added, the 
paint section was generally placed 
at the rear of the store. Very 


( the sprayer built to meet 
often the paint section was re- 
cessed so it was not even visible the popular demand for 


to the prospective buyer. The re- 
sult wd th millions of dollars of PROFESSIONAL _ 
paint sales were lost. 

The progressive dealer is now 
doing a better merchandising job 
on paints and its many allied 
products. Paint lends itself ad- 

















hich stay whore 


ant themes es year 


a mirably to promoting new sales. GUN... 
—o Very little salesmanship is neces- MOTOR... 


Lapp Ase sary to sell a paint brush, turnpen- 
ee oe a COMPRESSOR 


tine, paint remover, ladder, brush 


ur face cleaner, sandpaper, putty or a 
dozen other items that are essen- 
all! tial to doing a good job. ALL IN ONE 


4-POUND 
UNIT 


ociakeseneie 


Dealers Can Cooperate 







ts theme 
test When a person buys paint they 
have a certain objective in view. 
Any suggestion to make the job 
easier or better finds a ready 
me con buyer. Hardware dealers can co- 
of other operate on community beautifying @ Built to last—designed to give 
deterior projects which always lead to “professional performance equal to that of 
home improvements. Women are spray guns costing twice as much. 
ad rs prone to _make _ constant ® Applies 1 quart in 3 minutes. 
changes, especially in color : j ‘ : 
son anid schemes or by altering the appear- e Easy to operate. Pistol grip—trigger action. 
is ex- ance of rooms with new decora- rs Operates on any AC/DC 110-volt outlet. 
nds that tive ideas. , 
. ; , Shatter-proof heavy gauge aluminum 1-quart 
paints. It is essential that the dealer : 
hes well know paints and their uses so that mene 
pai 
During he may advise the buyer on proper 10 feet of heavy duty industrial type cord. 
the out- application and preparation of 
1e rool surfaces. With this in mind, the ars : 
irniture paint industry has instituted Hard-Hitting, Attractive Dealer Helps...Counter 
n to in “Paint Power” Sales Training Displays ...4-Color Leaflets...Newspaper Mats 
tues of classes all over the country where 
floors dealers undergo a course of study Write or wire for complete information. 
— of on modern paint selling. These . 
ye a courses not only give a_back- § 
ground of paint and its use, but ELLCO CORPORATION 
iced on put special emphasis on selling. pe re eee © nents 2, MINNESOTA 
dealers display and merchandising of 
styling paint and paint products. 
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Here, Mr. Naliboff 
is seen selling a 
fishing license to 
one of the 3,000 
seekers of licen- 
ses who go to the 
store for them 
each year. 





“Special 


Sporting Goods Draw Traffic = 


To Every Section of Store 


Sid Hardware & Paint Co. sells 3,000 fishing licenses 


and a like number of hunting licenses a year. Section ins 
W, draws half store's volume, occupies one-tenth of space 

HAT’S the liveliest u Un 

traflic builder in the Sid Hard- from | 
ware & Paint Co.? Sid Naliboff, 

owner of the store at 1502 Market “Even this,is only part of the a fishing pole also is a likely cus- c 

St., San Diego, Cal., says it’s the story.” says Mr. Naliboff. “A tomer for garden hose, paint and iia 

sporting goods department. man coming in for a license, or general hardware. And a sports- <a 





This department is responsible Fas 
for bringing 3000 fishermen into 
the store for fishing licenses. An 
equal number of persons—some, 
of course, are the same—also walk 


into Sid’s store for hunting ” 


; ex 
licenses. th 

“This is important traffic.” Mr. in 
Naliboff says. “For these fellows me 
not only buy licenses: they also ga 
buy merchandise.” ne 

The Sid Hardware & Paint Co. hi 


gets half of its total business vol- 
ume from sporting goods. What’s 
more, the sporting goods line takes 
up only 10 per cent of total store 





display and selling space! Friendly interest in lady anglers and young sportsmen pay dividends. 
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SUPERIOR VALVE MFG. CO. « Cleveland 15, Ohio 


SUPERIOR FAUCET INSERTS 


Stop Faucet Leaks Easier to Install than Washers 
Make Old Faucets Better than New! 


Superior Faucet Inserts are manufactured in three models. The 
Standard Model with brass stem fits 95% of all faucets now in use. 
The De Luxe Model is identical to the standard but has a polished 
chrome stem. The “Special Short” Model is for modern short- 
stemmed faucets. 

All three models are available in right and left threads. 


FACTS & FIGURES 


Standard Model (Brass Stem) 











Suggested selling = ” dozen . . .. ~~. ~ $9.00 (75¢ each) 
Dealer cost . . . ee ee eh e)~©6G600 (50¢ each) 

“Special a $3.00 armaetoty 
ae our ront . ° ° 93. Model 
bane De Luxe Model (Chrome Stem) 

Suggested selling aie “ dozen . . . . . . « « $10.80 (90 each) 
Dealer cost . . ; oe te ew wl ltl lw lh Cw)~S|CU7620 (60¢ each) 
Your Profit . . . $3.60 


“Special Short” (Short Stem) 





Suggested selling price, al dozen . . . . . « « $9.00 (75¢ each) 
Dealer cost . . . . i 2 + «© « © © « 6,00 (50¢ each) 
Chine Profit . . . $3.00 
e 


installed in Zanutes without removing faucet from water line . . . nothing to fit or adjust 


Remove 
o Unscrew cap 2 dices aaah Replace old stem 4 cap A: old faucet 
i 


rom old faucet . : é 
” =) with Superior Insert s better than new. 
en 


C R A No leaks 
i mm ae | k ~ 2S 
“a 5) Q eR Hk ——-4 P -@ 
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HERE’S HOW SUPERIORS WORK 


The SUPERIOR Faucet Replacement Insert is a complete faucet 
mechanism that provides a new stem, new seat and new threads. It has the 
exclusive feature of a new “non-turn” compression shutoff whereby all of 
the turning action is concentrated on the floating bronze bearing. This bear- 
ing is forced up by water pressure when handle is “on”... then forced down 
as handle is turned “off”, sealing the water flow. The lower 
surface of the rubber washer serves only as a stationary 


gasket on the old faucet seat, the upper surface provides the PUT SUPERIORS 
new valve seat. The washer will last indefinitely as it never 
rotates, thereby eliminating all friction wear. Superior ON DISPLAY 


handle lock in stem fits virtually any faucet handle. Watch Them 
Sell Themselves! 





Each insert is mounted on an attractive display card and contains simple 
installation instructions. One dozen inserts packed in sturdy carton. 


Superior Valve Mfg. Co. ¢ Cleveland 15, Ohio 


HARDWARE AGE, JUNE 2, 1949 81 


Sd a 











IWHES 
HARDWARE 


WINDOW 
VENTILATING 
LOCK 




































CHAIN DOOR 
GUARD Tl J 


J 
Protects the home 
The IVES Window Ventilating Lock 
safeguards the home... lets fresh air 
in... keeps children in... keeps bur- 
glars out. Winter or summer, win- 
dows can be left open for ventilation 
as well as security against intrusion. A 
safety and ventilating item that should 
be used in every home. Permanent... 
easily applied ...no mortising required. 














‘ROMCRON 
SSNS 


——<———— 





IVES Chain Door Guard protects the 
home against unwelcome intruders... 
door opens approximately 4 inches, 
just enough to see and carry onacon- 
versation with a visitor...and it’s fool- 
proof. It will pay you to stock these 
two items... one item helps to sell 
the other. 


Ask your Jobber. 








The sons, Carl, left, and Yale help their father in the store. 
Here is Carl in the store workshop winding a fishing pole. 


man becomes a pretty loyal cus- 
tomer for any of our lines.” 

That is why the store gives half 
of its window display space to 
sporting goods. One of the two 21- 
ft. windows always is used to dis- 
play fishing tackle, camping equip- 
ment or hunting supplies. 

This hardware merchant goes 
after sportsmen while they’re still 
young. He sponsors, in conjunc- 
tion with other local groups, a 
junior casting club. To stimulate 
youngsters’ interest in a whole- 
some sport he contributes an oc- 
casional rod, reel and some line 
for youthful casters. 

This year he is giving an attrac- 
tive perpetual trophy to the best 
local junior caster. 

In this sense, the store is not 
only doing good community ser- 
vice, but is also creating an inter- 
est in sporting goods among 
young boys and girls. These young 
people later become customers for 
other hardware goods. 

The major, business-building, 
sporting goods display at Sid’s 
50 by 100-ft. store is directly at 
the left as a customer enters. This 
ties in with the window display on 
the side of the store. 

The back of the closed window 


is really a giant rack which holds 
a variety of fishing rods for both 
salt water and stream use. The 
rest of the stock is housed and dis- 
played in about 40 linear ft. of 
showcase space. The backbar be- 
hind these cases also is devoted to 
hunting. fishing and camping sup- 
plies. 

The proprietor is assisted in the 
hardware business by two sons: 
Yale and Carl. In addition to 
waiting on the trade, Carl also is 
in charge of the store’s repair de- 
partment. In a mezzanine work- 
shop he repairs hardware and 
sporting goods items. 

The three men have made the 
sporting goods department an im- 
portant revenue builder, as well as 
a traffic producer for the entire 
store. 


Pricing for Profit 
At Present Wages 


(Continued from page 62) 


that we can continue to pay our 
current wage rates and live with 
our present prices only so long as 
we continue to do the volume of 
business we have been doing. 

A second reason for the 30-point 
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difference between the increase in 
our labor cost and the increase in 
our prices is to be found in the 
technological improvements 
throughout our industry during 
the last 10 years. These improve- 
ments have given us better tools, 
better machines, better equipment 
and better methods both in pro- 
duction and material handling. 


What May Happen 


The increased production and 
distribution costs caused primarily 
by higher wages are almost certain 
to put many companies in a very 
precarious position as competition 
increases and volume shrinks back 
to where we are operating at or 
below the break-even point. A 
minor reduction in volume could 
produce a major reduction “in 
profits. The 30-point spread be- 
tween increased labor costs and 
increased prices will have to be 
cut back either by a reduction in 
labor costs or an increase in prices. 

And this brings me to a point 
on which I should like to give you 
a very rank personal opinion. 1 
think we should completely change 
both our thinking and our talking 
on the prices that are necessary in 
order to operate at a profit at cur- 
rent wages. I know of no business 
that can carry on a no-profit oper- 
ation for long. So why apologize 
for selling prices today because 
they are higher than they were in 
1939 when the increases are due 
to higher costs attributable entirely 
to higher wages. 

Some wholesalers have told me 
that they have received as many 
as 10 or more letters a day from 
different manufacturers increasing 
their selling prices, in which let- 
ters, somewhere in the opening 
paragraph, the word, “reluctant- 
ly,” was used. In other words, 
they apologized for having done it. 


Wages Influence Costs 


Wages influence costs. Costs in- 
fluence selling prices. Proper sell- 
ing prices are the result of careful 
analysis of all the elements enter- 
ing into the manufacture, selling, 
and distribution of a product. 
Hence selling prices influence prof- 
its. 

1 advocate adopting some of 
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labor's own strategy. Their lead- 
ers have not only sold labor, but 
Government and the public. the 
idea that wages must be high or 
higher. (Now, they apparently feel 
that the sky has been reached so 
they are pushing for benefits and 
fringe advantages.) 

Management should take a more 
positive aggressive attitude, and 
sell the justice of today’s selling 
prices which have been forced by 
conditions beyond their control. 
Relatively, prices are not high. In 
reality, they are low; and I am 
happy to say that there are some 
concerns that are selling this idea. 

I feel that top management must 
convince itself that this is true- 
then, sell its key organization per- 
sonnel—then, their salesmen, and 
through them, retailers and _ all 
consumers, whether individual or 
industrial. Frankly, I know of no 
other way we can continue to stay 
in business and give the quality 
and the service our customers ex- 
pect us to give and which I believe 
they are prepared to pay for once 
they understand why that quality 
and that service cost what they do. 


Sell a Carload of 
Beekeeper's Supplies 
Each Year 


(Continued from page 69) 


volume being with people having 
fruit groves and rough farms. The 
latter types of trade, says Mr. 
Quarles, “resort to as many means 
of making revenue as possible.” 
Some customers for beekeeper’s 
supplies have as many as 30 hives 
and drive, in numerous instances, 
from points as far away as 30 to 
10 miles. They are good sources 
for considerable repeat business. 
Repeat business is largely in fix- 
tures going into the super frame 
from which the honey crop is ex- 
tracted. 
tion of supers. as a beekeeper’s 


Fixtures and the addi- 


swarm increases. plus the sale of 
foundation wax bring in consider- 
able repeat business. Supers with 
foundations cost from $2.75 up, 
with customers buying from one 
to four supers. 

Among the wide variety of 
other items sold for beekeeping 
are: gloves. smokers, veils, hive 
tools. bee feeders. honey boxes. 
honey cans and honey jars. 





SELL MORE 

























AND YOU 


Sales come quicker when you 
stock the complete line of Star 
hand and power hack saw 
blades and metal cutting band 
saw blades. More people ask for 
Star than any other blade. That’s 
because Star blades cut faster 
and cleaner and last longer. 
Besides, Star tells customers how 
to buy, use and care for metal 
cutting blades for best results. 
The handy booklet “Metal Cut- 
ting” for pocket or tool kit, and 
the Star Wall Chart for the shop, 
both chock full of helpful hints 
on metal cutting, are free for the 
asking. Order a supply now... 
be sure you have a good stock of 
Star blades on hand always. 


id Winx 


PY 






BROS., INC. 
Middletown, N. Y. 


CLEMSO 


& Makers of hand and power hack 
saw blades, band saw blades 
and the Clemson Lawn Machine 
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These attractive, yet functional buildings which comprise the Gonzales Warm Springs 
Foundation were built by donations raised by Ross Boothe, small town hardware dealer. 


Small Hardware Dealer Fostered 
$1,000,000 Polio Hospital 


By EUGENE WHITMORE* 


| the untiring 


to) 
efforts of Ross Boothe, Gonzales. 


Texas, hardware merchant, Texas 
has a million-dollar hospital for 
crippled children where the aver- 
age polio victim, if treatment is 


* Reprinted from American Business 
by special permission of the editor and 
author, Mr. Whitmore. 


RA. 


Ross Boothe, operator of hardware store in Gonzales, Texas, 
saw his idea develop into a fine sanitarium where remark- 
able cures are effected on crippled children. An example 
of how a businessman can be of service to his community. 


begun early enough, can be sent 
home cured in 3!4 months. 

The story of this businessman’s 
accomplishment shows what a 
“little” businessman can do for a 
community when he sets his mind 
and heart to work on a broad- 
scale humanitarian project. 

Gonzales Warm Springs Foun- 


dation had nothing to start with 
except a spring which gushes warm 
water — 106 degrees Fahrenheit. 
The water has no curative or heal- 
ing powers but because it is sooth- 
ing to the skin, because it reaches 
the swimming pool at body tem- 
perature, is buoyant, and has no 
smell or leaves no stain, it affords 
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SEE THE WORLD'S MOST 
REVOLUTIONARY GAS RANGE! 


MERCHANDISE MART * ROOM 1475 * JULY MARKET 
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New botly sides at Oneo ! New if toa 








ATLANTA ¢ CHICAGO e CLEVELAND ee JERSEY CITY © KANSAS CITY.© OAKLAND @ 
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This chapel, school and theater were designed for wheel chair users. 


in excellent medium for exercise 
of the crippled children. 

Ross Boothe, who operates a 
prosperous hardware store found- 
ed by his father in 1896, thought 
something ought to be done about 
that warm spring. It was sur- 
rounded by a tract of virgin land. 
4100 acres of unusual terrain. 
There are 20 springs of varying 
temperature gushing from the 
tract. The place had become a nat- 
ural bird and animal refuge. It 
had attracted the attention of bot- 
anists and naturalists. A botanist 
from the University of Texas has 
listed more than 500 varieties of 
wild flowers, some of them found 
nowhere else. 


40 Acres Reserved 


Mr. Boothe studied the area and 
when the CCC camps were started. 
he began agitation to induce the 
state of Texas and the CCC or- 
ganization to acquire the 400 acres 
and turn it into a park. He re 
served 40 acres for his hospital. 
then little more than a dream. 

CCC built Palmetto State Park 
and piped the warm spring about 
1937. Mr. Boothe got together 
eight Gonzales men and formed a 
nonprofit organization, obtained a 
charter, and started begging 
money. He’s still begging, al- 
though the hospital now has a mil- 
lion-dollar plant and can treat 
about 500 patients a year. 

One of the early steps was to 
engage an architect and make a 
master plan. People laughed at 
the “grandiose” plan and said 
that it was a wild dream. And Mr. 
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Boothe admits that there were 


times when things looked pretty 
black and it seemed as if his plan 
to provide skilled, scientific treat- 
ment for crippled children must 
fail. But he kept at his job, often 
devoting more time to the hospital 
than to his hardware business. 

It required three years of fight- 
ing for Mr. Boothe to raise enough 
money to lay the cornerstone of 
the first building. This was the 
Gonzales unit, two eight-bed 
wards. The first patient arrived 
a year later in October, 1941. 

The next building venture wax 
quarters for doctors, nurses, and 
other staff members. He knew he 
could not get skilled people to re- 
main at his little hospital unless 
they were provided reasonably 
comfortable quarters. At almost 
every turn there were people who 


objected. North Texas people did 


not want to contribute to a South 


Texas institution. Doctors were 
afraid that too much emphasis was 
being put on the warm water, as 
doctors do not want to foster any 
idea that warm water is curative. 
Other doctors wanted the place 
turned into a money-making ven 
ture, and still other people were 
sure that the project was bound 
to fail. 

Mr. Boothe went to Houston 
and talked with H. R. Cullen, well- 
known oil man and philanthropist. 
Mr. Cullen agreed to contribute 
$50,000 if other people in Houston 
would raise a similar sum for a 
Houston unit. They did. Houston 
and Mr. Cullen contributed $210,- 
000 for the Houston unit before 
it was completed. 


Wheel-Chair Buildings 


Then Mr. Boothe made anothe: 
call on Mr. Cullen. “What do you 
need most?” Mr. Cullen asked. 
“A wheel-chair school, chapel. and 
theater.” Mr. Boothe answered. 
Vr. Cullen wanted to know at 
once where he had ever seen one. 
“There is no such thing.” Mr. 
Boothe answered, “but we have 
one in our master plan.” Mr. 
Cullen gave $100,000 in the name 
of his two daughters for this 
unique building, the first of its 
kind, where patients come to 
school, to church, or to the thea 
ter in wheel chairs. Texas en 
acted laws to enable such schools 
to obtain state recognition after 
Mr. Boothe’s ideas were proved 
sound. 

Next step was a trip to Ft. 





Recovery can be fun for crippled children in the warm spring water. 
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THE AMAZIN 
SAW DADOE 





S, GROOVES 


A MONEY-MAKER FOR YOU! 


NEWEST, HOTTEST 


PROFIT SPECIALTY 








JOBBERS ( New, Tested, Proved 
DEALERS ( /tem—Really SELLS! 


INTERNATIONALLY ACCEPTED BY WOODWORKERS... 
GREATEST IMPROVEMENT IN DADO SAWING IN 80 YEARS... 
WIDE DEMAND MEANS VOLUME SALES, PROFITS... 


Woodworkers and craftsmen hail Warren Dado Sawing Washers 
as the greatest improvement in dado sawing in 80 years! They just 
dial the cut desired—no fuss, no risk of damage to saw or work! 
No wonder users from Alaska to South Africa praise them to the 
skies! Now here’s your opportunity to profit by the widespread 
demand for this amazing, versatile woodworking tool—just what 
circular saw owners have been looking for! Warren Washers are 
priced right, too—retail at $4.95—-way below the cost of old- 
fashioned dado heads. When they see ’em, they buy ’em—and that 
means volume profits for you! 


Craftsmen know what the circular saw blade can do with Warren 
Dado Sawing Washers. You'll be pleasantly surprised at the in- 
creased interest in your bench saws, too. Just set up the attractive, 
colorful Warren counter display among your power tools and watch 
the traffic and the sales move in— it’s a natural! 


Profit by this golden sales opportunity now! Send the coupon imme- 
diately for further information. 


BIG NATIONAL ADVERTISING CAMPAIGN! 


Warren advertising—over 25 MILLION messages each year— 
teaches readers of national hobby and craftsman magazines! No 
wonder these amazing washers sell themselves right off your counter! 
Free folders and newspaper mats available for your local tie-up. 


DADO 
AMD vCF? sawing wasners 











CUT 


WARREN IRON-CLAD GUARANTEE 9-————————- 









A 


TY OF GROOVES! 
NO SANDING...NO CHEWING...NO VIBRATION! 


With Warren Dado Sawing Washers and their 
circular saw, woodworkers cut clean, parallel 
grooves and dadoes—12 widths, any angle. 
They juste dial the width they desire with 
Micromatic adjustment—in 15 seconds they're 
making the cut! Can be left on arbor for 
straight cuts—strengthens the blade. No screws 
to adjust, no gadgets to vibrate out of align- 
ment—just four perfectly balanced washers of 
aluminum alloy. There’s a size to fit every 
arbor—2”, ¥%e”, 44”, 1” and 1g”. 


H WARREN DADO SAWING WASHERS CO. 
U 70 Medbury, Dept 106—Detroit 2, Mich. 


( JOBBER 
__CUDEALER 





OF CUSTOMER SATISFACTION! | Please send full 

| information. 

Emmet J. Warren, inventor of the | 

amazing Warren Washers says— | 

“Every set of my washers goes out | FIRM NAME — 

with an iron-clad money-back | 

guarantee. I’ve built my business | _ADDRESS 

on this principle—now you can i 

build your profits the same way: j city 


STATE 
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Jimmie Sue Campbell 
is learning to walk. 


Worth where Mr. Boothe induced 
Kenneth Davis to offer a contribu- 


tion of $50,000 if the people of 





treatment is begun early enough 
and the patient is young enough, 
what seem like miraculous cures 
are effected. But Mr. Boothe 
frowns on any such word as “mi 
raculous.” He points out that the 
warm water, in which the kids 
can remain all morning, supports 
their pain-wracked limbs, so that 
they can exercise. 

There was one little boy who 
was sure he couldn’t walk. On 
morning while playing with a toy 
balloon he had received as a pres- 
ent, the balloon got away. The 
little boy wanted that balloon, for- 
got his aching limbs, and started 
walking through the warm water 
to recover it. That was the begin- 
ning of his cure. 

Gonzales Warm Spring Foun- 
dation for crippled children has 
its own brace shop in charge of 


John Riehle who made the first 


hy spital 
“An ene 
pool so 
in bad w 
Gonzales 
brilliant 
below 7 
also stat 
professi 
needed. 

Toda’ 
organize 
and sur; 
dren re 
nowher« 
much ¢ 
confines 
acres 0 
open tc 
spond r 
floor o 
where ‘ 
must 2 





















Ft. Worth would match it. They braces for the late President 
did—and more too, with contribu- Roosevelt. Pa 
tions totaling $114,000 for the Si 
Ft. Worth unit. ‘ . 
' ; On a Business Basis “ 
Stops rust on rusted metal. The nurses’ and doctors’ resi- | 
Prevents rust on clean metal. dences were built from donations Business demands that the hos- seen wl 
a from all parts of Texas. Operat- pital be run on a business basis. chow. 
See this new product ca farms, ing expenses are paid from dona- On the books all patients are ware Ni 
in homes, and wherever rust a 
conditions prevail. tions, many in small amounts. No charged exactly the same, whether that si 
ne ae ere child which the hospital staff charity or from a wealthy family. vent al 
dustrial maintenance. Now thinks Warm Spring treatment as some are. The difference is feel th. 
available as — fast- can help is turned away for lack made up by the welfare fund have s 
turning item for ardadware or ud . . . 
i of funds. A Welfare Fund, sup- which is largely supported right to tell 
ide itil ported by donations, is used for now by the generosity of Lykes have : 
and won't peel off! this purpose. Right now other Brothers Steamship Lines __ in with a 
Tremclad sea/s rust and paints funds for crippled children, such Houston and Frank M. Coleman Mr. 
See Seeeram. See as county organizations for help- of San Antonio. bills a 
clad penetrates rusty surfaces z tite. a jitias S 7 . 
-... Seals all pores .... stops Ing crippled children, pay $10 a We asked Mr. Boothe what the tribute 
rust by making it inactive. day for children they send to the 60 mi 
— ae Mo pe foundation. Costs average about 10,006 
moisture. vaila e in umi- > i 
en en Dhak $14 a day. But the entire enter- single 
sa i i ESI, ps prise is run on a business basis, Or 
SOLD BY LEADING HARDWARE Ji > Gas careful costs are kept, and regular due te 
AND PAINT JOBBERS x5 EAN \e> reports made. we 0] 
aes , i , how t 
ven vee aus wer A repré sentative board of direc- ha 
se ? tors including some of the best- 
Galvanize Metal F Steel . : two a 
‘Roofs mein, ee known, most skillful orthodepic Witt 
te | me nae ith 
‘Pipes Fire Stove surgeons in Texas administers the 
“Farm Escapes Pipes | ee towns 
“Machinery Pasenade Screens affairs and plans for the future, allie 
Cor Blocks Utensils but Ross Boothe still directs near- Tare 
_ Fenders Boilers Trucks | : 3 . age | 
» ce ly everything and clings to his ‘ 
sald mie ; rout 
SOLD BY THE MAKERS OF original idea of nonprofit. chari- ai 
. are 
° table institution for crippled chil- 
+ MASTIC.GLAZE : | ion 
STRIP-SEAL TiC u dren. Nine-tenths of the children ‘ble 
| who come to Gonzales Warm ee : 
* * * | Springs are polio victims. expel 
TREMNCO Manufacturing Co. Many children have gone home The dental clinic is part of limits 
CLEVELAND 4, OHIO cured in a matter of weeks. If the the laboratory equipment. 
HAR! 
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+ deeeh hospital needs most right now. | 
; enough, “An enclosure for our outdoor | 
en ities pool so that the kids can use it | ty 
Boothe in bad weather. ‘ (Bad weather at 
aga Gonzales is anything less than 
brilliant sunshine or temperature : 





that the 


the kids below 70 degrees, it seems.) He : e 
on one also stated that more quarters for Py 2 | 
pee professional personnel are badly ; 
| needed. 
\ 6 
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Today the hospital has a well- 




















“‘4 — organized staff of nurses, doctors, 
th “oe and surgeons. Nowhere could chil- 
' vit _ receive better care; perhaps Dealers everywhere report unprecedented vol- 
d * nowhere else can they enjoy so ts 
iy. The nh itis Wi enim on ume sales of the DU-FAST SANDER AND POLISHER 
, for- hat : , . 
pod “ confined to wheel chairs. The 400 ... the new, increasingly popular OSCILLATING 
_— acres of Palmetto State Park are ‘ 
n water open to them and here they re- attachment for Black & Decker’s HOME-UTIL- 
> begin- spond much better than on the top ITY %4" Electric Drill. 
floor of some big city hospital 6 ; 
- Foun- where so many crippled children That’s because DU-FAST gives 
jee: Rane must go for treatment. customers the means for quick, 
arge of 
he first easy, fine finishing in the home .. . 
resident Employee Profit in the sho on the job 
Participation Helps wae o* 
Stimulate Business The DU-FAST OSCILLATING Sander 
; Content 4 ii and Polisher can also be attached 
(Continue rom page 6») 
- si to the HOME UTHITY 5” Disc 
- seen what it can do,” says Mr. Mal- 
esi / Sander-Polisher. 
| basis. chow. “Talking with other hard- . 
ts are ware men I am surprised to hear T 
rhether that some of them spend | per ISHER R 
family, cent and less for advertising. We ¢ & #, 9 
=e feel that with our organization we r f ef a 
fund have so many items and services - 
| right to tell the public about, that we i z \\ ‘7, 
Lykes have a hard time doing it even LAS ha - 
2s in with a 2% per cent budget.” N | ize he 
leman Mr. Malchow also uses hand- ~ HERE ARE WHAT : HERE ARE WHAT 
ils end denon, Thien ave de | CUSTOMERS WANT. =| YX) THEY GET WITH DU-FAST 
at the tributed within a radius of 50 to 
| ° “We burn, no buck, ne th 
60 miles. He usually sends out ‘ SAFETY Only $ ibs. with ‘ain son 
, 10.000 f th : ———e LIGHT WEIGHT “Attached and detached in a jiffy 
cag . 0 ese circulars at a ® EASE OF USE ‘Durable—nothing to get out of order 
ce single time. | ® ‘DEPENDABILITY Pa oon th th Sl 
% “One of our biggest problems, * EFFICIENCY “Sands and polishes in tight places, 
; = les: Sane i be hich * ECONOMY corners, around mouldings, and on 
due to the huge territory in whic © VERSATILITY flat, curved or irregular surfaces. 





we operate in South Dakota, is 
how to hold down delivery cost,” 


tJ 
he says. “We have five trucks and IMPORTANT! DU-FAST is a two-way ticket to more sales and double 
two automobiles for business use. profits! Dealers say DU-FAST spurs sales of their HOME UTILITY 4” 
| With distances between some drill... . NEW USERS BUY BOTH THE DRILL AND THE ATTACHMENT ... 
towns nearby being 30 or more OLD USERS EVERYWHERE BUY DU-FAST. 

miles, vou can easily see how mile Get in on the DU-FAST profit train now. Ask your B & D HOME-UTILITY 
<J age rolls up. However, we are DISTRIBUTOR for information . . . it will pay you well! 


routing deliveries, and our drivers * PAT. APPLIED FOR 
are instructed to try to sell addi- 
tional merchandise whenever pos- 
-ible. These and other practices | 
are enabling us to keep delivery 








Sold only through 
Distributors of BLACK & 
DECKER, Home Utility 
Tools. 













expense well within reasonable 
limits.” 
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One of the store's complete, working model kitchens—complete even 
to insulated ceiling, modern lighting, curtains and venetian blind. 











Displays Major Appliances 
In Special Showrooms 


a almost the center of 
downtown Tulsa, Okla., where the 
tall buildings reach for the sky like 
spotted giant pines, is the Allen- 
Lauhon Hardware Co.. at 626 S. 
Main St. 

The store displays appliances in 
small rooms opening off the main 
sales floor, the rooms being about 
15 by 20 ft. in size. Each room 
is set up as a model kitchen or 
laundry, with all equipment con- 
nected for complete demonstra: 
tion. Refrigerators and home 
freezer units have real food in 
them. 

The ceilings have flush fluores- 
cent light fixtures. Fach room has 
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Allen-Lauhon Hardware Co. shows items in separate, 
attractive rooms. All equipment is connected for 
demonstration and is spotless and price marked 


a dummy venetian blind window 
set with attractive plastic curtains. 
Yes—the curtains and blinds are 
for sale, too, and can be found 
on display in another department. 

According to W. L. Lauhon. 
there are a number of “musts” 
when appliances are displaved in 
this manner: 

1. The room must be as attrac- 
tive as a model home kitchen. The 
manager of the appliance depart- 
ment at Allen-Lauhon Hardware 
Co. visits open house receptions on 
model home showings. If he finds 


a better looking kitchen or laun- 
dry, he comes back to the store 
and starts to work on his appli 
ance display rooms. 

2. A working kitchen or laun- 
dry sells more appliances thar 
one which is not fully connected 
for demonstration. The manage- 
ment believes that it formerly lost 
a number of sales by not having 
appliances connected. Therefore. 
every item shown must be con- 
nected, or be so shown that the 
wall connection can be made at 


(Continued on page 97) 
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NESCO 


Clover Blossom 
DECORATED WARE 


ESCO Clover Blossom will soon be America’s 

favorite line of decorated ware. The gay red 
blossoms and cool green leaves of this breath-taking 
new Nesco design will add color excitement to ever) 
kitchen. Yes, Clover Blossom’s fresh beauty and sa/es 
appeal are unrivaled! 

But that isn’t all. The construction of Clover Blos- 
som is the finest throughout, with snug covers, well 
turned beads, and strong, flat seams. All food con- 
tainers are fabricated from sanitary, brightly finished 
tinplate. Clover Blossom is made in a complete line. 
moderately priced. Order today ‘from your Nesco 
distributor! 

















DROP-DOOR 
BREAD BOX 





ROUND CANNISTER SET 











ROUND WASTE 
BASKET 





NATIONAL ENAMELING & STAMPING COMPANY 


270 NORTH 12TH STREET, MILWAUKEE 1, WISCONSIN 


Sales Offiees: 1430 Candler Bldg., Atlanta - 1166 Merchandise Mart, Chicago - 200 Fifth Ave., New York 
Western Merchandise Mart, San Francisco - 901 Ambassador Bidg., St. Louis 
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With its full sweep of open back 
display windows, Hofmann's can and 
does show a wealth of merchandise. 


Joi PENCE, manager 
of Hofmann’s Hardware, State and 
Second South Sts., Salt Lake City. 
Utah, has worked out a depart- 
ment advertising program that is 
getting results. 

The advertising budget for 1948 
and early months of 1949, ran 
1.01 per cent of the gross sales. 
The breakdown runs as follows: 





Newspaper 50 per cent 
Radio 40 per cent 
Direct Mail 3 per cent 
Miscellaneous 7 per cent 

Total 100 per cent 


John Browne, manager of the camera department, discusses cameras Since 1945. the store has in- 
and pictures with two youngsters. Note the film racks in the rear ; ; : , 
and sign calling attention to the photo finishing services offered. creased its yearly volume from 
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around $200,000 to a figure well — Ss 

over a million dollars. This means r* ) 

that the 4.01 budget gives some- 

thing like $50,000 to spend for SPORTSWEAR 
for SCHOOL 


the purposes of advertising and 
promotion. 

You'll find everything outstanding in sportswear at Holmenn’s~ 

s worm by ding athletes. 


Amortets finest Sporting Goods 








Five Major Departments 





The store is divided into five Oo 9 
major departments: hardware, ap- 4. euntedt of GYM SOCKS GYM PANTS 
pliances, housewares, sporting the athletic goods wane: aT eon ao 


ads used by Hof- 
mann's. An action 
illustration and 


appearance 


Adler beovy. all wool $1.00 
Extre long wearing - Olive drab tn tough twill 98« 
motericl, Beled waist . 


goods, and photographic equip- 
ment. Based on the department 


50% wool $0*. cotton for comiort 


durablitty. Cotton ret 60° 
forced bee! and toe 








volume, the percentage of profit 
setup, and the previous year’s turn- 


over, department allocation is wes, it tn. teneenioniadea 
never static. Once a week each de- qo ieee... aone 
partment head meets with the man- GYM SHIRTS | Srid Knee Cushions 


ager and a representative of the 


: i oe a L: ’™ od 
dvertis : 
local advertising agency which Som? 
handles the account. ( cuaece 
cat) 
ee « VU 
Newspaper Advertising STORE wouRs: 
6pm. 


Quarter-page display ads are 
used. In the copy, departments 


concise copy are 
important fea- 











Weekdeys 
10 om. to é p.m. 
Wednesday 





CORNER STATE AND SECOND SOUTH DIAL 3-466! 





on SWEAT SUITS 


Gives better protection. Trim. seat 


cept, 











HARDWARE APPLIANCES SPORTING GOODS 





the Job for Hofmann's 


Last year's budget, covering newspapers, radio and 
direct mail, was 4.01 per cent of gross sales for 


act are not mixed. Sporting goods are stores whose volume is now more than $1,000,000 

and assigned so many 14-page spaces, 

city. appliances so many, and so on. 

part- Each ad has an action illustration 

it is which is always in the upper left 
hand corner of the quarter page. believes, gives the best results in petition, the budget will again go 

948 An attempt is being made at pres- the Salt Lake area. back to around 5 per cent. 

ran ent to develop attention-stoppers— “We are strong for the planned 

iles illustrations that really attract the The Advertising Budget advertising program, says Mr. 

~ voile. ‘ ; Pence. “We try to take into con- 

When the store was doing a sideration our separate depart- 

¥ T P Used yearly volume of around $200,- ment inventory, the turnover and 

. sstailatins eta 000, about 2 per cent was allo- the desired turnover, and make our 

“ Two papers are used but no ads _— cated for the advertising budget. —_ advertising help us in the evening 

“ are run on Friday because of the ‘For the first 10 months of 1947, of our overall sales picture. We 
large amount of grocery and mar- __ the budget ran up to 5.23 per cent. do not always succeed, of course, 

‘ ket advertising on that day. Mr. Pence feels that this is too but we feel that with constant work 

in- Wednesday night and Thursday _ high but it is his belief that for —_and_inter-department cooperation, 

om morning’s issues, Manager Pence 1949, because of increased com- we are making headway.” 
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Running Water and Profit 


Emphasizing not only the convenience and profit of 
running water, Mr. Deming points out that there are still 
approximately 4,000,000 farms in this country having to 
pump water by hand or obtain it from springs in buckets. 


By WALTER F. DEMING* 
Treasurer, 
The Deming Co., 
Salem, Ohio 


I, this atomic age you re- 
cently have heard such words as 
atoms and neutrons, nuclear energy 
and heavy water. Heavy water you 
say—what is that and what does it 
mean? On second thought, what is 
water itself and what does it mean to 
you? You learned some time ago 
that water was wet, that it turned 
brown or black when you washed 
your hands in it and chemists calli it 
HO, but do you know that this H-O. 
this thing called water, can be re 
duced to a simple matter of dollars 
and cents, in other words, profit? 

To show you the connection be- 
tween water and profit, The Na- 
tional Association of Domestic & 
Farm Pump Manufacturers has des- 
ignated the entire month of May as 
Water System Month. The slogan, 
“Profit Grows When Water Flows” 
is being given publicity in all sub- 
urban and rural publications. Profit 
in any sense and particularly in re- 
gard to water is most appropriate 
at this time. 

At the end of 1948 only one-third 
of the farms in our country were 
blessed with running water. It may 
seem strange to those of you who 
have lived in towns or cities, or on 
farms having running water, that 
approximately 4,000,000 farms in our 
United States still pump their water 
by hand for every use, or secure 
water from springs in buckets. You 
have always taken running water for 
granted. 

Further steps are being taken to 
make running water available in 


* From an address, April 29, 1949, 
over Radio Station WGY “Water Sys- 
tem Month.” 
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Walter F. Deming at the microphone. 


many more rural areas. Power con- 
nections are being added at the rate 
of over 700,000 per year. This prac- 
tically places the tools for running 
water at the front steps of those 
who have been pumping water by 
hand. The power lines running 
along the roads make possible the 
elimination of pumping water by 
hand or dipping buckets in outdoor 
springs. It is a’well known fact that 
one kilowatt hour of electric current 
can pump and carry 1000 gallons otf 
water for you from a shallow well o1 
spring. Quite a job, you sav! 


Editor's Note:—Although directed to the 

farmer this talk concisely and clearly 

gives statistical data and ammunition 

for the hardware dealer to use in store 

and home contacts with water systems 
prospects. 


But what has this to do with 
profit you may ask. Well, I want to 
give you a series of pictures which 
I am sure will show you the con- 
nection between running water and 
profit. 


Profit Picture No. 1 
water can save you some 200,000 
steps or about 70 miles walking dis- 
tance in one year’s time. You know 
that many of those 70 miles are 
tramped out to the springhouse or 


Running 


the hand pump at night or in the 
cold of winter. Those steps are tire- 
some, non-productive, and can be 
unpleasant or downright unhealthy 
Don’t forget that the total weight 
of water carried for the average 
family’s use is more than 100 tons 
per year and time required is over 
500 hours. I am sure your whole 
family either welcomes, or would 
welcome, the elimination of such 
drudgery, and placing that time to 
better use. 

Profit Picture No. 2- 
water in rural areas makes possible 
all the modern conveniences. It is 
the heart of pleasant living. Run- 
ning water insures better health. 
Without it the use of many other 
including 


Running 


appliances is limited. 
water heaters, water softeners, and 
washers. Without it there can be no 
new bright bathrooms, no showers, 
no efficient laundries. With running 


water cleaning of all types is much 
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The Famous WYTEFACE Steel Tapes 


plus an eye-catching 


Counter Display Uni 


are creating hardware-profit NEWS! At 





Drafting, 
Reproduction, 
Surveying Equipment 

and Materials, 

Slide Rules, 
Measuring Tapes. 









WYTEFACE* Steel Tapes are famous among hardware 
dealers for their obvious superiority . . . for the way 
exacting customers demand them. 

WYTEFACE Steel Tapes are easier to read in any light 
with their black markings on white background. The 
white surface will not crack, chip or peel. 

But K&E Does Even More 

To Help Build Your Profits! 

You can sell WYTEFACE with one of the most 
merchandising-minded metal counter displays in the 
business. It dramatically sells WYTEFACE Tapes. . 












saves you inventory space . .. makes your counter work 


easier. For instance. . 

1. Your customers see the actual easy-to-read, black-on-white tapes. 
2. The glass front protects the tapes from handling and loss. 

3. Stock is held in the roomy back compartment. 


4. Sales features printed on the back help clerks. 


Next time you order WY TEFACE Steel Tapes and Tape 
Rules and Refills, ask your jobber for one of the two 
assortments which come packed in this handsome dis- 
play. You'll sell more much faster. 

*Trade Mark. W yteface Steel Tapes are protected by U.S. Patent 2,089,209. 


KEUFFEL & ESSER CO. 


EST. 1867 
DETROIT © SAN FRANCISCO * LOS ANGELES ©* MONTREAL 


NEW YORK © HOBOKEN,N.J. © CHICAGO ©°* ST. LOUIS 
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ng MAJESTIC TROWEL must pass rigid inspection tests 
as it passes through the production line to insure the 

highest quality possible in masons’ tools. 

The constant, lasting top performance of MAJESTIC trowels 

on building jobs throughout the country are visible testimony 

to MAJESTIC’S fast growing popularity as “America’s quality 


trowel.” 


WRITE FOR CIRCULAR AND 
PRICE LIST TODAY! 








TROWEL 
3639 Ruby St. 


COMPANY 
Franklin Park, Ill. 





Depend on 


Turnbuchles 


for QUALITY and 
PROMPT SERVICE 


EE 


TURNBUCKLES 
*‘Alumaloy’’ 
bodies, steel 
hooks and eyes. 







EYE BOLTS 
Wrought nuts, 
bright Zinc 
plated. 
S HOOKS 
In a wide range 
of sizes. 


“ALUMALOY” 
SCREEN DOOR 
» BRACES 


UTILITY HOOKS 


Cold drawn work 
hardened steel. 


: ASK YOUR DISTRIBUTOR OR! 
WRITE TO : 


TURNBUCKLES, INC. 


BOX 333, MICHIGAN CITY, INDIANA 
k- FACTORY: GRAND BEACH, MICHIGAN 
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easier and better. You, too, can 
profit from modern conveniences. 
Profit Picture No. 3—-While run- 
ning water cannot reduce your farm 
fire insurance in dollars and cents, 
the installation of sufficient faucets 
and additional outdoor water outlets 
can certainly assure your safety and 
peace of mind. Twenty-five gallons 
of water placed immediately on a 
small fire can well be worth 2500 
gallons of water some 10 minutes 
later. The assured by 
having running water under pres- 
sure is a most profitable item. 
Profit Picture No. 4— Running 
water can increase your output. On 
one farm 23 Jersey cows produced 
12,511 pounds of milk, in a six 
months’ period before installing a 
water system. The same 23 Jersey 
produced 15,628 pounds of 
milk with plenty of running water 
in their drinking cups in a compara- 
ble six months’ period following the 
installation of a water system. Be- 
side the 25 per cent increased milk 
production, there was an average in- 
crease of 17.7 pounds of butterfat 
per cow. These are interesting fig- 


protection 


cows 


ures. 

Then, too your hogs and chickens 
and even your truck garden will pro- 
duce more if given a drink of water 
when, and if wanted or needed. 

I could go on and mention other 
profit pictures, such as, better health 
and sanitary figures. I will, how- 
ever. save these until later. 


We often say to ourselves, “But 
Rome wasn’t built in a day.” Cer- 
tainly few farmers are in a position 
to drill a well, install a pump, run 
water lines to the barn, install drink- 
ing fountains and purchase all the 
other appliances where water is 
used, all at one time. A start, how- 
ever, must be made somewhere. 

I know of no better investment 
right now than to tackle the first 
two, drilling your well and install- 
ing your pump. Why don’t you con- 
sider having your well drilled if you 
do not have one now? Have your 
pump installed now, even if you can 
run only one line to your kitchen 
sink. Remember that the other 
items can be added at any other 
later date. Remember, too, that 
“Profit Grows When Water Flows,” 
and profits start when water starts 
running. 

I think Uncle Sam would agree 
that now is the time to use some of 
your savings for greater profits. Pos- 
sibly you have a government sav- 
ings bond tucked away for just such 


_a labor or money saving device. The 


folder originally describing that 
saving bond had inscribed on it, 
“Every Savings Bond Dollar You 
Save Today. Builds Future Security 
for You and Your Family.” Dollar 
and cents figures will show you con- 
clusively that investing your bond in 
running water will bring you greater 
returns than most any other pur- 
chase, and now is the time. 


They Taught an Old Store New Merchandising Tricks 


(Continued from page 55) 


Other points of interest in the 
store are the low platforms in the 
center of the store, for display of 





large items such as garbage cans, 
wheelbarrows, wash tubs and tri- 
cycles. These are usually an after- 


_ 


peo Cee 


ink 


Here are the specially designed compartments for sinkers in the lower 
part of the display case for fish lures in the sporting goods section. 
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thought and since they do not fit 
in with the usual type of fixture, 
are often neglected in the store’s 
display scheme. Here, they are 
given the space they require for 
mass display to catch the custom- 
er’s attention. 


Sinker Display 

Another item is the display of 
sinkers in the sporting goods de- 
partment. Special small compart- 
ments were built into the lower 
part of the front of a glass top 
case which kolds related items of 
reels and other fishing accessories. 
Compartments are all priced with 
size of the sinker clearly marked 
so that customers may pick out 
the size they are looking for with- 
out difficulty. Compartments are 
not over 6 in. deep, which leaves 
space for the drawers on the other 
side of the case. 

Before taking over the store in 
1940, Mr. Feist worked for the 
former owner, beginning in 1929. 
When the opportunity presented 
itself, he purchased it from his 
employer, who was ready to re- 
tire. 


Displays Major 
Appliances in 
Special Showrooms 


(Continued from page 90) 


the time the buyer steps in to the 
room. 

3. Every piece of equipment 
must be spotlessly clean. The floor 
must be not only clean but pol- 
ished. Ceilings and walls are 
brushed down daily. 

4. Every unit shown must carry 
a price tag. 


Less Sales Resistance 


“We are a conservative store,” 
says Mr. Lauhon. “We are open 
for all types of buyers but we 
want our displays to appeal to the 
man and woman who owns a 
home, has the money in the bank 
with which to buy, and comes to 
us because of a need. This buyer 
wants the best makes, a standard 
price, and full service. And we 
find there is far less sales resist- 
ence when we take this buyer to 
one of our small display rooms.” 
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VULCAN > 


PLUG TIP 
ELECTRIC SOLDERING TOOLS 
ALL PARTS REPLACEABLE 


Remove 4 screws, and in a few seconds 
you can replace Tip, Heating Element 
or any part. 


5 sizes—l4,"-34"-1 6".§ e”-7 4” 


OTHER GOOD VULCANS 


SCREW TIP 


lh 


PYGMY 


MERCURY 


VULCAN ELECTRIC COMPANY 
DANVERS 3, MASS. 
Maker of Vulcan Electric Soldering Tools, Solder Pots, Glue Pots, 








Branding Irons and a wide variety of Heating Elements for assembly 
into manufacturers’ own products. 





SHARON ROUND and FLAT HEAD 


MACHINE SCREWS 


ELECTRO GALVANIZED STEEL 
SOLID BRASS 80 SIZES . . . 5974 PIECES 


ALL WITH NUTS ALL IN ONE FOOT 
ALL ASSORTMENTS REFILLABLE OF SPACE! 
































tt SEs | 
“ Each Group Consists of: 
te. re tees 
gs tRews 
macwint 1—1862 Asst.—4/40 Dia.—trom 
— 3/16” to 14” long 





1—1456 Asst.—6/32 Dia.—from 
3%" to 2” long 


1—1066 Asst.—8/32 Dia.—from 
¥," to 2” long 

1—798 Asst.—10/24 Dia.—from 
3%," to 2” long 

1—729 Asst.—10/32 Dia.—from 
3,” to 2” long 

EACH ASST. INCLUDES BOTH 

GALV. STEEL AND SOLID 

BRASS SCREWS and NUTS. 











——- 


Ht andl Spheat Co 
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Trouble Spots 


In Salesmen’'s 


Contracts 


Editor's Note: The cases cited in this article, in some instances, do 

not directly involve hardware distribution. They are summarized 

because of the basic principles they consider and because these same 

pitfalls must be avoided where contracts are concerned in any line 
of business. 


By ALBERT WOODRUFF GRAY 


Wis you employ 


a salesman on a commission basis 
make the agreement clear and 
complete. Leave no details to 
guess and hope. The contract 
should be clear not only to the 
salesman but to the employer as 
well. Agree on all the details and 
be sure the words that are used 
have the same meaning to both 
parties. 

The salesman is to be paid com- 
missions on the sales he makes 
but when does the sale occur 
when the order is taken, when it 
is accepted, when the goods are 
shipped or when the account is 
paid? If the salesman has earned 
commissions that are not payable 
at the end of his employment are 
they paid him or does he forfeit 
them? If earnings are computed 
on profits are those profits gross 
or net and over what period is 
the computation made? 

A retail hardware firm in the 
east hired a manager for two years 
at a stipulated salary with a share 
in the net profits of the company. 
For the first year profits totaled 
a substantial amount. In the 
second year losses wiped out the 
first year’s profits. The failure of 
the agreement to clearly define the 
period on which the manager’s 
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share should be computed ended 
in a lawsuit. The trial court held 
with the manager’s contention that 
his share was computed on each 
year’s profits. The appellate court 
said no, that the share of profits 
was based on the entire term of 
the contract. 


Must Be Defined 


The word “sale,” the time the 
salesman’s commission is earned, 
must be clearly defined. Unless 
this is clear the word can be a 
source of conflict and controversy. 
The sales representative of a ma- 
chine tool manufacturer had as 
his territory four states. His 
agreement originally provided for 
an annual salary of $5,000 with 
a 114 per cent commission on all 
sales in this territory accepted at 
the home office after the first 
$200.000. 

The contract was later changed 
by a letter of the employer, “In 
addition to your salary we will 
pay you a commission of 114 per 
cent on all billings into your terri- 
tory in excess of $100,000.” 

With the advent of World War 
Il the salesman had a position 
with the federal government and 
continued also as sales representa- 
tive for the manufacturer until he 


resigned on Dec. 31, 1942. His 
salary had been paid for 1941 and 
1942 but the 144 per cent com- 
missions for those years, aggregat- 
ing $95,000 had not been paid. 
The employer maintained the 
commissions were payable “on all 
billings” according to the modi- 
fied contract and that the orders 
on which these commissions had 
been earned had been held up due 
to war time shortages and not 
billed until after Dec. 31, 1942. 
when the salesman had resigned 
and his agreement with the com- 
pany had ended. 

In its determination of this case 
the Federal Court of Appeals said. 
“We are of the view that unles< 
there is an agreement clearly pro- 
viding to the contrary a person 
selling on a commission basis is 
entitled to a commission when th» 
sale is made irrespective of when 
shipment takes place. In the case 
of a salesman working on a com- 
mission basis it is reasonable to 
assume that his compensation has 
been earned when he had pro- 
cured the customer’s orders al- 
though he does not complete his 
term of employment.” 

A similar case relating to the 
time a salesman earns his com- 
mission occurred some years ago 
in a mid-west state where an office 
machine manufacturer hired a 
salesman to sell machines “as now 
are or may be manufactured by 
the company.” 

After the salesman had secured 
orders and the orders had been 
accepted. the company informed 
the salesman, “We have no means 
of knowing just when the ma- 
chines will be delivered” and 
directed him to make no further 
sales. The goods were never de- 
livered and the orders never filled. 


Company Was Liable 


That company was liable to the 
salesman for his commissions on 
those orders. “In entering into 
the contract the salesman had the 
right to assume that the company 
then had or could manufacture 
within a reasonable time what it 
employed him to sell,” asserted 
the court. In a recent Ohio case 
the federal court said, “The words 
‘sell’ and ‘sales’ do not always in- 


HARDWARE AGE, JUNE 2, 1949 




















HARD 





2. His 
941 and 
it com- 
sgregat- 
n paid. 
ed the 
“on all 
- modi- 
orders 
ns had 
up due 
id not 
1942. 
signed 
2 com- 


is case 
s said, 
unless 
y pro- 
yerson 
isis is 
an the 
when 
> Case 
com- 
le to 
n has 
pro- 
s al- 
e his 


» the 
com- 

ago 
office 
dia 
now 


1 by 


ured 
been 
med 
pans 
ma- 
and 
ther 

de- 


led. 


the 
on 
nto 
the 
inv 
ure 
, it 
ted 
ase 
rds 


In- 


49 






















mane" TODAY'S 
> emphasis is on MERCHANDISING 


The old wagon pitch is a thing of the past. 

Merchandising and sales appeal are the big 

items in these days of harder-to-get sales. . . 

and Fairchild again points the way to continu- 
ing profits with these additions to its sight-selling 
line of electric tools. Here are household ap- 
pliance kits packaged and priced right for a 
waiting market. Promotional flyers, stuffers, 
mats and electros free on request. 


U 














The HOUSEHOLDER'S KIT—for a BIG market 


Model F-1 AIHK—20-piece kit in- 
cludes fitted metal case, polishing bon- 
net, 6 assorted sanding discs, 4 se- 
lected twist drills, horizontal drill 
stand, paint mixer, 3” grinding 

— wheel, counter sinking burr, 3’ wire 

== brush, mandrel assembly. To retail for 





\ F acrohecldt e 
‘$e t.. HOUSEHOLDER .2 


oo Rew Hee Bee Bee Bem mF 





nxir with YOUR § 

PMROHLLD 

MOH pury 
04 


= SOLD THROUGH LEADING DISTRIBUTORS EVERY WHERE 





The improved 1/4’ DRILL KIT—for a PROVEN market 


Model F-1 49K—including fitted metal case and 7 high 
speed twist drills. Price is retail. 


FAIRCHILD INDUSTRIES, INC. 


Vermont 





Burlington 
Electric Motors Drills Flexible Shaft Tools © Hand Grinders 
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SALES FEATURES THAT... 
LATCH ONTO PROFITS 


SCREEN MASTER 


J PELE ines, 


™a, The Better 









© Self-contained latch mechanism 

© Reversible without disassembly 

© Available for doors up to 2!/g"' thick 
© Equipped with mortise or rim strike 


© Priced for volume sales 
PROFIT CATCHING CABINET CATCHES 
@ SNUG.-TITE E-Z-ROLL 


b> (6. 


No. 510 
THE STREAMLINED 
CATCH 





No. 502 


RUBBER ROLLER 
FRICTION CATCH 
Quickly Mounted — 
easily adjusted— 
positive holding— 
low priced. 


“» Carried in stock by your jobber. 
My THE ENGINEERED PRODUCTS CO 
FLINT 4, MICHIGAN 


2 strikes — long and 
short. Smartly styled 
—popularly priced. 





‘|, CASEMENT 
ache OPERATOR 


A quality operator priced to 
sell rapidly . . . extra heavy 
worm gear that assures lifetime, 
trouble-free operation . . . re- 
quires only 1'/,"" between sash 
and screen . . . made of finest 
metals. 


CASEMENT FASTENERS. 

Smooth working . . . will fit all 

© conditions . attractively 

L. te priced. 
WRITE FOR FOLDER 

COVERING COMPLETE LINE 


PACIFIC BRASS & HARDWARE 
MANUFACTURING CO. 
1126 Chico Ave., El Monte, Calif. 


Warehouses in New York, Boston, Chicago 
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clude deliveries. These words are 
constantly used as meaning or in- 
cluding a contract to sell or a con- 
tract to buy.” 

Here was involved an agree- 
ment that a salesman should re- 
ceive a commission on all sales 
made in his territory, the agree- 
ment being subject to a 30-day 
caneellation clause. During his 
employment the salesman secured 
several agreements that were to 
continue until cancelled for the 
sale and delivery of the goods of 
his employer. The employer re- 
fused to pay commissions on sales 
made under these contracts after 
the salesman’s employment con- 
tract had ended. 

The salesman’s obligation had 
been discharged when these sales 
contracts or orders were closed, 
the court pointed out awarding 
the commissions to the salesman. 
Here it was a simple question of 
when payment should be made for 
services fully rendered before the 
employment agreement ended. 
That the commissions did not be- 
come due until afterwards was im- 
material. 

A sales manager in another 
midwestern state said to one of his 
employees a few years ago, “I 
have got something I want to tell 
you—we'll pay you $5 for every 
one of these machines you sell. 
I want you to go out and get busy 
and I hope you make a lot of 
money.” 

The salesman did. He traveled 
through four states and sent in 
orders for 650 machines. No time 
was agreed upon for the payment 
of this $5 a machine, the salesman 
was simply to “get busy.” When 
he asked for his commissions the 
manufacturer refused to pay. His 
commissions were not due until 
the goods were delivered and 
paid for. 


Entitled to Commissions 


With this the court did not 
agree. “Unless the terms of this 
contract were subsequently modi- 
fied the salesman was entitled to 
his commissions upon demand for 
payment after the written orders 
procured by him were received by 
the manufacturer from the cus- 


tomers.” This principle of law is 


well established, that when no 
other time is set for the payment 
of commissions which have been 
earned, they are payable upon de- 
mand by the salesman. 


Source of Trouble 


Another fruitful source of 
trouble arises when a salesman 
has done his work, secured orders, 
turned them in and his employ- 
ment ends before the goods are 
shipped or the account paid. 

An electric lamp company had 
for years employed a salesman 
under a contract with a 30-day 
cancellation clause. The sales of 
the company were made by con- 
tracts with customers for supply- 
ing lamps by the year. In De- 
cember the lamp company termi- 
nated the salesman’s contract as 
of the first of the following Feb- 
ruary. The lamp company main- 
tained it was not liable for the 
payment of commissions on these 
sales under customer agreements 
made after February first. The 
salesman insisted the sales were 
made when the contracts were 
made. 

“While the lamp company had 
the right to terminate its contract 
with the salesman on 30-days’ 
notice,” said the court, “it could 
not thereby deprive him of the 
commissions on purchases actu- 
ally made by the distributors and 
jobbers under the contracts pro- 
cured by the salesman and ac- 
cepted by the company before the 
termination of the salesman’s em- 
ployment even though actual de- 
livery of the merchandise to said 
distributors and jobbers was made 
subsequent to February 1.” 

Here again is highlighted the 
care needed for a positive and 
precise understanding with any 
commission salesman of his work- 
ing agreement. 

In one of the southern states 
such an agreement provided that 
the employer, “Is and shall be at 
liberty to discharge us and each 
of us at any time with or without 
cause and with or without notice 
and with no salary or wages be- 
yond the date of discharge. That 
in the event any employee is em- 
ployed upon a commission basis 
then in the event he shall resign 
or be discharged he shall not be 
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entitled to any commission or | 


Fill railing orders 
compensation for or upon orders 


or sales not completed and full | 
deliveries made.” | from 


On the fourth of the month i 
| 








salesman made a sale, received a 
down payment and written con- 
tract which were accepted by his 
employer. Under his contract his 
commission was payable when the 
order was filled. On the 14th, 10 
days later, the employer dis- 
charged the salesman and the fol- 
lowing day delivered the goods to | 
the customer himself. | 

“We do not understand why | 
parties in their right mind should | 
enter into such a contract,” com- | 
mented the court. “But these par- 
ties did and the court has no} 
authority to make a contract for | 
them and the contract, lawful in | 
its provisions, though it may be 
considered improvident on the 
part of the salesman, must be 
given effect, if at all, according 
to its plain and _ inescapable 











and save your customers 


up to 2OO% with 
The Law Explains 
The law governing the time a | HAWKINS 


salesman earns his commissions is | 
well set out in a decision of the | 
New York Court of Appeals, 
‘where a salesman was discharged | 
after he had solicited and obtained 


meaning. 


PREFABRICATED 


PATENT PENDING 
(and this jis, “honest-to-goodness,” 








orders for his employer, but be-| adjustable) 
i a ee | 
fore the goods themselves had S — 7 | h i ial 
P g s ‘ uaranteed to fit any normal porc o... dunner ae ie 
or step arrangement. FOOSE #f ‘ ae 4} ePeeee hey 


been delivered. F 
No expensive drawings, no delay. ST TTT CR ee ee a 
Simply combine the proper amounts 
of level and bevel rail with posts 


and ornaments from information on 


“The services were rendered | 
when the salesman solicited and | 
obtained the orders for the sale | 
of the goods though the commis: | 
sions might not be due or payable 
until the goods were actually de- | 
livered but it was necessary that | 
they should be made during the | 
salesman’s employment. The dis- 
charge of the salesman could not 
affect his right to compensation 
for services rendered up to that | 


customer's rough sketch. Fit any 
tread and rise. Easily assembled. 


Low costs and quick service will 
bring you volume sales with good 
3 Y g 


profit margin, 


You'll want to stock Hawkins Adjustable 
Window Guards, too. Fit any window, installed 


or removed in a jiffy with special key. Sell over- 





° ” 
ime. : = 
um the-counter for customer installation. 


One other feature of salesmen’s , ’ 
Write for details 


contracts must not be overlooked. | 
Dealer's Assortment, $197.39—F.0.B. Birming- 


A drawing account may be agreed | 
: | { 
upon for the current expenses of | ham, puts you In the prefabricated railing business! 


the salesman but payments made | 
to a salesman on such an account | 
are not loans to be repaid by him 
unless there is an express agree- 
ment to this effect. In a New | 
York decision holding an em- 

















HAWKINS IRON CO., INC. 


315 North 4th St. 





Birmingham 4, Ala. 
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ployer could not recover the bal- 
ance of advances made under a 
drawing account after the deduc- 
tion of the commissions earned by 
the salesman, the court said here: 

“The right that the employer 
reserved was to reduce the draw- 
ing account should the employee 
fail to earn sufficient commissions 
during any quarter to cover the 
amount paid. There is no personal 
liability for the employee to repay 
the same and the same is payable 


out of commissions and not other- 
It is well settled that with- 
out an agreement, express or im- 


wise. 


plied, to repay the excess of the 
drawing account over and above 
the commissions earned, the em- 
ployer cannot recover such excess 
from the employee.” 

In the preparation of any con- 
tract of this nature be certain the 
following aspects are fully covered 
and understood: (1) the time at 
which the salesman’s commission 


is earned; (2) on what sales com- 
missions will be paid, extent of 
territory of salesman, type of 
goods, manner of sale, etc.; (3) 
date on which commissions be 
come payable by the employer: 
(4) the disposition of commis- 
sions becoming due and payable 
after the salesman’s employment 
has ended, and (5) the liability of 
the salesman for the repayment of 
drawing account advances not met 


by earned commissions. 


613 Friends Join the Rompages in 
Celebrating 35 Years of Progress 


City officials, civic leaders and prominent busi- 
nessmen help Mr. and Mrs. Paul H. Rompage 
and family celebrate an important milestone 


HIRTY-FIVE successful, grow- 

ing business years were cele- 
brated by the Rompage Hardware 
Co. of Hollywood, Calif., recently 
»when 600 customer-friends gath- 
ered at the store at 5542 Holly- 
wood Blvd. to honor the founders 
and owners, Mr. and Mrs. Paul H. 


Rompage. 
The hardware firm is Holly- 
wood’s oldest continuous retail 


business and its growth mirrors 
that of the film city. The original 
store which the firm occupied con- 
tained only 1000 sq. ft., while the 
modern, up-to-the-minute — store 
occupies today is 12 times as 
large. 

In the 35 years of business, the 
store has outgrown two locations 
but has always stayed in the 5500 
block on Hollywood Blvd. The 
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Paul H. Rompage and Mrs. Rompage cut the anniversary cake served 
as a climax to the party for their friends and customers in the store. 


apasenna12aas* a 





i 


Left to right: Stanley M. Joseph, E. C. Atkins & Co.; Mr. and Mrs. Rompage, 
the founder-owners; Mr. and Mrs. A. L. Jenks, son-in-law and daughter 
of the Rompages and present managers of the business, and D. F. Wilson, 
E. C. Atkins & Co., stand in front of the tool display in the store. 


present site has been occupied for 
nine years. 

Mr. and Mrs. Rompage have 
now retired from active direction 
of the business which is managed 
by their son-in-law and daughter. 
Mr. and Mrs. A. L. Jenks. 

When 613 old friends who are 
their patrons gathered in the store 
on April 14, it was old home week 
in Hollywood for one night. Many 
former residents of the city re- 
turned for the celebration to join 
with city officials, prominent busi- 
ness men, civic leaders, and hard- 
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American Beauty Rod 
NOW with the exclusive 
: : ok 7. Ca 
1 mole | D Whereis Nolhing Sener 

* Judd’s famous patented built-in thimble-tip that  - 

won’t snag curtains ... slides into curtains more 

quickly, easily than ordinary rods. 

kK The same exclusive, wanted feature that “sold” 

so many women on Judd’s higher-priced rod— 
“ now available in Judd’s American Beauty Rod at 

no increase in cost! © 
for 

Show it to all your curtain-rod customers ; 
_ For quaty winter in the Rowe. Gerity’s Patented Self-Centering \ 
ion Volume sales obtained readily and easily. eS Installi Cinch! 
+ tela ate akes installing a UIncn: 
ged Single Rod #19341 ..... Double Rod #19342 ” ° 
cr. 

IVORY FINISH. 28” TO 48’ EXTENSION GERITY bathroom accessories 

on ORDER NOW FOR IMMEDIATE DELIVERY are superbly styled in brilliant chrome 
re . guaranteed not to chip, crack or tarnish. 
ek Install GERITY with confidence. 
ny 
Mj makes hardeare for housewives . ° . 
in HL. COMPANY, WALLINGFORD, CONN. Gerity-Michigan Corporation 
si ‘ ‘ 
‘ 87 Chambers Street, New York 7, W. Y. Adrian, Mich. 
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The Best Are 
BETTER BRAND 


mouse and rat 
TRAPS 





e METAL OR WOOD TRIGGER 
© FOUR-WAY ACTION 
e OIL TEMPERED SPRINGS 


McGILL METAL PRODUCTS CO. 


Marengo, Illinois 
















AUTOMATIC WATER 
FOUNTAINS FOR 
BABY CHICKS AND 
ADULT BIRDS ARE 
BIG PROFIT MAKERS 
.FOR HARDWARE 


Baby Chick Fount has space beneath shal- 
low, low hung bow! for sanitation and 
easy cleaning. Completely automatic; 
provides clean, fresh water at all times. 

on New Life-Guard Cap fits over stem of 


fountain preventing chicks 
' e ‘4 from drowning. Large 7 inch $ 35 
© diameter bowl. LESS 
f FOUNTAIN RETAILS AT... STAND 


i LIFE GUARD CAP, 60¢ EXTRA. 
| CLEAN, FRESH WATER INCREASES 
EGG PRODUCTION! 


Operates from gravity or pressure 
water systems. It is up off the 
floor and easy to keep clean. 
Needs no attention. Saves time, 
labor and water. No parts to 
wear out. Has 7 in. diameter 
bow! and is built of brass and 


hard plastic. 3 35 
Retails at ...... 4 LESS 
STAND 


SEND FOR ADVERTISING AND 
DISPLAY MATERIAL TODAY! 











Dept. 6, 251 W. Kellogg Bivd., St. Paul {, Minn. 
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An anniversary window carries the story of 35 years of progress. 
Portraits of founder-owners and previous stores were displayed. 


ware industry men in tendering 
the Rompages, “A sentimental re- 
ward for a lifetime of hard work.” 

Progressive merchandising is a 
major clue to the business’s suc- 
cess. Rompage’s was among the 
first of the firms in 
that section to emphasize house- 
wares. To be sure, buggy whips 


hardware 


and lamp chimneys were promi- 
stock their first 
store, but so were a hand-driven 


nent items in 
washing machine and other out- 
moded appliances. This progres- 
sive spirit is still in evidence and 
the firm has just made a major 
change in policy: all behind coun- 
ter selling and back shelf stock- 
ing of items has been eliminated. 
The complete line of merchandise 
is now out for customer inspection 


and the store is virtually on a self 
service plan. Selling employees 
have ceased to be clerks behind 
counters and have become assis- 
tants to customers who can now 
“sell themselves.” Fewer returns 
and larger sales have keynoted the 
new policy. Each sales person can 
now assist more people and with- 
out being tied up by the “shop- 
pers.” 

In 1938, Mr. Rompage served 
as president of the Southern Cali- 
fornia Retail Hardware Associa- 
tion. 

Before opening his Hollywood 
store in 1914, Paul Rompage was 
a buyer for the old. Guiot Hard- 
ware Co., a pioneer Los Angeles 
firm. In all, he had 15 years of 
hardware experience prior to open- 
ing his own business. 


‘ 


Advertising Fishing Licenses Attracts Anglers 


(Continued 


ing licenses attracted wide atten- 
tion. It read: “Fishermen (and 
ladies!) let us write up your fish- 


2) 






This two-column 
by 2'2-in. adver- 
tisement remind- 
ed people that 
fishing licenses 
and tackle were 
always available 
at the store. 


FISHERMEN 


Let Us Write Up Your Fishing License 
and Fill Your NeedsWith Fishing 
Tackle “Fit For Fishing” 


FELTON’S 


from page 60) 


ing license and fill your needs with 
fishing tackle fit for fishing— 
Felton’s 121 Penn Ave.” 


(AND LADIES!) 


121 Penn Avenue 
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“Following this newspaper in- How SPEED helped catch ugs 
sertion we noticed an immediate ‘ 
increase in license applications in the acquer 
from women,” says Mr. Felton, 
“and with each license issued we 
sold fishing tackle.” 
Taking a note from the self- 
service stores, Mr. Felton thought 
that this was the best way to serve 
women’s tackle needs. While ex- 
perienced fishermen could just ask 
the sales clerks for the tackle 
needed, it was felt that women 
werent that familiar with tackle 
names and needs. 
Volume Increased 
ss. 
rd. The store therefore made as 
varied a display of tackle as pos- 
— sible to permit simple handling 
ployees and viewing. And business vol- ~ eo us 
behind ume increased immediately. Final finish on pianos mysteriously going “sour.” Production halted. Lab needed 
ae “With women doing so much of X-ray diffraction camera to identify impurity. At 9 a.M., 10-lb. camera Air Express- 
— a ies Hie de — | ed from 1100 miles away, delivered by 4 P.M. same day. Cc ost, only $3.58. Company 
n now eee ee ee Se uses Air Express as routine method to get supplies fast, keep inventory low” 
returns ginning to watch the large markets i 
ted the and how they are promoting their 
on can wares,” says Mr. Felton, “because | 
? a ° | 
| with- I have noticed an increase of | 
“shop- women shoppers in my hardware | 
store.” | 
served Feminine anglers are allowed to — 
1 Cali- browse around the tackle depart- a, , 
ssocia- ment of the store. When a cus- 
tomer does begin to show interest, 
ywood one of the sales clerks is there to 
, assist her. . ee 
» wee That low $3.58 figure was total cost Scheduled Airlines carry Air Express 
Hard- for Air Express and included door-to- on every flight. Speeds up to 5 miles a 
. k , . . . . - 
ngeles Don't Oversell | door service. That makes the world’s minute! Direct by air to 1300 cities; 
ars of fastest shipping method exceptionally air-rail for 22,000 off-airline offices. 
“Que of the binweet mistekes convenient, complete, and easy to use. Serves many foreign countries, too. 
open- gees ‘ . 
that store make chase H 
«© Sate com make te chest FACTS on low Air Express rates 
away traffic is to oversell,” Mr. —aeeanae A ; i ita 
Py a a ; ackage of blueprints (4 lbs.) goes 800 miles for $1.5 
Felton points out. It’s very easy Special tools (21 lbs.) go 600 miles for $3.87. 
to load down a newcomer. but (Every kind of business finds Air Express pays.) 
S chances of seeing that customer Only Air Express gives you all these advantages: Special pick-up 
ing: * © : : and delivery at no extra cost. You get a receipt for every shipment and 
again are very slim indeed. For delivery is proved by signature of consignee. One-carrier responsi- 
: wile thi . I} ne : ad bility. Assured protection, too—valuation coverage up .to $50 
5 Wit us reason, lave cautioned our without extra charge. Practically no limitation on size or weight. 
ing— sales staff to only sell required For fast shipping action, phone Air Express Division, Railway 
seals: weal nailed: imam Express Agency. And specify “Air Express delivery” on orders. 
a g 2. 
A woman who recently applied 
for a fishing license walked out of SPELOUY ZS 
the store with $68 worth of fishing 
tackle. “It seems as if many sports- GETS THERE FIRST 
men applying for a license already 
; e Rates include pick-up and delivery door 
have equipment and Just buy re- ie to door in all principal towns and cities 
placement items,” Mr. Felton ex- | [f- 
plains, “but many women have Ww 
only the tackle loaned them hy ~S 
| their husbands or friends. For this 
reason, every woman license appli: | aig EXPRESS, A SERVICE OF RAILWAY EXPRESS AGENCY AND THE 
cant presents a potential sales op- Al RLI A ES 
portunity.” | SCHEDULED OF THE U.S. 
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Disston One-Man 
Bow Saw 


Henry Disston & Sons Co., Philadel- 
phia, Pa., offers the One-Man bow saw 
powered with the same 3'% h.p. two- 
cycle Mercury gasoline engine that 





drives the Disston One-Man chain saw. 
Maker says there is no pinching in the 
cut when the bow saw does the bucking. 
Saw’s capacity is 15 in. and it is re- 
ported to work at top efficiency in any 
position. Flat guide rails are inter- 
changeable with the bow saw. Maker 
claims its versatility embraces felling, 
limbing, and bucking under difficult 
conditions. An extra long casting of 
high-strength aluminum alloy keeps 
branches and underbrush from catching 
in the top of the chain and provides 
the guide positive rigidity. Clutch, is 
disengaged by a squeeze on the handle 
and quickly re-engaged by releasing a 
simple safety catch. 


Tot, Plex Sponges 
Radio Program 


{merican Sponge & Chamois Co., 51 
Ann St., New York City, is sponsoring 
a radio program featuring the story 
of Tot the baby sponge and the story 
of Plex. This presents an opportunity 
for dealers to tie-in with the broadcast 
by displaying in their windows, Tot 


106 


and Plex and a small display card 
which will dramatize the broadcast. 


Cooking 


Landers, Frary & Clark, New Brit- 
ain, Conn., is featuring “Control-O- 
Matic” cooking in its 1949 line of 
Speedliner ranges. They feature seven 
heat control for better control over 
surface unit heats. Said to provide the 
right heat for every practical cooking 
purpose. Preheat push button control; 
super heat monotube surface units with 
the raised lip to keep overhanging ves- 
sels above the porcelain top preventing 
crazing of discoloration of porcelain. 
An extensive billboard, magazine, ra- 
dio, television, and newspaper cam- 
paign is underway emphasizing the 
features of “Control-O-Matic” cooking. 
Additional promotional materials in- 
cluding leaflets, circulars and descrip- 
live literature in ¢olor is available to 
dealers for direct mailing. Also win- 
dow and floor displays. window and 
wall trims and valances, decals and 
counter cards will be distributed to 


Universal dealers. 








Chain Merchandiser 


The Cleveland Chain & Mfg. Co., 
Cleveland, Ohio, offers a chain mer- 
chandiser for large hardware stores, 
called the Sales-Master Chain Display 
Stand. Holds six reels of chain or their 





equivalent in 1% or 1/3 reels. Designed 
to promote the sale of heavy welded 
chain such as BBB and proof coil 
which is stocked in four bins at the 
base of the display. Finished in red 
baked enamel with contrasting black 
bins and ivory lettering. It is 48 in. 
high, 38 in. wide and 24 in. deep. Net 
weight is 51 lbs. For dealers wishing to 
utilize a smaller display, Reel Sales- 
man is offered. Similar in design it 
is 51 in. high, 20 in. wide and 14 in. 
deep. Holds four reels or their equiv- 
alent in % or 1/3 reels. 


Tool Catalog 


Goldblatt Tool Co., Kansas City, Mo., 
offers its 1949 dealer’s illustrated cata- 
log which includes prices and descrip- 
tive information concerning the com- 
pany’s entire line. 
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Free of die-castings—inside 
parts of rust-protected 
steel —trim of solid brass. 


DEXTER-TUBULAR 


There’s Nothing Bullheaded 
about DEXTER LATCHES 


IF SOME SMALL BUG creeps into the installation 
work on a Dexter Latch — don’t worry about it. 
Dexter Latches will right the matter with a self- 
adjusting alignment feature so that there will be 
no sticking and binding. That’s the way it is 
with Dexter Latches all the way through — 


they’ve had thorobred features engineered into 








them like no other latch. But these superiorities D E xX T E bE & 


are only part of the story —there’s also that 

speedy new way of making a complete Dexter HAVE THE FEATURES THAT 
installation in less than six minutes which is a MAKE EVERYBODY HAPPY — 
mighty important factor with budget-wise people. DEALER — CONTRACTOR — USER. 


NATIONAL BRASS COMPANY 
Grand Rapids, Michigan 


MAKERS OF BUILDERS, CABINET, SCREEN DOOR 
AND SHELF HARDWARE 

Sales Representatives in NEW YORK BOSTON MILWAUKEE COLUMBUS, Ohio 

TAMPA DETROIT PORTLAND, Ore. ST.LOUIS BALTIMORE FORTWORTH CHICAGO 

CLEVELAND PHILADELPHIA SANFRANCISCO LOSANGELES OMAHA KNOXVILLE 


In Canada: Dexter Lock Canada Lid., Guelph, Ontario 
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LIFE-TIME 
WARRANTED 


LOCKS AND LATCH SETS 
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FINEST hand mower 
Blair ever made. The 
seventy years of 
experience behind 
every Blair mower 
is reflected in the 
satisfaction they 
guarantee your 
customers. 


LAWN MOWERS 
BLAIR MANUFACTURING CO. 


Telephone 2-7449 
SPRINGFIELD 7, MASSACHUSETTS 

















AVAILABLE FOR IMMEDIATE DELIVERY 


Cast Iron 
Sash Pulleys 


1200—2" for Cord 
1201—2" for Chain 
1202—1°/s" for Cord 








ce og 
For Catalog No 


4-A Fully tilustrating 


Our Builders Hardware 





and Specialty Items. 

















Rockwood Manufacturing Co. 


Rockwood, Pennsylvania 
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WHAT'S NEW 





Lamson & Sessions 
Labor Saving Pack 


LSP—abbreviation for Labor Saving 
Pack—is introduced by the Lamson & 
Sessions Co., 1971 W. 85th St., Cleve- 
land. Based on the packing of bolts in 
considerably smaller cases for ease in 
handling. 


el! cut thined bolts | 
with ate attached ; 
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con 


> 

my 
\ #3 
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All cut thread carriage and machine 
bolts in LSP have nuts attached which 
should save hardware dealers many 
hours of time formerly spent nutting 
bolts. The longer bolts now come in 
cartons rather than in bulk and thus 
are as easy to handle as the smaller 
sizes. Additional advantage of the new 
LSP bolt carton is that it eliminates 
“mixed” bolt cases, when the retailer 
orders in LSP quantities, simplifying 
the “checking in” of incoming ship- 
ments of bolts and nuts. Stored in LSP, 
as regular or overstock, bolts are easy 
to remove piece-by-piece as sold, and 
extremely easy to inventory. 


Non-Metallic Sheathed 
Cable for Farm Bldgs. 


National Electric Products Corp., 
Chamber of Commerce Bldg., Pitts- 
burgh 19, Pa.. offers a non-metallic 
sheathed cable for barn, stable, milk- 
house and other farm buildings where 
rot, fungus. ice and ammonia-laden air 
are frequently destructive factors. Bear- 
ing the Underwriters’ Laboratories seal 
of approval for use up to 600 volts, 
it is available in No. 14 and 12 wire 
sizes, in two conductor type and in 
standard coil lengths. Features a smoodth 
protective sheath of Neoprene. Manu- 
facture of cable starts with application 
to the coated copper wire of a uniform 
free stripping rubber insulation, which 
is compounded by company for fire, 
moisture and corrosive vapor resistance. 
Two conductors are spaced by a rub- 
ber separator which has incorporated 
within it twisted Fiberglas cords. Over 
conductors and spacer is a containing 
Fiberglas braid. A complete wiring 
“nackage” has been created which has 


a smaller diameter than preceding 





types. Includes new boxes, complete 


line of connectors and a new cable 
ripper, said to shear Neoprene jacket 
without scoring conductors or insula- 
tion. 


Barrel Faucet 
Rockford Brass Works, Rockford, IIL, 


has added No. 253 barrel faucet to its 
line. Its straight-threaded shank is 
said to permit proper direction of the 
spout without forcing the faucet and 
without danger of stripping threads on 
either the shank or the drum flange. 
Straight-threads also enable a perfect 
fit as all threads mesh with drum flange 
threads. Faucet also features a Hycar 
rubber flange gasket. It is a spring 
tension faucet cast in red brass; is 
made of 4 in. I. P. only; and is com- 
plete with a steel easy-to-operate lock 
lever. 


Arvin Portable 


Three-way portables known as mod- 
els 350P and 351P are offered in blue 
and green, and will retail for $34.95, 
batteries extra. Designed in a_ three 
blade aircraft 
brass-inlaid lucite medallion hubs, the 
portables are enclosed in thermo-plas- 
tic cases. Dialing is of the arc-sweep 
variety. Overall weight of new sets, 
when loaded with batteries is six lbs. 
Operated on AC or DC with switch- 
ing from current to battery operation 
accomplished by inserting the cord 
plug into the switch receptacle at th« 
rear of the chassis. Sets carry five 
tubes plus selenium rectifier for either 
battery or AC/DC operation and an 
additional RF circuit for increased sen- 
sitivity. Feature an inside loop antenna 
built into the rear cover of the carry- 
ing case. Sets use one 90 volt No. 490 
Minimax B battery and six C_ type 
flashlight cells for battery operation. 
Normal battery life is rated at 40 hrs. 
Voblitt-Sparks Industries, Inc., Colum- 
bus, Ind. 


propeller motif with 
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FOR SALES 






Everhot i you brand new items, designed, 
styled—and priced—for today’s market. Here are 
new numbers that will pep up your whole appliance 


Space Deodorant | 
Bridgeport Brass Co., Bridgeport 2, | 
Conn., offers “Good-Aire” which is said 
to eliminate offensive odors in the aver- 
: Operation, renew and stimulate the interest of the 


housewife and squarely meet the increasing accent on thrift. 


No. 858 
EVERHOT ROASTERETTE 


Couldn't be a better deal for both dealer, customer— 
a roaster, a cooker, a baker, a casserole all in a single 
beautiful unit. Inset pan, 3-Quart capacity. 2-Heat 
control. With inset pan $9.95, with inset pan and 
trivet $10.45. Inset only $1.89. Trivet only 50c. Both 
fit Everhot No. 851 Roasterette. Many dealers are 
making thousands of No. 851 owners happy by tell- 
ing them. 


( 





age home room in about 30 seconds. To 
cancel such odors user presses the 
thumb on the non-corrosive bakelite 
polyethylene nozzle for about the same 
time as is required to ring a door bell. 
Said to be safe to use near food, will 
not stain or spot walls, rugs, furniture 
or clothes, says maker. Container can- 
not spill by tipping. Suggested to re- | 
tail for $1.89 for 1 qt. size, and 98 cents | 
for 34% oz. size. 


_ new 
File Bulletin fz 3102 


Nicholson File Co., Providence 1, 
R. L., is offering 10 technical bulletins 
on special file types containing prac- 
tical information on when, how and 
why to use them for aluminum, bab- a 
bitt, brass, bronze, copper, magnesium, is 


















No. 927 EVERHOT 
ELECTRIC TIMER CLOCK 


Here is the up-to-date Timer Clock—one the dealer 
can sell—one the housewife can use. Gives double value 
4 to every appliance. Makes possible many profitable “automatic 


cooking” promotions. And only $10.95. —~ 


a 









die castings, cast iron, malleable: iron, 
mild steels, annealed tool steels, stain- 
less steel, plastics die making, lathe 
filing, precision work. All are bound 
in pamphlet form. 


No. 828 
EVERHOT RANGETTE p> 


Enclosed, Tuttle and Kift tubular heating unit. Fast heat—boils in 62% of time required by 
standard unit. Unit swivels up for easy cleaning. Top deck remains cooler. Only $41.95. (On 
full size ranges T & K units command an extra charge.) 


‘Tractoradio’ 


Tractoradio, Inc., Kansas City, Mo., 
offers a radio built for use on tractors. 
It is equipped with a universal mount- 
ing which permits it to be easily in- 
stalled on all popular makes of farm 
tractors, says maker. It is a six-tube 


No. 940 
EVERHOT OVEN 


Embossed aluminum. Stylish hammered finish. 
Plenty of room for fowl, or large roast, 2 pies or 2 cake 
layers. Especially designed for the new 828 Rangette. Also fits all 
Models 820 and 821. Priced at only $10.00. 










sPECIAL— 
$67.04 FOR JUNE BRIDES 


Everhot 905 Roaster, 901 Cabinet, 927 Timer. 
All for $67.04 (including dealers tax on the 
Timer). Compare this for quality, quantity 
and price. 


spECIAL— 
$13.95 THE HEATER BARGAIN 


Right in the groove is Everhot 915 Air-Flo Fan 
and Heater. Two-fold utility—double value. Re- 
freshing coolness for hot days and nights, quick 
warmth for chilly rooms, raw days. All in one 
beautiful compact unit for only $13.95. Air-Flo 
Fan Heater only $11.95. 





Immediate Delivery. Phone—Wire—Write 


THE SWARTZBAUGH MFG, COMPANY, Toledo 6, Ohio 


superheterodyne receiver with syn- 
chronous vibrator and 6 by 9 in. oval | 
speaker and telescope antenna. Re- | 


ported to be completely weatherproof | |ROASTERS - HEATERS i BLANKETS: APPLIANCES 


and shockproof. 
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Tenite-Aluminum 


Casting Rod Handle 


Maker claims the adjustable Tenite 


and aluminum casting rod handle, 
curved like a pistol grip to fit the hand, 
is equally untiring for right or left 
handed anglers. An adjustable reel 
bed permits the reel to be moved to 
suit the user. A Tenite thumb rest, 
also adjustable allows a firm grip of 
the rod without interfering with sen- 
sitive “feel” of the line. Rapid assem- 
bly, adjustments and disassembly are 





- made with a special key which comes 
with the handle. Four positive locks 
hold all parts of rod and reel, securely, 
it is reported. As the plastic has low 
heat conductivity, the grips provide a 
surface that is neither too hot or too 
cold to touch in any type of weather. 
Maker claims the plastic has high im- 
pact strength and is rust and corrosion 
proof. Handle is available to fit rod 
stems of different diameters. Nelson 
Pistolgrip Rod, Post Office Box 1642, 
Rockford, IIl. 

Hinde & Dauch 
Packaging Library 

The Hinde & Dauch Paper Co., San- 
dusky, Ohio, offers “How to use Color,” 
which explains that the skillful use of 
color, depends not on magic or guess- 
work, but on almost exact scientific 
principles. The 28-page book uses color 
lavishly to illustrate color effectiveness 
as applied to many nationally known 
products. Booklet points out that cor- 
rect color combinations, to capitalize 
on the natural consumer appeal of any 
product, must be considered in the 
light of competitive packaging, point 
of sales environment and day-after-day 
practicality. Also offered in the “Pack- 
aging Library” series is “How to Select 
Vending Displays That Increase Sales” 
which points out that well-planned mer- 
chandise display are major selling fac- 
tors that encourage dealer acceptance 
and receive first floor space, and color- 
ful display is a reminder of any quality 
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WHAT'S NEW 








product and easy to set up displays are 
economical, Vending displays booklet 
is crammed with photos of successful 
displays for national accounts. 


Priscilla Ware Catalog 


Leyse Aluminum Co... Kewaunee. 
Wis., offers an illustrated catalog cover- 
ing the completed 1949 line of Priscilla 
Ware. Containing 32 pages. No. 49, 
features large photographic illustrations 
of the many utensils. Many improve- 
ments in the line are shown. 


'Toas-Tite’ 


Bar-B-Buns, Inc., Cincinnati 12, 
Ohio, offers the “Toas-Tite” sandwich 
maker which consists of a double toast- 
ing grid with long picnic handles for 
comfortable use over any kind of fire. 
Grids are 4% in. in diameter, silicon 
hardened die cast aluminum. Open, 
30% in. closed 16 in. Locking ring. 


cadmium plated. Handles red baked 
enamel finish on hardwood. Trims the 
bread when the handles are closed, 





heats the filling, toasts the bread and 
seals the edges. Said to turn out a hot, 
no-drip “pudgy pie” sandwich. Over- 
all length closed’ is 16 in. Ideal for 
heating up left overs. Individually 
boxed, packed 24 to carton, shipping 
weight 30 Ibs. Suggested to retail for $3. 








Disposable Paper 
Bags For Vacuums 


Westinghouse Electric Corp., 306 
Fourth Ave.. Pittsburgh, 30, Pa., will 





equip two of its 1949 vacuum cleaners 


with disposable paper bags. A light 
flexible rubber extension hose will be 
featured on the tank-type vacuum 
cleaner. The disposable paper bags, 
called “Toss-Away” are made of a 
epecially developed paper with high 
filtering qualities. Hose is claimed to 
be light to handle and more flexible 
than previous types used. It is a peace- 
time application of the rubber hose 
developed for use on gas masks. 


‘Plumb Sampler’ 


Fayette R. Plumb, Inc., 4837 James 
St., Philadelphia 37, Pa., has introduced 
the “Plumb Sampler,” which consists 
of five colorful lithographed display 
pieces and eight hand tools, hammers 
and hatchets. All are packed in one 
container. Done in eight colors, the 
centerpiece, 15 by 20% in., is a faith- 
ful reproduction of artwork done by 
one of America’s foremost artists. The 
tools include two each of the three best 
selling nail hammers, three price 
ranges, and one each of the two best 
selling hatchets, two price ranges. 





HARDWARE AGE, JUNE 2, 1949 














Ina nev 
facilities 
the “Kne 
continuo 
Products 
PRODUC 
With 
aged, cl 
profit in 
For ser 
for prot 
SERVE 
—Chicc 


HARDW. 





Made to Make Products Better... 
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The 
best In a new plant with increased manufacturing CHICAGO “SAFETY PLUS” PRODUCTS INCLUDE: 
orice Peaee 7 a Socket Head Cap Screws © Socket Set Screws © Stripper 
‘ae facilities, improved production methods and Bolts or Shoulder Screws © Square Head Dog Point Set 
Screws @ Socket Pipe Plugs @® Keys for “SAFETY PLUS’ 
“ ’ . . Socket Products @® Hexagon Head Cap Screws, Steel and 
the “Know How” gained in over 76 years of Sram © Gqume Mend Cap Paint Get Gesows © Wendin Sot 
Screws ®@  Fillister Head Cap Screws a Flat ow 
° * * “ " Scr s @ T Pins @ Milled Studs @ Semi-Finished exa 
continuous operation, Chicago SAFETY PLUS vovng: ll Steel sme Brass ° Semi-Finished Ranunen Cas 
tellated Nuts 
Products are more than ever MADE TO MAKE_ 
PRODUCTS BETTER. 
With increased inventories of sturdily pack- 
aged, clearly labeled screws, you'll find greater , he C H I CAG 0 
"a profit in stocking and selling Chicago Products. S CG R EW Cc 0 M PA N Y 
For service—for quality—for cooperation— 
for ion— i i 
protection—buy the line that is SOLD TO 2701 WASHINGTON BLVD., BELLWOOD, ILL. 
SERVE INDUSTRY BETTER—through Jobbers Established 1872 





—Chicago “SAFETY PLUS”. 
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Johnson's Wax Floor 
Maintenance Kit 


S. C. Johnson & Son, Inc., Racine, 
Wis., offers a floor maintenance kit 
with illustrated step-by-step instructions 
on how to care for floors. Includes in 
one package all necessary supplies to 








proper maintenance of all types of 
Maker says there is enough 
floor cleaner and water resistant Brown 
Label no-buff floor wax to clean and 
wax more than 7500 sq. ft. of floor. 
Kit also contains a large cotton applier 
head and an instruction card that tells 
the best way to clean and wax surface. 


floors. 


Also included are six time and moriey 
saving tips, which tell how to sweep, 
mop, touch-up, polish, rewax and a few 
important “‘don’ts.” Suggested to re- 
tail for $11.90. 


Outdoor Knife Display 
Robeson Cutlery Co., Perry, N. Y., 


offers an unusual outdoor knife display 
designed in the shape of a bear. In 
three colors, it features 10 assorted 
patterns of sheath knives and folding 
outdoor knives. Overall size is 27 by 
15 in., and the display is furnished 
without charge when the dealer buys 
the complete Alaskan guide knife deal. 
Can be used in a store window, mount- 
ed on a back wall, or placed on a 
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counter. Assortment includes folding 
fishing knife, several patterns of skin- 
ning knives and the combination sets. 


Siz Sell-Sprey 
Products 


Plasti-Kote, Inc., 425 Lakeside Ave., 
N.W., Cleveland 13, Ohio, offers Sprazit 
a complete line of six self-spray prod- 
ucts. Packaged for push-button dis- 
pensing, the line includes a hand fire 
extinguisher, insect killer, moth proof- 
er, air conditioner and deodorant, plas- 
tic spray and an auto and furniture 
wax. Fire Extinguisher throws a 12 
to 18 ft. stream of non-deteriorating, 
non- evaporating Underwriters’ —ap- 
proved carbon tetrachloride. A 16 oz. 
can retails for $1.49 or three for $4.35. 
Insect killer contains Pyrethrum, DDT 
plus Methoxychlor, Dupont discovery. 
Said to be non-staining, non-toxic and 
non-inflammable. A 12 oz. can, selling 
for $1.69, is reported to be good for 
75-room applications. Scented with 
pine, it is claimed to be equally good 





for flying and crawling insects. Moth 
proofer contains MTX formula with 
Methoxychlor. Cedar scented spray is 
said not to shrink fabric or cause col- 
ors to run. Single treatment is said 
to last a year. Twelve oz. retails for 
$1.98. 
neutralize stale offensive air in two sec- 
onds. Twelve oz. size retails for $1.98. 


Air conditioner is designed to 


Plastic spray provides a protective coat- 
ing for wood, leather, metal, paper and 
canvas. Simple to apply, sets almost 
instantly and dries hard in less than 
10 minutes, says Plasti-Kote. Auto and 
furniture wax provides a hard lustrous 
finish, without rubbing and _ polishing, 
it is said. White dust indicator warns 
against over spraying. Large size, con- 
taining enough for two cars, sells for 
$1.98. 


Kilgore ‘Bronco’ 
Toy Cap Pistol 
The Kilgore Mfg. Co., Westerville, 


Ohio, is introducing a toy cap pistol, 
the “Bronco.” Six shooter model, it 
uses Kilgore No. 108 disc mammoth 
caps. Features a new loading feature, 
“Swing-Out” cylinder. Die cast of 
zinc alloy, finished with blue-white 
Chromate plating. Engraving combines 
scroll work with action scenes. Plastic 
grips are deeply embossed with western 
saddle and boots. Individually packed 
in the Kilgore red, white and blue box. 
Each weighs 13'%4 oz. Hammer at half- 
cock acts as safety. Total length is 8% 
in. Suggested to retail for $1.50. 


Behr-Manning | 


Abrasive Booklets 


Behr-Manning Corp., Troy, N. Y.., 
offers the “Abrasive Guide” for Floor 
Sanding Products which is a complete 
net price guide on Resinized Speed- 
Grits paper and combination. Includes 
packing standards, how to order infor- 
mation, chart of floor sanding opera- 
tions, application and product illustra- 
tions. Also available is the “Dealer 
Guide” with 36 illustrated pages with 
net prices, in all quantity brackets, on 
coat abrasives and Norton abrasives oil- 
stones and abrasive specialties. 


Baseball League Models 
Bersted’s Hobby-Crajt, Inc., Mon- 
mouth, IIl., offers a set of big league 
models for making lifelike art models. 
Complete with molds for an umpire, 
batter, catcher and pitcher ready to 
play ball, plus molding powder and 
Baseball kit No. 56 is 


the name of the set. 


water colors. 
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Hand Tool Buyers Everywhere Find The BEST BUYS in the 


INDESTRO CATALOG 


As an experienced tool buyer you will be struck by the wide 














selection and sound values you'll see in the Indestro Catalog. 
Mechanics the world over share that view, too. They buy 
where the complete Indestro line is offered, they buy on 
sight from the Indestro Display Boards. They swear 


by—not at—Indestro Tools, for they've found that 





these fine tools are backed by long experience in tool 





making, by constant improvement in design and 
materials, and by a bona-fide guarantee of materials 
and workmanship . . . the kind of cools that 


satisfy, and build business! 


Get the big, colorful, FREE Indestro Catalog, 
start Indestro profits your way right away! 
INDESTRO MANUFACTURING CORP., 
North Kildare at Schubert, Chicago 39, III 














MR. DEALER: 
SENSATION’S LOW COST ELECTRIC MOWER- 


IS A SURE 
PROFIT BUILDER—- 


The tremendous market for power 
mowers has scarcely been touched. We 
designed our Model B 17 E electric to 
bring power mowers within the reach 
of your big market — the city home 
owner with the 50 or 60-foot lot. The 
B 17 E is every inch quality built. It 
cuts grass faster ... eliminates raking 
... reduces hand trimming. It's easy to 
demonstrate, easy to sell. Let me send 
you my message on Spring and Summer 
Profits today. 


WH. Phelps, | 2&te \ Tega 3 


: Box HA 649, Ralston, Nebraska 
President T : : 
o D A Y | would like details on how we can increase sales and profits with 
For Sensation’s 


Sensation gasoline and electric mowers. Please send me your folder 
Spring and Sum- 








on Spring and Summer Profits 





mer Profit Name 
Message. Firm 
Address 
City State 
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Gibson Electric Ranges 


Gibson Refrigerator Co., Greenville. 
Mich., is making two electric range 
models, model A and C, the former 
with a list price of $179. 95 has a full- 
width, 40 in. table top cooking surface 
with over three sq. ft. of work space. 
Surface units provide seven measured 
heats for every surface cooking need. 
Equipped with six qt. deepwell cooker. 
Gibson concealed oven vent carries 
vapor from the oven to the right rear 
surface unit where it is dissipated. 
Both have a high speed banquet size 
oven, 16 by 16 by 20 in. which cooks 
complete oven meals for 12 people and 
offers speedy preheat, plus a waist-high 








smokeless broiler with a sanitary oven 
tray at the bottom to catch spill overs. 
Model C offers in addition to the fea- 
tures of model A, a combination lamp, 
clock and minute watchman. The latter 
has a bell that rings to signal that 
cooking time is up. Model C, priced 
at $219.95 has four cu. ft. storage 
space for pots and pans. Complete 
oven flexibility is achieved by two 6- 
position reversible shelves which may 
he positioned for properly broiling all 
thicknesses of meat. or for baking or 
roasting foods which require maximum 
oven capacity. 


"Householder Kit’ 


Fairchild Industries, Inc., Burlington. 
Vt., offers the model F-149HK “House- 
holder Kit.” 


$26.25, it consists of Fairchild’s all-pur- 


Suggested to retail for 


pose portable electric tool with attach- 
ments such as a grinding wheel for 
sharpening knives, tools; furniture o1 





WHAT'S NEW 








woodwork polisher and sander, a one 
gal. capacity paint mixer, four high- 
speed twist drills of assorted size plus 
a countersinking burr, horizontal stand 
for stationary operation and a_ wire 
scratch brush for cleaning metals of 
stains, rust or paint. Complete unit 
is contained in a fitted metal box with 
carrying handle. 


'Wak-Em' Fire System 


Davis Mfg. Co., Plane, IIL. offers fire 


protection for home and farm in the’ 


“Wak-Em” fire alarm system operated 
through a series of highly sensitive heat 
detectors connected in circuit to a loud 
four in. fire alarm gong. Complete kit. 
containing the alarm gong and _ five 
heat detectors is said to be sufficient to 
handle the average house. Heat detec- 
tors are highly sensitive thermostats 
mounted in thin brass housings. Brass. 
acting as a fast heat collector, accel- 
erates action of thermostat. Each de- 
tector is said to protect 225 sq. ft. of 
floor area. Suggested to retail for 
$11.95, the system is approved by Un- 
derwriters Laboratories. 


Outboard Motor Cover 


The American Pad & Textile Co.. 
Greenfield, Ohio. offers an outboard 
motor cover featuring a padded lining 





for protection for the motors. Ta-Pat-Co 
cover 125 is made from water repel- 
lent duck. Equipped with a No. 6 
sash cord drawstring around bottom 
opening for snug fit. Enables users to 
carry motors to and from boats without 
getting dirty. Available in olive drab 
color and fits all motors regardless of 
H.P., says maker. 


‘Soilfume-Caps’ 


Niagara Chemical Division,’ Food 
Machinery & Chemical Corp., Middle- 
port, N. Y.. offers Soilfume-Caps con- 





taining 100 per cent ethylene dibromide 
in capsule form which are said to 
control wireworms and nematodes in 
garden and greenhouse soils. Caps are 
claimed to be rugged and safe to use. 
Available in bottles containing 100 and 
200 capsules respectively. Directions 
say to deposit the capsules 12 in. apart 
or above. 
Capsules should be planted about 4'2 
in. deep in a hole, which is repacked 


in moist soil of 50 deg. F. 


with soil. When capsule ruptures, the 
content diffuses laterally from the point 
of planting down 10 in. and up to the 


surface. 


Lau 'Niteair' 
Window Fan 


The Lau Blower Co., Dayton 7, Ohio 
is making the “Niteair” window fan 
which draws in fresh air and expels 
stuffy air. The 24 in. fan moves 3883 
CFM and the 30 in., 5475CFM. On-off 
switch is fitted in the cord. Size 24, 
is 31 in. long, 26'% in. high and has a 
depth of 6 in. 
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'Cee-Tee’ Port-Air-Biit 










Compressor 

Cetee Mfg. Co., 2555 Dorr St., To- 
ledo 7, Ohio, offers the Port-air-bilt apts 
compressor which with all its acces- vy 
sories is suggested to retail for $135. . 

; aaae splee ; \ 
Without it retails for $120. Optional f} P i 
accessories include one lb. grease gun. ’ lo 
automatic grease pump which fits on 7 68 _ 


~ 





25 or 50 Ibs. grease container and a 
three gal. paint tank. The unit weighs 
50 Ibs. and displaces five cu. ft. of 
free air per minute at working pres- 
sures one can range from 10 to 100 








WIRE MESH cng, 
ita v, i. 


JUST PICK ONE 


N 


lbs. per sq. in. by adjusting pressure 
regulator on the surge tank of this 
piston-type single cylinder air com- 
pressor. Maker reports this portable 
unit when set on its floating base will 








f 





romide not creep away no matter how rapid 
i P ye *“noine is ’ 
aid to the speed of the Lauson gas engine is. FROM DOBECKMUN'S 
des in Has a 2 in. bore, one in. stroke, 3000 j 
ips are to 3600 RPM range. Piston displace- 3-WA y CHOICE 
to use. ment in cu. ft. of air per minute is y 
0 and 945 to 6.53. Engine blower is said 
ections to provide ample air movement for cool- : 
. apart ing engine and compressor in any cli 
above. mate. May be used as a portable paint 
ut 41. spray, tire pump, pressure greaser. blo- ~ . , 
Bs . ; igen Ag Three glass substitutes for your customers to choose from . . . 
racked gun, crop or cattle spray. “ a E > : 
en a complete line that meets every need ... that’s Dobeckmu:’s 
. point 3-WAY CHOICE. 
so Judd 'Six-Way’ . - taieaass steel 
ths. y SUNFED the best dellar-for-dollar value in its field. 

Drapery Fixture pDOPLEX*-—-for high quality and 30°, longer life than 

H. L. Judd Co., 87 Chambers St.. ordinary glazings. 
New York City 7, is introducing the WIRE MEsSH——strong, 10-mesh construction, galvanized wire 


Judd six-way drapery fixture with a non- 


; iy with extra heavy plastic coating, it carries a 3-year guarantee. 
rusting off white enamel finish that is t t ory § e 5 e distaste. sais 


Ohio sprayed on and baked. Designed to All three come in a handy, 3-roll dispenser and display for 
vy fan make small windows in any room look quick comparison of prices and quality. 

xpels larger ider ¢ ioher. ¢ , . ’ ; . , 
ste ger. wider and higher, and may be You step up your sales and cut down your invenfory with 
3883 adjusted to suit each problem. Made ee ee ; ; hi : 
n-off of steel, rod size may be changed from Dobeckmun’s 3-cHomice LiNE. This adds up to a higher turnover 
e 24, 16% in. to 24 in. so two ft. may be on lower investment— more profit for you. Ask youg whole- 
as © D > ; . i » i Ta M } , 

has a added to width of a window. Proje saler for samples, prices and details on Dobeckmun’s fast- 


tion from window may be adjusted 
from 215 to 5% in. Window cleaning 
is simplified as drapes can be slanted 
away from windows. Retail at $1.79 


moving glass substitutes. The Dobeckmun Company, Cleveland 1, 
Ohio. West Coast Division, Berkeley 2. California. 


The first and largest manufacturers of laminated plastic glazing 


per pair. 


*Trade Mark 
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SouTH Bend Croquet! 





Families with a reason for using 
their yards are more likely 
prospects for outdoor items. 
And a popular reason for yard 
activity is the great family 
game 





South Bend Croquet. 

So, build your window and 
interior displays of yard equip- 
ment around South Bend Cro- 
quet. This tie-in can furnish 
a wealth of suggestions to cus- 
tomers and more sales for you. 


Show This Book, 


16 page, 2-color bbok— 
““How To Play Croquet” 
—describes complete his- 
tory and rules of game — 
25c list. Quantity dis- 
counts to dealers. 





SALES REPRESENTATIVES 
Eastern—Julius Leyenson, 7 E. 17th St., N. Y. 
Southern—-L. Willfims & Co., Nashville, Tenn. 
Midwest—South Bend Toy Mfg., So. Bend, Ind. 
S. Cali}. & S.W.—Anderson Sales Company, 

730 W. 10th Place, Los Angeles 15, Calif. 
No. Calif.—Standard Toy Agencies, 718 Mission, 
San Francisco, Calif. 
Denver & Pac. N.W.—Leo Scherrer, 
93rd St., Seattle 7, Wash. 


SOUTH BEND TOY MFG. CO. 
SOUTH BEND 23, INDIANA 


(SOUTH BEND 


‘ 


2840 W. 


AMERICA’S FAMILY GAME 
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Screw Driver Kit 


A screw driver kit which includes a 
handle and five different interchange- 
able shanks enabling the user to ser- 
vice screw driver needs from light to 
medium heavy both 


sizes, including 








Slot of screws is available. 


Phillips 
Vacombo screw driver kit No. ZB 50, 
this set consists of a 1 by 3-96 in. shock 


and break proof Amberyl fire-safe 
handle, designed for hand comfort, with 
the following blades: 4s by 4 in. out of 
handle, 3/16 by 4 in. out of handle; 
1, by 5 in. out of handle; No. 1 Phillips 
point 4 in. out of handle and No. 2 
1 in. handle. A 6 in. 
extension may be purchased to fit in 
the extra pocket, thus providing 10 
tools instead of five for 70 cents extra. 
Blades are made vanadium 
steel, oil tempered for longer life and 
and are bright cadmium 
Kit comes in a seven- 
holder with tie lace 

makes a compact 


Phillips point 


of chrome 


better service, 
rust-proof plated. 
section leatherette 
when rolled 
unit easily carried in a pocket. Sug- 
vested to retail for $2.95. Vaco Prod- 
ucts Co., 317 E. Ontario St., Chicago, 


TL 
seniioe Cutting Board 


The Wooster Rubber Co., Wooster, 
Ohio, offers a combination “Handimat”- 
board. Ribbed, heat-resistant 


which 


cutting 


i 


ae a 





16 by 20 in. Handimat cushions kitchen 
work surfaces, protects dishes and glass- 
ware and tones down kitchen noise, says 
maker. When turned over, it presents a 
utility cutting board, which slides out 
for cleaning. A table of kitchen mea- 
molded into the Handimat. 
marbleized, black, 


Suggested to 


sures is 
Available in red, 
blue, yellow and green. 
retail for $3.75. 


| 
| 





WHAT'S NEW 








Oxco ‘Pet Set’ 
The Ox Fibre Brush Co., Frederick, 


Md., offers a pet comb and two brushes 
as the Oxco pet set. Includes the 
which contains over 100 
round-end wire bristles mounted in 
live rubber with a hardwood back and 
Designed for straightening out 
Mast 
pet comb is a one tined, 
rustproof metal comb with hardwood, 
palm fitting handle, designed for comb- 
ing out matted hair and burrs in the 
pet’s leg and tail “feathers.” Smoothie, 
is a soft resilient fibered military-style 
a gloss or 


brush-comb, 


handle. 
snarls and stimulating circulation. 
piece, wide 


ideal for putting 
sheen in the animal’s coat, 
to the maker. Set is offered to the 
trade in a deal which consists of one 
doz. of each style and a free 72 sq. in. 
counter display, printed in three colors. 


brush, 
according 





Improve your pet's heetth 
ond 


“ 
ct - 
8 << VF .ALZ Vi 
oa SiS on 


SMOOTHIE PET COMB 








Deal is packed in a single master car- 
nine lbs. Retail value 
East and $21.25 in the 


ton weighing 
is $18, in the 
West. 


Red, Yellow 
Sprayer Display 

W. R. Brown Corp., 5722 Armitage 
Ave., Chicago 39, Ill., offers a red and 
yellow three dimensional display for 
“Speedy Sprayers.” Copy and illustra- 
tions on front and side panels point out 
uses and advantages of sprayer. Com- 
plete unit itself sets in space provided 
for it at base of wide center panel. 
Available upon request from dealers. 
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THE E-Z CORN POPPER— | 
THE ORIGINAL ROTARY POPPER || 
Available in Both Gas and Electric Models 


A leader in sales. Quality 

@ins* Lpp and design have made it 
the leading POP CORN 
“Tgp POPPER for 25 years. 
| 1,000,000 sold. | 









proved — often imitated but never equalled. 


Models A&C Blue Steel 
Models B&D Chrome Steel 


FIVE OUTSTANDING FEATURES 


1 Concave bottom which makes unpopped corn roll 
to the center directly over heat. 


2 Propeller type agitator designed to ride bottom, 
roll the kernels and prevent scorching. 


3 Cover latch designed so lid can be raised without 
burning fingers. 


4 Wood Handle does not get hot. 
5 Nine Inch Bottom fits all types of stoves. 


ASK YOUR JOBBER 
O.S. KEENE MACHINE CO., INC. 


P. O. BOX 70, MIDDLEBURY, IND. 


























When Handled By COSMOS 


The timing of a foreign shipment requires the same consideration 
as does a commuter who uses several types of vehicles when he 


goes to work. To know the exact time of departure of trains, 
planes and ships all over the world requires an international or- 
ganization. This is just one of the many operations attended 
by Cosmos for their clients. 


Nearly half a century of service as world-wide 
Foreign Freight Forwarders and Customs Brokers 
Write to Dept. HA-6 for full particulars 


COSMOS SHIPPING COMPANY, INC. 






8-10 Bridge Street, New York 4, N. Y. 
Tel.: Whitehall 3-6182 Cable: SHIPCOSMOS 


BRANCH OFFICES: Chicago @ New Orleans @ Baltimore @ Los Angeles 
Buenos Aires @ Rio de Janeiro @ Sao Paulo @ Montevideo @ Caracas 
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<>> tackle 


as featured 


In Leading Stores Everywhere 
4 > 


Builds Volume Tackle Sales 
and Profits 


Take a sales and profit tip from some of the country’s 
most successful tackle dealers — display and feature 
H-I fishing tackle. Let the complete, nationally adver- 
tised H-I line—“for every fisherman and every kind of 
fishing’ —build bigger-than-ever tackle profits for you. 
Order direct for immediate delivery. 


HORROCKS IBBOTSON CO. 


UTICA, N. Y. 





Manufacturers of the Largest Line of Fishing Tackle in the World 


and displayed 





y 
Abercrombie & Fitch 
New York City 








Bristles and Brushes 


American Brush Manufacturers As- 
sociation, 505 Arch St., Philadelphia 6, 
Pa., offers a book entitled, “Bristles 
and Brushes,” written by Merrill Deni- 
son. Important facts about brushes, de- 
velopment and origin of the industry 
and how it was mobilized as part of 
the industrial war effort. Illustrated, 
it is valuable to anyone connected with 
sales or use of brushes. Published by 


Dodd, Mead & Co. 


Horizontal 
Centrifugal Pumps 


Peerless Pump Division, Food Ma- 
chinery & Chemical Corp., Los Ange- 
les 31, Cal., offers an augmented line 
of horizontal centrifugal pumps for gen- 
eral purpose pumping of water and al- 
kaline fluids at temperatures up to 
300 F. Designated as Peerless Type A. 
the line of pumps is of single stage, 
double suction, split case design and 
is available in sizes from 14 to 48 in. 
All types of drives may be employed. 
Regularly furnished in cast iron but 
may be obtained in steel, bronze or 
other alloys. Case of type A is split 
at the center line of shaft enabling 
upper case and rotating element to be 
inspected or removed without disturb- 
ing pump alignment or piping connec- 
tions. Upper half of case is provided 
with water seal pipe to the stuffing 
boxes air vents and lifting eyes. Each 
stufing box utilizes from five to six 
rings of graphited, braided asbestos 





packing. Grease lubricated ball bear- 
ings are provided with exception of 30 
in. size and above; these being equip- 
ped with babbitt lined sleeve bearings 
and ball thrust bearing. 


Scharf 'Magnelite’ 
Level Display Stand 


The J. H. Scharf Mfg. Co., Omaha. 
Neb., offers a display stand with the 
purchase of two 24 in. one 28 in. and 
one 30 in. Magnelite levels. The 
Magnelite level frame is of extruded 
magnesium alloy. Frame is said to be 
unbreakable. Levels have the die-cast 
vial assembly which is said to be strong 
and rigid. Adjustable, they are built 
in lengths of 24, 28, 30, 42. 48, and 
72 in. 
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WHAT'S NEW 











Crosley's Shelvador 


Crosley Division, Avco Mfg. Corp.. 
Cincinnati, Ohio, offers a full seven cu. 


ft. capacity refrigerator suggested to 
retail for $199.95. Offers 20 !bs. of food 
freezing and storage capacity at near 
zero temperature along with the Shel- 
vador feature. AA-7 occupies the same 
floor space as the four cu. ft. box 
model. A similar model was introduced 
early this year with sales restricted to 
apartment house installations and now 
with minor modifications is being re- 
leased for dealer sale. 


Furniture Pattern 
Dispenser 


Klaus Grabe,. Inc., 132 Front St., New 
York City 5, is introducing a self service 
dispenser which is also its own counter 
display. Unit contains 100 patterns 
covering 21 different pieces of home 
furniture. Each is a giant illustrated 
sheet providing step by step instructions 
for building, beginning with the pur- 
chase of necessary wood, hardware and 
other supplies right on through actual 
Patterns retail for 75 


assembling. 
cents, 








Gasoline Engines 

Cushman Motor Works, Inc., Lin 
coln, Neb.. offers commercial models of 
the Husky air-cooled engines used in 
the motor scooters as basic power units 
for farm and industrial installations re- 
quiring four cycle single cylinder engine, 
clutch and transmission equipment. 
Available in three models, M6, 1.5-3.0 
H.P., 12.3 cu. in. displacement, M7, 2.3- 
1.6 H.P., 14.9 cu. in. displacement and 
M$, 2.8-5.2 H.P., 17.8 cu. in. displace- 


ment with either clockwise or counter- 





clockwise rotation, adjustable taper 
roller main bearings, automotive pre- 
cision type connecting rod bearings, ad- 
justable flyweight type governor fully 
enclosed and high voltage magneto. All 
have the same external dimensions and 
component parts are 90 per cent in- 
ierchangeable. Rope starter or kick 
starter may be furnished. 


Amerock Offers 
Sound Slidefilm 


“The Amerock Profit Parade” is the 
title of a new full-color 35 m.m. sound 
slidefilm completed by the Atlas Film 
Corporation for the American Cabinet 
Hardware Corp., Rocktord, Ul. It is 
an interesting story of a wholesaler 
salesman. Bob Curtis, who sells the 
complete line of Amerock Cabinet Hard- 
ware to one of his dealers, Frank Wells. 
by demonstrating the original and ex- 
clusive features of Amerock. The film 
is intended primarily as a sales train- 
ing course for wholesaler salesmen and 
not only spotlights the selling features 
and sales helps of the Amerock line, 
but also includes many valuable sales 
tips for salesmen that can be of use 
to them in selling other lines of mer 
chandise. Dealers, too, will find this 
slidefilm of real interest as it contains 
many valuable ideas for the sale and 
promotion of hardware. A complete 
showing takes approximately 25 min- 


ites, 
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CHICAGO’ 5...0 WE.. 
DISPLAYS 


A COMPLETE POWER 
TRANSMISSION 


) DEPARTMENT 
\> <y ‘Right at Your Fingertips” 
The No. 60ST-P pulley dis- 
play gives you a complete line 
CHICAGO | of the 57 fastest selling ‘A’ sec- 
0 ] tion pulleys . . . sizes range from 
ia 11/," to 10" in diameter . . . bore 
: we ve | sizes come in 1/7"-52"-%" di- 
| i { ameters. 

There's no more hunting thru 
drawers or on shelves .. . all items 
are clearly marked and in full 
id i i view. 
eee This attractive display is finished 

Lal } in red, white and blue, and re- 
quires a wall space only 16" wide 


GB) 






cee eieili © ide 


' 


= A-ha 


ee heotie payavrr ever ny) by 36" high. 
pd aid ap ised eh $2 5 80 ae 
“5 siqeeraenes RETAIL VALUE $43.00 

*(See how you can save 74,% more) 


CHICAGO 


The No. 40ST-O display features 
75 assorted pieces including couplings 

. bearings . . . pillow blocks... 
adjustable hangers . . . shaft collars, 
etc. all for t.h.p. drives. 

This display will make your store 
the headquarters for home, farm and 
factory transmission supplies ... there 
are no dust catchers here ... all items 
are proven sellers. 

Finished in red, white and blue and 
requiring a wall space only 13" wide 
by 25" high this attractive display 
will sell for you. 


$2 8905 DEALER'S 
— NET COST 
RETAIL VALUE $46.75 


*(See how you can save 7V%,% more) 








The No. 80ST-M mandre! 
display offers you 7 of the 
fastest selling mandrels. 


There are models for saw- 

. for farm... home... and 

for farm ... home .. . and 
factory use. 

Featuring this display will 

increase not only mandrel sales 

. but pulley, belt, saw and 

j buff sales will increase as well. 

! The display is 16" wide and 

32" high and is finished in red, 


white and blue enamel. 
DEALER'S 
$225 NET COST 
RETAIL VALUE $37.80 


{ *By ordering one each of the 
above displays you save 72%. 

{ Now you can have a complete 

i transmission department for 


only $70.79. 





MFG'D BY 


DIE CASTING MFG. CO. 


2510-14 WEST MONROE STREET 
CHICAGO 12, ILLINOIS 
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Your Billings Wholesaler is 
Preparing NOW! Look for him! 











MORE PROFIT 
with 
Lafayette 


Made Right 
Priced Right 


FOR HOME AND 
FACTORY USE 


Made of finest quality heavy gauge 
alloy steel, properly tempered to with- 
stand hard usage in home workshop 
or factory. Each blade attractively 
packaged. 

Deliveries promptly made from fac- 
tory stock. Mail and phone order 
shipped pronto. 


DEALERS! 


Step up saw profits with the 
competitive Lafayette Line! 
sell quality at a price! 


write for free data sheet and price list 


LAFAYETTE SAW & KNIFE, INC. 
115 Banker Street, Brooklyn 22, N. Y. 
Manufacturers of 


Circular Saws—Band Saws—H. S. Planer & Jointer Knives 
—Moulding Blanks—Beveled Edge Shaper Steel —Dado Sets 





Soilax Formula 


Economics Laboratory, St. Paul, 
Minn., offers an improved formula for 
the household detergent Soilax which 
contains polasol which is claimed to 
force the breakdown of dirt concen- 
trates and hold them in solution rather 





than permit them to redeposit on its 
washed surfaces. It is combined with 
a new group of phosphates to provide 
more rapid cleansing action. Maker re- 
ports it will not irritate skin tissues 
or produce soreness. Package has been 
redesigned to include a metal pour 
spout. To prevent waste makers have 
developed a color signel—as the user 
adds the pink powder to the solution 
the water turns green when proper mix- 
ture is reached. When too much is 
added, turns yellow. 


Merchandising Kit 
For Aluminum Nails 


Nichols Wire & Aluminum Co., 1725 
Rockingham Rd., Davenport, Iowa, has 
designed a merchandising kit to aid 





sell Never-Stain aluminum 
{t consists of four color easel, 
sample of Never-Stain nails, news- 
paper mat, pick-up cards, leaflet and 
other literature packed in a large en- 
Entire kit was designed to 
acquaint the consumer with some of 
the advantages offered by aluminum 
nails in applications where the elim- 
ination of nail stain is desired, as on 
wood siding, wood shingles, asbestos, 
shingles, roofing, dry wall board and 
rock lathe. 


dealers 


nails. 


velope. 


WHAT'S NEW 


'W hiz-Saw' 


The Forsberg Mfg. Co., Bridgeport, 
Conn., is introducing the “Whiz-Saw” 
portable power cutting tool which fea- 
tures a universal fractional H. P. motor 
which delivers 50 cutting strokes per 
minute and cuts through material up 
to an in. thick, according to maker. 
Blade permits cutting directly through 
material without drilling a_ starting 
hole. Blade also is designed to cross 
cut or rip and cuts intricate curves 
Blades are 





allowing 4 in. radius turns. 





make a 


Claimed to 
quick clean cut through all types of 
wood; also can be used to cut plastic 


interchangeable. 


fibre, 


masonite, etc. 


sheets, hard rubber, asbestos 


board, bone 


New Chester Hoists, 
Trolleys Catalog 


The Chester Hoist Division, (Lisbon, 
Ohio), of The National Screw & Mfg. 
Co., has issued its catalog No. H449, a 
20 page booklet. Included are eutlines 
as to proper types of equipment for 
varied types of service and data as to 
list prices, capacities, etc. Illustrated 
are a wide variety of types of hoists, to- 
gether with parts for hoists and trolleys. 


Wallpaper Tool Kit 


American Brush Corp., 113-119 N. 
Franklin St., Chicago 10, IIl., offers the 
“Craftway,” a wallpaper tool kit which 
permits the layman to wallpaper with 
ease and at low cost, says maker. Each 
kit contains step-by-step instructions, 
excellently illustrated so that each op- 
eration may be quickly followed. In- 


cludes wall scraper, paste brush, 
smoothing brush, casing wheel and 
seam roller. Suggested to retail for 
about $1.79. 
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i A REAL ROACH KILLER! 


Black Flag Roach Spray Solves the Roach Problem— 






















IT'S A MERRY WHIRL AS YOU SPIN 


Bridgeport, Recommend it to your customers with confidence ALONG WITH AKRON. AKRON CAB- 
‘Whiz-Saw” Contains chlordane! prewe e INET HARDWARE HAS AN UNBREAK- 
which fea- mel ABLE RECORD FOR MORE DOLLAR 


VALUE, MORE SALES & MORE PROFIT. 
JOBBERS & DEALERS WILL ENJOY THE 
SWEET MUSIC OF THE CASH REGISTER 
WITH AKRON RECORDS OF DOUBLE 


. P. motor onee o More 
‘a |] Few Roach Spray 


seat |) Eefective than DDT 












ly through ‘ou can rid your ho ot nd forever TURNOVER .... : 
a starting 4 Now 7°" ~ . vouch quick -k Flag 
+ Pitre : gisease Dentin ed pl ices with Black ple @ WRITE FOR DETAILS AT ONCE @ 
> Simply “Roach Spray. lt Wear act. Dooms DO NOT DELAY... 
— Speci alls: -hes O 2 
eae ae $ Specie ills roaches Om oe ug, £0 PLAY IT THE AKRON WAY 


bedbugs 4 


acl icide more 
e, mir 


ants, spiders: e insect 
d 





° ~ 1; n rote : rP ‘. in- 
— oe T for killing crawling 
active than , 
effect \\ kind anteed to kill 


i . 
xh spraying is guar 


»yvent re- 
72 hours and preve! 


-{ree 
ag Special 
a Sold Special 


, -h Spray 
Roach = ves every” ROACH sP 


- here. : 
» make a ee ea —* oe q ce 
ae a Advertised in Saturday Evening Post + Look AKRON HARDWARE MFG.CORP, 


. ’ no 1 ' 
ut plastic American Weekly Holland's LONG ISLAND CITY | NY 


asbestos JL BOYLE-MIDWAY INC, 22€. 40th St., N. 1 

















MARK PRICES CLEARLY 
WITH 


SYatsOe 
METAL MARKER 


- (Lisbon, 
w & Mfg. 
. H449, a 
> outlines 
ment for 
ata as to 
llustrated 
hoists, to- 
1 trolleys. 


3-119 N. 
offers the 
<it which 
ape HELLER STORE FIXTURES ARE THE BEST 
er. Each 


tructions, COMPARE HELLER FEATURES BEFORE YOU BUY 





Customers need not 
guess, or wait to ask prices when articles are 
clearly marked. Blaisdell Metal Markers 


— rd New Modern Styles—Better Built—Assembled & write mee! and easily on the smoothest 
wed, In- i 2 i surfaces—china, glass, plastics and metal. 
brush, Finished — Larger Selections — Conventional Marks are durable yet easily removed with 
ol eal Styles—New MULTI-LEVEL Styles. a damp cloth. 

etail for Made in 792-T Thin Black and 795-T Thick 






Free Store Planning Service Black. 


ORDER FROM YOUR DEALER or Mail Coupon for Free Sample 


Write today for huge catalog No. 49. Send us a 


Designers and manufacturers of Hardware store fixtures 
exclusively since 1891 





4 Crry, ZONE, STATE 











sketch of your store for free store plan. BLAISDELL PENCIL COMPANY ' 
i 141 Berkley St., Phila. 44, Pa., Dept. H ' 

: Send me sample of No H 

W. C. HELLER & CO. 

H NAME — 4 

1049 BRYANT ST. MONTPELIER, OHIO : ee ' 
: STREET : 

! 3 
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WHAT'S NEW 








Westinghouse 'Waste-Away’ 


Westinghouse Electric Appliance Co., 
Mansfield, Ohio, offers an improved 
model of the electric garbage disposer, 
the “Waste-Away.” Major improve- 





Fa 


ments include double edged shredding 
blades said to double the life of the 
appliance and a reversing switch which 
is reported to make the Waste-Away 
the first garbage disposer that can be 
operated either clockwise or counter- 
clockwise, It is also more compact in 
design than previous models, to permit 
easier installation in sinks. Suggested 
to retail for $124.95. Unit cleans itself 
and is said to use about five cents worth 
of electricity a month. All working 
parts enclosed. Motor housing of cast 
iron with blue enamel finish. 


Boker's Pocket 
Knife Display 


H. Boker & Co., Inc., 101 Duane 
St., New York City 7, offers a display 
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case featuring pocket knives. Made of 
polished natural birch, it is 12 in. wide, 
16% in. high and 8% in deep. Has 
stock compartment in rear of case; vis- 
ible merchandise protected by glass. 
Available to stores ordering a stock of 
% doz. each of 12 knives of their own 
selection. 


Hancock Washing 
Machine Hose 


Hancock Mig. Inc., 131-137 S. Second 
St., Philadelphia, 6, Pa., is introducing 
a new type washing machine hose that 
is said to fit any size or type faucet. 
Made of fine braided hose and is 
about 5 ft. long with 5 in. inside dia. 
Metal parts are of solid brass. One end 
has a female coupling so that it may be 
screwed onto threaded faucets while 
a rolled end rubber attachment at the 
other end allows it to fit any size faucet 


that is not threaded. Suggested to 





retail for $1.19. For those who do not 
want the female coupling, the hose 
itself is available for 98 cents. 


‘Klipper’ Power 
Lawn Mower' 


Cooper M/g. Co., Marshalltown, lowa, 
offers the “Klipper” power lawn mower 
which is equipped with Briggs & Strat- 
ton four cycle motor, rope starter and 
speed control operated by lever hand 
throttle, located at top of handle. Three 
section roller permits operator to turn 
mower easily, it is said. Self locking 
clutch is simple in design, powerful and 
eliminates wear. Enclosed drive chain 
is safe and foolproof, company reports. 
Bearings are self-lubricating and reel 
bearings are Timken made, oversize and 
protected with oil seals. Height cutting 
adjustment provides accurate adjust- 
ment from % to 2% in. Keen edge 
cutter blade is made from hardened 
high carbon, chrome alloy steel and is 
precision ground. Reel blades are 
made from high carbon chrome steel. 
Provides 18 in. cutting width. Suggested 
to retail for $125. 





Four Slice 
‘Toastwell' 


The Toastwell Co., 620 Tower Grove 
Ave., St. Louis 10, Mo., offers an auto 
matic four slice toaster which features 
a silent, accurate clock and thermostat 
control. Double silver contacts may be 
used on AC or DC. Has pure mica ele 
ments, nichrome ribbon. Bread moves 
during toasting period, which process is 
said to assure uniform toast. Has wavy 
guard wires; no pre-heating required; 
single lever control; automatically cuts 
off current; automatic bread release 





for toast inspection. Removable bot- 
tom plate for easy cleaning. All parts 
Complete 
clock and switch mechanism drop 
through bottom. 
clutch winding mechanism. Finished in 
chrome with Bakelite trim, cord at- 


may be serviced readily. 
Employs _frictonless 
Also available in two slice 


model. Four slicer is said to retail for 
$29.95. 


tached. 





Cleveland 
Drill Selector 


The Cleveland Twist Drill Co., 1242 
East 49th St., Cleveland 14, Ohio, offers 
a drill selector permitting the dealer 
to display a complete range of drill 
sizes, in minimum space. Measuring 
12 by 15 in. the “silent salesman” oc- 
cupies a little more than one sq. ft. 
of counter space and stocks all 29 
sizes of straight shank drills from 1/16 
to % in. by 64ths. Constructed of 
heavy sheet steel with gray finish. Has 
clear plastic lid. Rear half of drawer 
is not partitioned. Unit may be pur- 
chased with or without a stock of drills. 
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COSTS MORE - 
WORTH MORE 


ONE 





HAND 
OPERATION 


Opens with a Flick 
of the Thumb 


DIFFERENT 
SIZES 


Right Size and Pressure 
for Every Job 


ALWAYS 


PARALLEL 


For Better 
Work-Holding 


Today’s customers want their money’s worth before they buy. 
You can give them a full-value plier-wrench only if you have 
BMC Pressure Lock Wrenches. Here’s why your customers 
want, and why you can sell more, BMC Pressure Lock 
Wrenches: Only the BMC Pressure Lock Wrench has all these 


Write for name of nearest BMC Jobber. 


HIGH 
CARBON 
STEEL 


Smooth Black 
Finish 













GRIPPING 
POWER 


Up to 1% Tons 
Better Leverage 


CALIBRATED 
SCALE 


Shows Jaw 
Opening Size 


extra values . .. it’s six tools in one . . . adjustable pliers, pipe 
wrench, locking clamp, gripping tool, monkey wrench, and 
hand vise. The cost is but a few cents more, No. 7 — 34” Jaw, 
$2.29; No. 9—1” Jaw, $2.59; No. 11—12” Jaw, $4.89 Re- 
tail. Fair Traded. Give your customers extra value for their 
money with attractively packaged, fast counter selling BMC 
Pressure Lock Wrenches. Red plastic or steel handle grips. 
Free sales helps. 


MANUFACTURING CORPORATION, BINGHAMTON, N. Y. 














ALWAYS ON THE LEVEL 


@ Particular craftsmen like ROYAL 
LEVELS for they are quality tools, 
carefully tested to give years of ac- 
curate performance. Available in: 
ALUMINUM 
Designed to combine strength with 
ease of handling. Precision manu- 
facturing and close inspection 
assures accuracy and quality. Avail- 
able in sizes up to 48 inches. 
MAHOGANY AND OTHER WOODS 
Only the finest kiln-dried woods 
are used—weatherproofed and at- 
tractively finished. Available in all 
TILE standard lengths with choice of 
SETTERS aluminum end tips or full alumi- 
num bound. 


Order from your jobber or write — 


CARPENTERS 
BUILDERS 
CONTRACTORS § 
ENGINEERS 
MASONS 


PLASTERERS 








ROYAL OAK INDUSTRIES 


GRAND HAVEN, MICHIGAN 































JERSEY 
SHOE LASTS AnD STANDS 


The lasts are the latest 
style toe. One last espe- 
cially for ladies shoes. 
Also extra heel to repair 
all sizes of heels. Made 
strong and practical. 


14” and 20" Stands. 





THE POPULAR “STAR HEEL PLATES” 
ALWAYS IN DEMAND AND PROFITABLE 
FOR YOU TO HANDLE. MADE IN SIZES 
000 TO 6. ORDER YOUR SUPPLY TODAY. 





STAR HEEL PLATE CO. 


NEWARK, NEW JERSEY 

















0, 
MAUREY 


MULTIPLE-PURPOSE 
INTERCHANGEABLE 


BUSHING 


Offers These Many Features 


K&Simplified Stock + Greater Combina- 


Keeping tion of Bore Sizes 
% Availability — Never % One Bushing — One 
Lose a Sale! Price 


*% V Pulleys and Bush- * Elimination of tn- 
ings Individually vestment in Three 
Packed and Labeled Bushing Stocks 

% Faster Turnover Than Any Other Interchange- 
able Hub or Bushing Line 


RUSH YOUR ORDER NOW 


MANUFACTURING CORP. 
2909 S. Wabash Ave., 
CHICAGO 
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Cellar Drainer 


A cellar drainer or sump pump, 
Model 49A, features high capacity of 
4200 gals. at five ft. discharge head; 
new type vulcanized rubber, positive 
control floats; continuous duty motor 











at discharge 10 ft. and above; stain- 
shaft; bronze impeller of 
open construction; designed to be used 
in 12 in. drain tile. Suggested to re- 
tail for $49.75. Fairbanks, Morse & 
Co., 600 S. Michigan Ave., Chicago 5, 


less steel 


Set-Up Box Sales Brochure 


National Paper Box Manufacturers’ 
Association, Broad & Arch Sts., Phila- 
delphia 7, Pa., presents retail sales fig- 
ures in relation to box sales in each of 
12 leading manufacturing industries, in 
a 16-page brochure. Starts with the con- 
struction of a set-up box and uses an 
off-shade ochre to set off the most pop- 
ular types of boxes along with salient 
sales features of each. Last section of 
the book illustrates the factors that 
make for added consumer sales through 
packaging and includes an analysis of 
design, use of color and printing. 


Precision 
Hinge Setter 


Pittsburgh Plate Glass Co., 632 Du- 
quesne Way, Pittsburgh 22, Pa., offers 
the Pittco hinge setter which permits 
leveling and aligning for 
Pittco hinges used with all-glass Her- 
Device will reduce labor 
lime required in setting the checking 
floor hinges by several hrs., according 
to maker. Tool temporarily fastens to 
the checking floor hinge to permit in- 
leveling and aligning, it is re- 


precision 


culite doors. 


stant 


ported. 








WHAT'S NEW 


Pendant Baroguide 


Taylor Instrument Co.'s, 95 Ames St., 
Rochester 1, N. Y., offers a 
forecaster and temperature indicator in 
hand-rubbed solid walnut 10°4 
in. by 5 in., with 3% in. ivory tinted 
two toned simplified forecast dial. Gilt 





weather 


frame 


two-toned thermometer scale has non- 
fading Permacolor tube. Convenient 


altitude adjusting back plate insures 


Be eee 














accurate local forecast 
Packed in gift box, Walnut model, 
$13.50, Mahogany model, $14.50. 


readings. 


Hirsh Hi-Lite 
Canopy Lighting 
S. A. Hirsh Mfg. Co., 3119-21 W. 


Lake St., Chicago, 12, Ill, offers Hi- 
Lite canopies which can be used flush 











against the walls or extended as over 
hanging canopies for merchandise iden- 
tification. May be used singly or in a 
Canopies are constructed of 
steel and finished in baked 
enamel with red, blue or green trim. 
Shipping weight, 16 lbs. Comes in 
individual three ft. illuminated units, 
equipped with fluorescent tubes, Each 
three ft. unit is suggested to retail for 
$14.90. Interchangeable plastic letters 
for department identification. 


series. 


white 
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Knee Pads 
Judsen Rubber Worlcs, Inc., 4107 W. 
Kinzie St., Chicago, 24, IIL, offers its 
knee pads molded of black rubber and 
vulcanized. The have a waffle tread on 
the under surface that prevents slipping 
on wet or greasy floors.. Sponge rubber 
cushion cemented to inside surface. 
(djustable straps molded into each 
pad to provide firm fastening and to 
eliminate eyelets. Design of pads per- 
mits worker to wear them while kneel- 
ing. standing or walking. 


Nickeloid Metal 


Sampler, File Folder 


{merican Nickeloid Co., Peru, IIl.. 
offers an index to its line of pre-plated 
metals. The die-cut sampler, a four- 
page, letter size folder includes sam- 
ples of Nickeloid metals finished in 
chrome, copper, nickel and brass, avail- 
able on zinc, steel, copper, brass and 
aluminum bases. In addition to the 
actual samples, in bright and satin fin- 
ishes, striped and crimp designs, com- 
plete data is given on sizes of sheets. 
coils and flat strips available. 


Thor Washer 


Thor Corp., 2115 S. 54th Ave.: 
Chicago, 50, Ill., offers a wringer washer 
suggested to retail at $99.95. Washer 
has an eight Ib. dry load capacity, a 
six vane super agitator and a stream- 
lined wringer with har release. Also 
offered is an ironer at $59.95, which is 
an improved version of a similar pre- 
war Thor model. It is interchangeable 
with the wringer on any current model 
Thor washer and uses the washer’s 
motor and gear reduction mechanism 
to turn its roll. 
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JOHNSON 


AND WIRE COMPANY, INC. 


ee oe ee ee ee 


Philadelphia Cleveland Detroit Akron 
Houston Tulsa Los Angeles 


STEEL 


New York 
Atlanta 


Chicago 
Torcnto 





and HEALTH INSURANCE with... 


EASTERN 
COMMERCIAL TRAVELERS 


Mutual Association ¢ Direct Purchase 
No Branch Offices 
Massachusetts Company, Incorporated 1894 
Hospital Confinement Not Necessary to Receive Benefits 
ACCIDENT POLICY PAYS SICKNESS POLICY PAYS 


Why Not? Have your PERSONAL ACCIDENT 











$5,000.00—$10,000.00 $25.00—$50.00 $25.00 PER WEEK $10.00 PER WEEK 
FOR ACCIDENTAL FOR WEEKLY FOR CONFINING FOR NON-CONFINING 
DISABILITY SICKNESS 


SIC S 
Estimated Annual Cost $15 Estimated Annual Cost $24 








MORE THAI! 50 YEARS OF UNFAILING SERVICE 


Provides protection 24 hours a day when traveling, while at 
work, around the home or on vacation 


NO POLICY CANCELLED OR RATES INCREASED OR ANY 
BENEFiTS REDUCED ON ACCOUNT OF ADVANCED AGE! 


John S. Whittemore, Sec-Treas. 
Eastern Commercial Travelers 
COUPON 80 Federal St., Boston 


T o DA Y Without obligation, please send complete information and 


SEND THE 














' 
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‘ 
a application for membership to 
' 
‘ 
' 
' 
' 
' 
' 








Name 
Address ane 
City State rn 
HA-49 (No Solicitors Will Call 
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W. K. Richardson Appointed Shapleigh 
Vice-President In Charge of Sales 


W. K. Richardson, an 
tant and secretary and a director 
of Shapleigh Hardware Co., 900 


assls- 


He then joined the house as 


In 1928 he was elected 
a director and in 1929 became 


division. 


| and in 1944 was elected a vice- 
president in charge of sales. Mr. 
Woolley has no plans for the 
| future as he feels it advisable to 
His address is 6906 Persh- 
| ing Ave., St. Louis 5, Mo. 

| Mr. Richardson was formerly 
division of divi- 
sion three. 


sales manager 


PAUL WATTS, SKILSAW 

GENERAL SALES MGR. 

Paul Watts, has recently been 
appointed general sales manager 
of Skilsaw, Inc., Chicago. Mr. 
Watts a veteran of 25 years in 





W. K. RICHARDSON 
with Skilsaw, Inc., 
for nine years and has been Pa- 


| associated 
Spruce St, St. Louis, Mo., 
wholesalers, has recently suc-| Cifie Coast manager since 1947. 
ceeded George A. C. Woolley, in 
his position of director and vice- 
president in charge of sales from 
which he recently resigned. 

Mr. Wooley joined Shapleigh 
on June 10, 1901. He served 
successfuly in various depart- | 
ments all related to sales and | 
was assigned a sales territory in 
1908 in South Carolina where he 
traveled for eight years. 





PAUL WATTS 


His headquarters will be trans- 
ferred to the recently enlarged 
plant and main offices in Chi- 
cago, after 22 years in the San 
Francisco 





area, 


| tivities of 53 men operating out 
of 26 branch offices throughout 
ihe country. 








GEORGE A. C. WOOLLEY 
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| New York. 


Mr. Watts will direct the ac- | 


sales manager of the Southeast | 


general sales manager. In 1941 | 
he became assistant secretary | 


See & 


the electric tool field, has been | 


| 
| 


| 


| 
| 





E. A. BONNEVILLE 


BARCALO NAMES 
E. A. BONNEVILLE 
GENERAL SALES MGR. 
Nelson M. Graves, president | 
Barcalo Mfg. Co., Buffalo, | 
has announced the ap- | 
pointment of E. A. Bonneville as | 
general manager of Be- | 
fore coming to Barcalo, Mr. 
Bonneville was sales manager of 
the air conditioning division of 
Fedders-Quigan Corp. of Buf.-| 


of 





sales. 





falo; Manager of the kitchen 
equipment division of Crosley 
Corp., Cincinnati; and _ vice- 


president in charge of major ap- 
pliances of Times Appliance Co., 


In his new capacity, Mr. Bon- 


neville will supervise the sales, 
advertising and merchandising | 
programs in all divisions of the| 
organization. 


| president 


EAGLE LOCK PURCHASES | 
BELL LOCK COMPANY 


The acquisition of | 
the of the Bell} 
Lock line has been announced | 
recently by The Eagle Lock Co., | 
Terryville, Conn. The manu-| 
of Bell locks been | 
transferred to the main plant in| 
Terryville and key personnel has | 
been retained. According to R.| 
B. Plumb, in | 
charge of sales, the Bell lock | 
line is ready for immediate de- | 
liveries, | 


complete 
manufacture 


has 


facture 


vice-president 


| general 


E. J. PARKER BECOMES 

V.P. IN CHARGE OF MFG. 
FOR AM. HDWE. CORP. 

Evan J. Parker has been ap. 
pointed vice-president in charge 


| of manufacturing, a new position, 
| for 


The American Hardware 
Corp., New Britain, Conn. 

Mr. Parker started his career 
in 1916 with the Biddle & Smart 
Co., Amesbury, Mass. When he 


| resigned in 1929, he had attained 


the position of vice-president and 


Mr. Parker 


manager, 





E. J. PARKER 


then joined Fisher Body Divi- 
sion, General Motors, and in 
1935 was appointed resident 


manager ‘of all Fisher body oper- 
ations. From 1939 until 1941, 
he was connected with the How- 
ard Aircraft Corp., in Chicago 
as a consultant and finally as 
and general manager 
for a year. He then returned to 
the General Motors Corp., with 


|the Aeroproducts division of the 


company. 

He was in charge of ail man- 
ufacturing and production in this 
large plant throughout the war 
years from 1941 until 1946. In 
1946 he became assistant to the 
president of ACF-Brill Motors 
in Philadelphia. He ap- 
pointed vice-president in charge 
of manufacturing in 1947 and 
his ap- 
American 


was 


remained there until 
pointment with The 


Hardware Corp. 
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Rattenbury Retires as Universal V. P. and 


Secretary; Dabney New Secretary-Treasurer 


The announcement of the re- 


tirement of three veteran officials 


of Landers, Frary & Clark New | 





WILL 


H. RATTENBURY 


Britain Conn., after many years 
of service was made recently by 


| been appointed assistant 


Richard L. White at the annual | 


meeting of the directors of the 
company. The three men relin- 
quishing their posts are Will H. 
Rattenbury, vice president and 
Albert G. 


secretary ; Anderson, 


assistant treasurer and William 
E. Baker assistant treasurer. At 
the same time Mr. White an- 


nounced that Francis L. Dabney 
now of the company 
would assume the duties of the 


treasurer 


secretary. 
Mr. Rattenbury has been ac- 
tively engaged in the sales work 


of Landers, Frary & Clark for | 


many years. In addition 
these sales duties Mr. Ratten- 
bury assumed the duties of sec- 
retary of the company in 1944 
upon the retirement of Henry T. 
Burr. He started with Landers, 
Frary & Clark in 1919 as sales 


executive and became a_ vice 
president in 1921. 
Mr. Anderson, assistant trea- 


to 


surer, entered the employ of the | 


company nearly 50 years ago. He 
started as a clerk in the cost de- 
partment becoming head of the 
department in 1907 and was ap- 
Pointed assistant treasurer in 
1920. 


{ 


Mr. Baker who started with 
the company as an office boy in 
1904 has had the longest record 
of service as an officer having 
secre- 


1919. From office boy 
into the production 
planning department and _ later 
the stock department 
which he eventually headed. 
Mr. Dabney who will be both 
secretary and treasurer joined 
Landers, Frary & Clark in 1937. 


tary in 


he went 


control 


He was appointed controller in | 
March 1941 and a year later | 
succeeded to 


the office of trea- 
surer. W.H. Hansen and H. K. | 
Forbes who have been assistant | 
treasurers for a number of years | 
were elected assistant secretaries, | 
also. Mr. Hansen started with | 
the company in 1919 and Mr. | 
Forbes in 1913. 

At the annual meeting of the | 
stockholders all directors were 
re-elected as follows: Charles T. 
Treadway. Bristol: James L. 
Howard, Hartford; Harris Whitte- 
more, Jr. Naugatuck; Richard L. 


White, New Britain: Bret C. | 
Neece, New Britain; William H. 
Judd, New Britain, Henry T | 


Burr; Berlin; Noah Lucas, New 
Britain, Samuel Rodman, Hart- 


ford and Elton S. Wayland. | 
Waterbury. 

At the meeting of the directors | 
which followed the following | 


officers were elected: chairman | 





FRANCIS L. 


DABNEY | 
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| three 


of the board; Arthur E. Allen; 
president, Richard L. White; 
vice presidents: B. C. Neece, | 


Earle J. Van Buskirk; William 
J. Russell; Harold M. Parsons; 
N. Campbell; secretary 
and treasurer, William J. 
O’Brien; assistant secretaries and 
treasurers Harold K. 
William H. Hansen. 


Ronald 


assistant 
Forbes and 


E. J. McALEER ELECTS 
W. M. MARRIOTT, PRES. 
J. L. RAMSEY, V. P. 


E. J. McAleer & Co.., 1422 N. 


8th St., Philadelphia 22, Pa., 
has announced the recent elec- 


tion by the board of directors 
of William M. Marriott as presi- 
dent and John L. Ramsey 
vice-president of the company. 
Mr. Marriott first became asso- 


ciated with the company in 1936 
as comptroller. He 
vice-president in Oct., 1948, and 
at a stockholders’ meeting this 


was elected 


April, he was made a mem- 
of the board. He for- 
merly connected with the audit- 
department of the E. I. 


past 


ber was 


ing 


| duPont DeNemours & Co., Wil- 


mington, Del. 
Mr. Ramsey with 
McAleer for 25 Before 


the war he was employed in the 


has been 


years. 


capacity of a salesman, covering 
Pennsylvania. After 
in the U. AAF, 
he returned to the company and 
was appointed purchasing agent 
and manager. As _ vice- 
president the company, Mr. 
Ramsey will continue his activi- 
ties as sales manager. Ludwig 
W. Ritschel has been named pur- 
chasing agent. 


eastern 


years 3. 


sales 
of 


W. L. ADAMS JOINS 
SHERIDAN PRODUCTS 
AS GEN. SALES MGR. 


Walter L. Adams, formerly 
general sales manager for Cros- 
man Arms Co., has_ recently 


joined Sheridan Products, Inc., 


| Racine, Wis., in the capacity of 


sales manager. Mr. Adams pre- 
viously had served in various ex- 
ecutive sales capacities with Pa- 
cific Mills, Celluloid Corp. of 
America and Sitroux, Inc., prior 
to his affiliation with Crosman. 


| VICTOR LADETTO MADE 
| CONTINENTAL SCREW 
SALES MANAGER 


The Continental Screw Co., 
New Bedford, Mass., has an- 
nounced the appointment — of 





ANG 


VICTOR LADETTO 


Victor 
and Donald H.. Sleeper as assis- 


Ladetto as sales manager 


tant sales manager. 

Mr. Ladetto has been with the 
company for 
years and for the past 10 years 
has been assistant to David D. 
Davis, vice president. 


approximately 25 


Mr. Sleeper has been with the 
company for approximately 14 
years, specializing in Phillips 
Recessed Head, Thredlock, Sems 
and Holtite tap screw products. 

Mr. Davis remains as director 
ot all sale s. . 


J. G. HURLEY RESIGNS 
AS THOR VICE-PRES. 


The Jason G. 
Hurley as vice-president of 
Thor Corp., Chicago 50, IIL, has 
been Raymond J. 

| Hurley, chairman of the board. 

Mr. Hurley, who has headed 
Thor’s central sales division for 
the past year, to re- 
turn to his Chicago electrical ap- 
pliance distributing firm at 5415 


resignation ol 


a 


announced by 


resigned 


| West Madison St. 

A successor to his position at 
Thor has not yet been ap- 
pointed. 
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PAUL E. LEES WILLIAM 8S. O’CONNER 


STANDARD TOOL MAKES 
SEVERAL PROMOTIONS 
Paul E. Lees, formerly associ- 

ated with Weldon Tool Co., has 

been appointed vice-president in 
charge of sales for Standard 

Tool Co. 6900 Central Ave., 

Cleveland. Ohio. Joseph W. 

Bremer is now secretary-trea- 

surer; Williams S. O'Conner. 








sales manager; Elton Hoyt, III, 
assistant sales manager; and 
Norman Duenk, chief metallur- 
gist. Allan Carver was appointed 
manager of the New York City 
branch office. He was formerly 
connected with one of New York’s 
large mill supply organizations. 


Two years ago Tubular Aircraft Products 
Company, Los Angeles, appointed us 
national distributors for their Aero 
Overhead Garage Door. Today Tubular 
Aircraft Products is moving its garage 
door operation into this new plant. 
It was distribution that expanded sales, 
expanded production! 

If you need this same kind of 
dynamic distribution, we can give it to 
you. We distribute builders’ hardware 
and tool lines through established 
jobbers, contract hardware dealers, 
retail hardware dealers and chain 
lumber yards throughout the U. S. Our 
25 salesmen cover every major market 
in every state monthly. 

We can give your product the kind 
of distribution that has helped Tubular 
Aircraft Products and our other manu- 





ALAN CARVER 








Annoance Program Of NRHA Congress 
At Hotel Statler, Boston; July 11-14 


The 50th annual meeting of] Facts in the Profit Pattern”; 
the National Retail Hardware} dialogue by Rivers Peterson, 
Association to be held at the} managing director, Indianapolis, 
Hotel Statler in Boston, July Ind., and Carl A. Miller, direc- 
11-14, will present a program | tor NRHA, Kendallville, Ind.; 
treating the “Patterns for Profit” | loren D. Peer, San Jose, Cal., 
president, California Retail Hard- | 
ware Association, “Pricing and 
Margins”; Dr. Jules Backman, | 
| associate professor of economics, 
New York University, “The Busi- 
ness Outlet”; with the closing 


theme from several directions. 
Registration of delegates and 





guests will take place at the Ho- 
tel Statler Monday morning, 
July 11. The hardware golf tour- 
nament on Wednesday afternoon, 


a scheduled part of the activi-| #4dress being given by Dr. John facturers expand... production-wise gt 
ties, will occur at Woodland “ —" wir York pg? noted and sales-wise. We can warehouse your d 
. . or 11s sombinatior 1umor, | . a . a 
Golf Course. a rss ; 7 ete he product, advertise it, sell it! For details, € 
The Congress keynote address philosophy and economics in the a 
8 : **+ | statements he makes. drop us a line on your own letterhead. or 


“Patterns for Profit,” will be de- | 


livered by Louis L. Hill, Post- aaa Oi 


ville, lowa, president of NRHA. 
Other speakers include: John HELEN M. PEREIRA 





Giesen, director of the 
Division, Bureau of Advertising, 
({merican Newspaper Publishers’ 
(Association, New York City— 
“The Advertising Pattern”; W. 
R. Noble, resident representative, 
National Retail Hardware Asso- 
siation, Washington, D. C.,, 
“Pattern of Protection”; “Figure 
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Retail, | TO OPERATE MFRS.’ 


AGENCY IN HAVANA 

Helen M. Pereira, widow of A. 
Pereira, manufacturers’ repre- 
sentative with offices in the Bank 
of Nova Scotia Bldg., Havana, 





Cuba, has announced her inten- | 


tion to carry on her husband’s | 


business. 





ef Tka . 


INDUS ee 


1107 East Eighth Street, Los Angeles 21, California 
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Hardware 
that helps you sell 
the house! ; 










400 ADL—S-pin tumbler entry 
locking set, with deadlatch, for 
exterior doors. 


Handsome in design, beautifully lustrous in hand- 
finished brass, bronze or chrome, Kwikset Locks are a 

credit to any residence. And for economy, 
they're tops ...new low prices and fast, simple 


LOCKSETS 2-hole installation produce savings up to 20 percent! 


But that’s not the whole story on Kwikset! For 












underneath, where quality counts, these rugged locks have 
what it takes, too! Working parts are of brass stampings or 
pressure-cast Zamak No. 5, the modern high-test alloy that 
stands up under years of heavy service.* The ‘more than 


Unconditionally 
guaranteed against 
defective materials 
or workmanship! 
Over 4.000.000 
now in use! 


4 million Kwikset Locks now in use have proved it! 
There's a complete line of Kwikset residential locksets— 
available for all standard installations and in all 
popular U.S. finishes, with or without deadlatches. 
*Tensile strength, 45,400 lbs./sq. in.; compression 


strength, 87,300 lbs./sq. in.; impact strength, 18 ft. lb. 


Manufactured by KWIKSET LOCKS, INC., Anaheim, California 


JPTSS BB SBS SSS SSS SST STFS FB See eee eB eee eee Se SBS SS SS SS SSB BSS SS Se See ee eee ee ee 


Distributed by Please send me complete information on Kwikset locksets and name of my 
nearest dealer. NOTE: Openings for distributors are still available in a few 
PETKO INDUSTRIES, INC. select territories. Write for rom HA-2 
1107 East Eighth Street a __Company___ 
Los Angeles 21, California Street & No. ity — 
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E. P. KELLY, PRESIDENT in 1919, and since, 


has pro-| ent medicines, insulation, floor-| L. H. INGRAHAM JOINS 
7 . - | OS 
PEASLEE-GAULBERT gressed from office worker, sales- | ing, caskets and groceries. DRESDEN MFG. CO. 
E. S. Phillips, president of | ™4™ district sales manager, gen-| His attention will be concen- | AS SALES MANAGER 


Devoe & Raynolds Co., has an- eral sales manager, vice presi-| trated on the states of California, | I H. Ingraham, for m 
j Oe, : aay te ‘ ee ; aham, fo any 
nounced the election of Edwin dent and general manager, to! Oregon and Washington with year ] manne r of the E ? 
| A : : | years sales manager o 1e E, 
P. Kelly as president of Peaslee- president. branch offices in Los Angeles | ; © : 
. y as } ) yee | Hurd Lock Co., Detroit and later 
ant ortiand, 


= / 


H. H. HOBELMANN FORMS UNION STEEL CHEST 








MANUFACTURER’S CORP. SEVERELY SCR 

AGENCY DAMAGED BY FIRE; v1 

Herman H. Hobelman has re- REBUILDING Sa: 
cently announced that he has set F. M. Robinson, assistant 


up a manufacturers’ agency) sales manager, Union Steel 
which he will operate under his | Chest Corp., LeRoy, N. Y., has 
own name with offices at 420 | announced that although the 
Market St., San Francisco, Be- | company 
fore moving to the coast, three 


Heavy Duty | 
Unbreakable — 
Highly Polishe 
Blades of corr 
ened and tem 
Steel. Securely 
jn Handles. 


Attractive F 
COUN 
DISPLAY 


: with E 
the resumption of production but es 
the company believes it will be Stoc ° 
agency will continue to handle possible within a relatively short Consist: 


a ‘ ae LEE H. INGRAHAM . 
the Walker-Turner line. | time. The company also an- 2 Each No 





was damaged disas- 
trously by fire recently, the com- 
years ago, Mr. Hobelmann rep- 
resented Walker-Turner, Plain- 
field, N. J.. in three eastern ter- 


pany is proceeding immediately 
in the rebuilding of the factory 
on an around-the-clock basis. No 
ritories. His last Eastern area was 
New England with headquarters 
established in Boston. The 


definite date can be given for 





EDWIN P. KELLY 


x 

Prior to his association with | nounced that there will be ab- . 

W alker-Turner, his activities solutely no changes whatever in| of the Ferro Machining & Foun : 

Gaulbert Paint & Varnish Co.,| were always in some field of | its distribution arrangements. | dry Co., Cleveland, has become ‘ 

aa aii ye Fe ee = alte = ree ee 7 a ast = . Packed 1 Do 

a division of Devoe & Raynolds. | sales-sales manager, sales cor- The line will also remain un | associated with Dresden Mig, ith 1 Diss 

Mr. Kelly is a director of Devoe | respondent, sales representative | changed _except for improve- | Co,, Long Beach, Cal., as sales Weight 2% 

& Raynolds. | and district manager in fields | ments which will be incorporated | manager, assortr 

Mr. Kelly was first employed | ranging from insurance, brushes, | when the dies are repaired or re- | Mr. Ingraham has advised that Sold by Lead 
by Peaselee-Gaulbert Company | commercial refrigeration,  pat- | built. 


the company has recently added AMALIT 
a i eee a complete line of spring steel 1884 Pith 


trowels. Brooklyn | 








| CLEVELAND CAP SCREW | =" 
HONORS PLUS FIVE 
. & CLUB AT BANQUET 








The Cleveland Cap Screw Co. 
| Cleveland, recently held _ its CA 
| fourth annual banquet and 
dance at the Cleveland Club for 
CHARTER all those members of the com- 
Stereo =| pany who had served more than 





| five years. Bob Neal, Sports Di- / , 
| rector, WGAP spoke to those 
j attending and the service award 











| presentations were made by J. = 
| W. Fribley. Harry Willett was = 
| toastmaster. After a turkey din- =\ 4 
| ner, and the presentations, danc- =| \ opel 
| ing was enjoyed. Fourteen of = 1 
those present have served the = woe | 
| firm more than 25 years. =| “4 
Also announced at the time = 
were plans for a $500,000 addi- =—\ | 
tion to the plant. =| EF 
| =| 
| WHITMAN & BARNES =| ie 
| MOVES TO NEW HOME —\~ 
| Whitman & Barnes, Detroit, = 
SUCCESSFUL ANGLERS: Charles Nash, president and general manager, Nash Hard-_ | Mich., has announced that it has SS 
ware Company, Ft. Worth, Texas, and D. Lee Braun, manager, Dallas district, Remington moved its old location to its new = | 
Arms Co., Inc., were the successful sail fish anglers in the fishing party pictured above home at 40600 Plymouth Rd. —— — 
during the recent Southern Wholesale Hardware meeting at Palm Beach, Florida. Members Plymouth, Mich., which is about — 
of the party were (right to left) front row: Capt. Bill Hobbs, Henry Marsh, manager, es 


20 miles west of Detroit. The 


| 
| 
Smokeless Powder Division, Hercules Powder Co., Wilmington, Del.; Mrs. Charles Nash, | factory and office. built on 8 
Ft. Worth, Texas; R. H. Coleman, Director of Sales, Remington Arms Co., Inc., Bridge- ne om a ey has more 
port, Conn.; M. M. Collette, Batten, Barton, Durstine & Osborne, Inc., New York; Herman ee ee a oo oo 

T. Biar, vice president and general manager, The Schoellkopf Co., Ltd., Dallas, Texas: than a quarter of a millon Be: 
“Choc” Ellis, sales manager, The Schoellkopf Co., Ltd., and mate of the fishing boat. | ft. of floor space, and is said to 


Back row: Charles Nash and D. Lee Braun. In the background, Dewey Godfrey, Assistant | be one of the most modern plants 
Director of Sales, Remington Arms Company, Inc., Bridgeport, Conn. 


NY 





of its kind in the country. 


130 HARDWARE AGE, JUNE 2, 1949 HARDWA 





AM JOINS 





Two-Tone 
Deluxe 


i: 
hae and Black | 
SCREWDRIVER ASSORTMENT | 


Makes Profits for Dealers 
Sales Start as Soon as Shown 


m, for Many 
of the E. P 


roit and later 









'Ineavy Duty Handles — 
Unbreakable — Shockproof 
Highly Polished, Ground 
Blades of correctly hard- 
ened and tempered Tool 
Steel. Securely Anchored 
in Handles. 





Attractive Four-Color 





COUNTER 
DISPLAY CARD 
with Easel 
Stock No. X-641 
Consists of: 
HAM 2 Each No. X-5166 
X-4166 
X-3165 
‘ X-3164 
ng & Foun X-4161 
has become X-44 with Clips 
' Packed 1 Dozen to Box & 
sden Mfg, with 1 Display Card 
L, as sales Weight 2/4 Lbs. per 
assortment. 
idvised that Sold by Leading Jobbers 





ntly added AMALITE, INC. 
pring steel 1884 Pitkin Ave. 
Brooklyn 12, N. Y. 











‘|... assure strong splices 


SCREW | == 
~ Peerless 
Screw Co, 
held _ its * ’ 
CAGrEwrene ad MASONS @ The exceptionally high tensile strength 


be L - V L S of the fabric used in PANTHER and DRAGON Fric- 
tion Tapes makes for stronger splices . . . splices that 














quet and 









more than 
Sports Di- — —— 

Paget: Y Accurate oY Dependable last longer. This higher quality is guaranteed by con- 
ice award =—— ~ YF stant checks on breaking strength, such as the one 
d " 23 b | ne ° ° 
ng e \\ | for ASTM specifications shown above. 
irkey din- =| Sw \ i] E W PANTHER and DRAGON Friction Tapes also rate 

s, dan © E\ | ct \\ ea . ° ‘ 
contig: =| | “pERFET \\ bed high in tests for adhesive and electrical properties... 
urteen ol = \\\ & 
rved the BE ee Og work easily and stay spliced in cold as well as warm 
Ss. => in Colors . 

a es =| weather. Sold only through recognized independent 

000 addi- =| , ‘ wholesalers. The Okonite 
3 Company, Passaic, New 
— Write for your i 

RNES = ; ae anf = Hs copy today Jersey. 

HOME =. | . with price 

Detroit, => \ autite —lH list 

at it has == a) 
) its new =—=—— + >| oe — a - 
7 —— Cor Oh a 
Bre: S— a Peerless a leader for over 30 years - f oe 
one Ay Ip ID) 
It on 82 
“ — GA'4i a. we eele)s anther and ragon 
ai COMPANY 


STERLING, ILLINOIS : ection and rubber tapes 


n plants 





try. 
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the “Jap aud Dee Buscness 
utth this display on your counter 


fora obbel-mm comme (omolel ame) ols 0Mr-Wrer-taaeyele-telednolbte 
the c4ce self-seller cabinet on your counter. 
Stock is all arranged, and this constant 
silent salesman of items that are always 
in demand immediately goes to work for 
you. This c4ce assortment is worked out 
on a turnover schedule of each size based 
on actual sales in hardware stores. From 
your jobber or 
HENRY L. HANSON COMPANY 
Worcester 8, Massachusetts 











Make Your Selection NOW! 
Quality Screen Door Spring Hinges 


~~(CHICAGO)~~ 
SPRING HINGES 


Chicago Screen Door Spring Hinges 
are of Superior Quality throughout. 
combining so many features of 
proven advantage. 













@ Made of heavy wrought metal. 


@ Springs are made of tempered 
steel wire and are entirely en- 
closed. 


@ Have an excellent finish and the 
workmanship is of highest qual- 
ity. 

@ Adjustable tension is provided 
and spring action may be regu- 
lated according to the size and 
weight of the door. 


Type 4005 


Hardware Dealers know that Chi- 
cago Spring Hinges are easier to 
sell and that they give lasting satis- 
faction to Architects, Contractors 
and owners. 


There Is No Substitute 
for Quality! 





Type 3005 








Chicago Spring Hinge Co. 


CHICAGO U.S.A. NEW YORK 
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LEWIS HERNDON 


BELKNAP HDWE. MAKES 
SIX PROMOTIONS 

Belknap Hdwe. & Mfg. Co., 
J11 E. Main St., Louisville, Ky., 
wholesalers, has 
the 
director of 
Division, 


recently an- 
retirement of the 

the Northern 
Herndon. The 


nounced 
sales 


Lewis 


company further stated that Mr. | 
Herndon made outstanding rec- | 
ords in the variety of positions 


he has filled since he joined the 


| company in 1904, 


Wheeler Rudd, formerly sales 
division four, has 
the position 
of director of sales of that divi- 
Raymond A. Pitts, who 
formerly West Vir- 
ginia and lately has been assis- 
tant sales manager of 
ya succeeded Mr. 
manager of division four. George 
E. Martech, who started with the 
company in 1913, and since 1914 
has traveled in Fairmont, W. 
Va.. area, has been named to 
handle the sales in Ohio, West 
Virginia, Pennsylvania, New 
York, Maryland and District of 
Columbia. The latter states com- 
prise division six, which is one 
newly formed. 

Kenneth L. Raney. assistant to 


manager of 
been advanced to 
sion. 


traveled in 


division 
Rudd as sales 





GEO. E. MARTCH 


WHEELER RUDD 


W. T. Peyton, succeeds Mr. Pitts 
as assistant sales manager of di- 
vision two. F. C. Keebler, who 
has in the adjusting de- 
partment since his return from 
army service, has been made as- 
sistant to W. T. Peyton. sales 
manager carload departincul. 


been 








ROBERT L. STEIN 
Walt Tracy, who has been 
with the company since 190i, 


has retired due to failure of his 
health. Robert L. Stain will suc- 
ceed Mr. Tracy as manager ot 


the city sales department 


F. H. WOODRUFF & SONS 
TO HOLD ANNUAL 


FIELD DAY 
Fk. H. Woodruff & Sons, Inc., 
Milford, Conn., has announced 


that it will hold its annual field 


day at its vegetable and grass 
seed trial grounds on the Boston 
| Post Rd., Milford, Wed., June 
129. There are extensive vege 


| table trials in progress and work 
| on grass and attendant problems 
| which will prove of interest te 
the trade. Luncheon and refresh 
| ments will be served at 1:30 
|p.m. Invitations will be issued. 
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The advancement of Louis C. 
Upton to chairman of the board 
directors and election of 
flisha Gray to succeed him as 





LOUIS C. UPTON 


president was announced May 17 
by the Nineteen Hundred Corp., 
5. Joseph, Mich., manufacturers 
if Whirlpool and Kenmore home 
laundry equipment. 

Officers re-elected were Fred- 
erick S. Upton, vice-president 
ind treasurer; P. E. Geldhof, 
vice-president in charge of en-| 
gineering; Kenneth MacGrath, 
vice-president in charge of man- 
facturing; Fred R. Funk, sec- 
retary; and E, C. Cudmore, as- 
‘istant secretary and assistant 
treasurer. Leonard R. Cooper 
vice-president in 
harge of procurement. 

Louis C. Upton, who founded 
the Upton Machine Co., in 1911, 
merged the organization in 1929 
Nineteen Hundred 


vas elected 


0 form the 
Corp. 

As chairman of the board Mr. | 
Upton will retain a position of | 
active policy leaderhip. Freed of 
much detail and administrative 
responsibility, he will devote 





ELISHA GRAY 





| duction on a 


L. C. Upton Heads 1900 Corp. Board; 
Elisha Gray Succeeds Him as President 


most of his time to securing for 
Nineteen Hundred men, 
ucts, and distribution. 
Mr. Gray, the new president. 
joined the company in 1938. In 
the past 11 years he has ac- 
experience in the com- 
pany’s production, sales, and en- 
gineering _ problems. Before 
becoming president he served as 
assistant to the president, and 
later as executive vice-president. 
He has been 


quired 


| company. 


The board of directors was 
told of plans for an expanded 
sales program for the Whirlpool 
division, 

Included will be advertising 
in national magazines and in the 
newspapers of key cities; an in- 
crease in the sales force; re- 
alignment of the country into 
seven sales divisions instead of 
four as at present; a national 
publicity and public relations 
program; new dealer aids; and 
a literature campaign carried to 
the consumer. 

This fall the company 
open an additional plant in St. 


will 


| Joseph. built and equipped at a 


cost of approximately $2,800,000. 
to be devoted to the manufacture 
of its Automatic washer and a 
new product, a clothes dryer. 





PROCTOR ELECTRIC 
SUSPENDS OPERATIONS 
TEMPORARILY 


Proctor Electric Co., Philadel- 
phia, announced recently that ef- 
fective May 16th manufacturing 
operations will be temporarily 
suspended. 

Difficulties in getting into pro- 
new model iron 
and model change-over on the 
toaster line were given as the 
reasons for the temporary shut- 


down. 

The company believes that 
distributor inventories will be 
adequate to provide retailers 
with merchandise during the 
period. 


Management hopes that it will 
be possible to get back into full 
if £ 
production in a short time. 


ENTERPRISE NAMES TWO 
MID-WEST SALESMEN 


Upon the retirement of Walt 
E. Hamm, as Midwestern repre- 
sentative of The Enterprise Mfg. 
Co., of Pa., Third & Dauphin Sts., 


| Philadelphia, Pa., Davis A. Mor- 


row has been named to take over 
the eastern half of the territory 


| and LeRoy L. Reading the west- 


ern half of that area. 
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7 homes 
out of 10 
























Easy-To-Adjust 
FLOOR JACKS 


DOUBLE 
PINNED 
For Extra 
Safety! 





If you want to earn 
greater, quicker prof- 
its, switch to TAPCO, 
the precision-engi- 
neered, streamlined 
floor jack. Tapco has 
many superior advantages that 
make it the top choice with alert 
dealers everywhere. 



























For free literature and 
name of your nearest 
distributor, write . 


























TAPCO DEPT. H-10 


THE AKRON PRODUCTS CO. 
SEVILLE, OHIO 
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The 3rd wheel 
drive is the reason 
it outperforms 
any other... 








q a 
BECAUSE ;, .:. 
lows amazing maneu- 
verability lift 
3rd wheel off ground 
2 side wheels are 
free-wheeling — you 
can turn on a dime! 





BECAUSE you need no controls. By 


merely lifting the 3rd wheel off the 
ground you stop forward motion and 
can turn or back while still cutting 


WRITE FOR 
FURTHER 





Internat’l. Store Modernization Show 
June 19-24, To Feature Special Exhibits 


Attendance at the 1949 Store 
Modernization Show, Grand Cen- 
from | books of particular interest to 
Sunday, June 19th through Fri-} modernization-minded 
day, June 24th, is expected to be 


|tral Palace, New York, 





| more than 15,000 this year, in- 


| cluding retailers, architects, de- 


signers, contractors, 

and business property 
from all over the U. S. and pos- 
sessions. John W. H. Evans, 


ican Institute of Architects 
| where 


Sa 
complete department 


retailers 
may be examined and obtained, 
| and special trips to Westchester 


| County and Long Island to see | 

builders, | some of the most beautiful mod 
owners ernized 

| have also been arranged by Mr, | 


stores in the 


| Evans for Show visitors. 





country | 


president of the Store Moderni- Manufacturers’ exhibits in the 
zation Institute, and managing| Show will include a complete, 


director of these annual shows, | full-sized modernized store. fea 


has planned exhibits and special | turing many of the latest fix 
events. Admission is again by | tures. 
registration only. The Store Modernization 


Featured at the show will be | Shows are open only to retailers, 
“cost-conscious” clinic confer-| architects, designers, contractors, 
ences, at 1:30 p. m. each week-| builders, and business property 
day afternoon, conducted by the| owners, by registration at the 
New York University School of | Grand Central Palace, New York 
Retailing, and packed with up-| City. Registration fee for these 
to-the-minute know-how informa- | specified trades and _ professions 
tion and advice to retailers on| is $1.25 plus tax without a tick- 
the five basic aspects of store | et-invitation. Show hours are as 


modernization. The speakers, | follows: Sunday, 2 p. m. to 10 
including nationally known| p. m.; Monday, 10 a. m to 10 





economists, and top| Pp. m.; Tuesday, 10 a. m. to 6 
preparing | p. m.; Wednesday, 10 a. m. to 10 
. m.; Thursday, 10 a. m. to 10 
. m.; Friday, 10 a. m. to 6 p.m. 


architects, 
retail executives, are 
to answer puzzling merchandis- | P 
ing and modernization conten 3 





from the audience preceding 
each_ session. Following the 
lively question-and-answer _ for- H. M. STEWART, JR., 


ums, each speaker will present} NAMED FOSTER & KESTER 
a brief, illustrated, “cost-con- SALES MANAGER 
scious” talk for the retailers anx- | Heary M. Stewart, Jr., formed 


ious to make sure of the great- | 


handisi , F | eastern sales manager for the D. 
est merchandising 00st rom 

: 5 | E. Sanford Company, Inc.. has 
the wisest expenditure. 


| been appointed sales manager 

Subjects to be discussed at} of the Foster & Kester Co., Inc. 

the clinics are: Monday, June | Philadelphia, Pa., manufacturers 

20th—Store Layout and Traffic; | of the plastic protective coating, 

Tuesday, June 21st—Store Light- | Krylon, according to J. M. Foster, 
ing and Color; Wednesday, | president. 

June 22nd—Displays and Fixtur- | Mr. 


: Stewart, who has _ been 
ing; Thusday, June 23rd—Store 


active in the sales field for the 


Fr ; iday ’ 5 
Seek sisi BP as . 24th | past 10 years, had been associ- 

anning ang suageting JF) ated with the Wallace & Tiernan 
Modernization. Tickets for the ape iit ; 
. ay : Co., as assistant district manager. 
Show and Clinic Conferences 


may be obtained from the exhib- 
itors or from Store Moderniza- 


——EE 





CHARLE! 


MAYTAG 
REGIO 


The May 
fowa, recent 
regional ma 
on the Kans 
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BECAUSE it allows you to 


eut flush with any ebstacle. The 
3rd wheel allows the cutting 
ree] to be way forward between 
the free-wheeling side wheels 


tion Show Headquarters, 40 East 
49th Street, New York 17, N. Y. 

Visitors to the show will see 
the exhibit of entries from all 
over the United States and our 
possessions of the national com- 
petition for the “Best Modern- 
ized Store of the Year.” 
cash prizes, totalling $500, have 
been contributed by Mr. Evans. 
A committee of retail executives 
and architects nationally distin- 
guished for their work in store 
modernization — will 


INFORMATION 





Seven 


serve as | 





competition to | 


judges in this 
| 


honor future-sighted stores and 





Southern Metal Stamping Co., Inc. 


New Orleans, La. 





cities. 
WILLL 














H. M. STEWART, JR. 


A special exhibit by the Amer- 
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CHARLES 


MAYTAG APPOINTS TWO 
REGION MANAGERS 


The Maytag Co., of Newton, 
lowa, recently appointed two new 
regional managers who will serve 
on the Kansas City branch under 


C. G. Ely. The new regional 
sales managers are Charles G. 


Frederick, who will be in charge 
of 34 counties in Kansas and 
three counties in Oklahoma, and 
William L. “Doc” Lockridge, 
who will manage three counties 
in Missouri and two in Kansas. 

Charles G. Frederick, has been 
assigned to the territory formerly 
managed by J. F. Winslow, who 
resigned recently to become a 
Maytag dealer in the Kansas 
City Branch. Mr. Frederick was 
associated with Enterprise, Inc., 
a wholesale appliance sales com- 
pany in Kansas City, Mo. 

William L. “Doc” Lockridge, 
is managing the sales territory 
formerly handled by J. Q. Brown, 
who has also retired. Previous 
to joining Maytag, Mr. Lockridge 
served with the Columbian Elec- 
tric Co. sales division, in Kansas 
City, and earlier he was a rep- 
resentative of the Metropolitan 
Life Insurance Co. 





WILLIAM L. LOCKRIDGE 





TRUE TEMPER VETERAN 
ANNOUNCES RETIREMENT 
veteran of | 


Louis H. Turner, 
38 years in the hardware industry | 
and associated with American 
Fork and Hoe Co., Cleveland, 
since 1930, has announced his 
retirement. 

Mr. Turner started his career 
in 1911 when he became associ- 


ated with the American Axe & 
Tool Co. of Glassport, Pa. Later 
he became connected with the 


Kelly Axe & Tool Co. of Charles- 
ton, W. Va., 


as manager of its Chicago office; 


serving successively 





LOUIS H. TURNER 





manager of the hammer depart- 
ment; and later as vice president. 


With the exception of one year, | 


following 


Hoe Com- 


spent in Cleveland, 
American Fork and 


pany’s purchase of Kelly, he has | 


lived continuously in Chicago. 





A. M. DOUGLAS NAMED 
GEN. MANAGER 
INGERSOLL STEEL DIV. 
Allen M. Douglass, formerly 


sales manager of the Insulation 
Division of National Gypsum Co., 


has been named general manager | 


of 


| 
| 


the KoolShade-Storm--Shade | 


department of the Ingersoll Steel | 


Division of Borg-Warner Corp. 

Mr. Douglass was vice-presi- 
dent of the National Mineral 
Wool Association, New Yorker, 
and a member of the Insulation 
Board Institute, Chicago, and of 
the Industry Task Force for the 
National Resources Planning 
Board, Washington. 

He was Dallas, 
manager of the Universal Gypsum 


Tex., 


| 
| 


office | 


and Lime Co. when that concern 


was absorbed by National Gyp- 
sum Co. in 1935. 
career with National, he 
sales manager of the compony’s 
Insulation Division in Buffalo, 
N. Y., prior to his new affiliation 
with the Ingersoll Stee] Division. 


rose to 
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Continuing his | 


r 


For more than 50 years Griffin 

hinges have been known for their 

fine materials and workman- 

ship. Griffin hinges are 

part of a wide variety of light 
builder's hardware 

esianiied produced by 

Griffin. 
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Dever DOOR NEEDS THREE! 
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anufacturing Company 
ERIE » PENNSYLVANIA 


REPRESENTATIVES 





B. S. ALDER COMPANY—45 Warren Street, New York 7, New York 
WILBUR H. DAVIS—i639 Fargo Avenue, Chicage 26, Iilinols 

GEO. A. GREGG—0344 Woodward Avenue, Detroit, Michigan 

AUSTIN & EDDY, INC.—i1I5 Broad Street, Boston, Massachusetts 
CHARLES L. LEWIS—703 Market Street, San Franeiseo 3, Cal 

W. 8. JOHNSON—#@!7 St. Charlies Avenue, Atlanta. Georgia 

E. H. FARRAR—308'7 North Harwood, Dallas, Texas 

R. F. BEVERS—4524 East 60th Street, Seattle, Washington 

L. J. FULLER, Se tg North President Street, Jackson 6, Mississippi 
HARVEY D0. RUSH NS—4638 Mill Creek, Kansas City, Missour! 


IN CANADA 


MANNING |. SHORE—Merchandise Sales of Canada 
15 Wellwood Avenue, Toronto, Ontario 
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THE FOURTH ANNUAL TRADE SHOW OF BARKER, ROSE & KIMBALL, Elmira, N. Y., wholesale hardware house. 
held May 3 to 5, was called Captain Barker's Showboat and a Mississippi steamboat theme was carried out in the color 
ful decorations of the drill hall of the Elmira armory. Encouraging reports on the amount of business done at the show 
were made by a number of the 60 factory representatives who manned the exhibit booths. 


the 


registered during 


three days. 


A total of 332 dealers were 


Many were accompanied by their store employees or members of their families. 


Free dinners and suppers were served to all, each day. An interesting innovation was the auctioning of eight or 10 “one 
minute specials”, each noon, following lunch. Order blanks were distributed to all dealers and then M. Gloyd Kimball, vice 
president and general sales manager, gave a complete description of each item offered as a special for the day. The dealers 
then were allowed one minute to decide what quantities of each item they wished to order at the attractive prices. In 
a matter of a few minutes, one day, the dealers ordered 340 dozen hand cultivators; 162 metal ironing boards; 194 steel 
coaster wagons and 328 sets of twin galvanized wash tubs with metal stand. S. R. Rose, president, and Rexford L. Baxter, 
assistant treasurer, were the official greeters. 








VISITING DEALERS, Robert J. Dreher, of the Dreher 


Supply Co., Roscoe, N. 


Y., and Frank G. Howard, of A. L. 


Davis & Sons, Inc., Binghampton, N. Y., are shown with 
M. Gloyd Kimball, sales manager, at the exhibit booth of 


the Sunbeam Corp., 


Mendler, Syracuse, N. Y. 


which was 


manned by Clifford C. 








J. W. HUMPHREY PRES. 
PHILIP CAREY MFG. 


John W. Humphrey, formerly 
executive vice-president of the 
Philip Mfg. Company, 
Cincinnati, Ohio, was elected to 
the presidency of that company 
at its 


Carey 


recent board of directors’ 
annual organization meeting. He 
Robert S. King, who 
chairman of the board, 
Rentsch- 
ler who continues as chairman of 


succeeds 
became 


succeeding George A. 


Carey's executive committee. 


Mr. Humphrey joined the 
company in 1948. He has an 
outstanding business record in 


the field of management, having 
identified 


tionally 


been with such na- 


known concerns as Gen- 
National Cash 


Reg- 


eral Motors. 
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ister and International  Tele- 
phone & Telegraph Corp. 

Mr. Humphrey began his 
the 


He remained with 


busi- 
ness career with General 
Motors Corp. 
that organization in various ex- | 
ecutive and factory operating ca- | 
pacities until 1940. In 1940, he 
the National Cash 


ister Co., Dayton, Ohio, as as- 


joined Reg- 


sistant to the vice-president in 


charge of manufacturing and 
was later appointed factory man- 
ager. In 1945 he was appointed 


vice-president in charge of man- 


ufacturing of the International 
Telephone & Telegraph Corp.. 
and was located at the com- 


pany’s main office in New York 
City. He 
agement consulting 
the latter part of 1947, going on | 


formed his own man- 


business in 


| director of 
| Corp., Dayton, Ohio; Chesley In 


| as sales 








i consulting basis with 1. T. and 
lr... with Cincinnati head- 


quarters. 


his 


In addition to being a director 
Mr. 
the 


Humphrey is a 
Buckeye Tool 


of Carey, 


dustries of Detroit, Mich.; Cros- 


ley Motors, and Cincinnati | 
Metalerafts. 

L. W. Clarke, formerly gen 
| eral sales manager, was elected 
vice-president in charge of sales. 
He succeeds FE. W. Smith who 
resigned. 

Mr. Clarke joined the Carey 
organization in 1935 and has 


had wide experience in the fields 
of sales and engineering. 

He is a 1913 graduate of the 
United States Naval Academy, 
serving as a line officer in the 
U. S. Navy until late 1919 when 
he resigned to accept the posi- 
tion of assistant superintending 
engineer of the New York & 
Cuba Mail Steamship Co. 

From 1924 to 1935 he served 
later 
manager for the Rob- 
A. Keasbey Co. His first po- 


Carey in 1935 was 


first as an engineer and 
ert 
sition with 
an insulation department man- 
ager in the company’s New York | 
office. In 1937 he made 
New York district manager and 


in 1946 general sales manager. 


was 


GIFT, TOY, HOUSEWARES | 
SHOW SAN FRANCISCO 
JULY 31 THROUGH AUG. 4 

Western Merchandise Exhibit- 
1355 Market St., San Fran- 


ors, 


HARDWARE AGE, JUNE 2, 


| tributors’ 


cisco 3, Cal., is sponsoring a 
housewares, stationary, toy and 
gift show from July 31 through 
Aug. 4, at the Civic Auditorium 
and the Western 
Mart. Kay Leber is the director 


of the show. 


Merchandise 








H. H. KUHN 


who is president of The Hard- 


ware & Supply Co., Akron. 
Ohio, and a member of the 
Advisory Board of the Na- 


tional Supply & Machinery Dis- 
Inad- 


vertently his name, as a member 


Association. 


of the association’s board, was 
published under a picture of his 
former partner the late Joseph 
S. Hunt, on page 164 of the May 
5, 1949 issue of Harpware AGE. 


1949 
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Listo’s big, thick leads make clear, Only LISTO has the patented 


easily read prices on everything in your store. “GRIP TYPE SLEEVE” 
Writes on glass, metal, plastic, paper, cellophane 

—or any other surface! You'll find merchandise This tapered metal sleeve grips the entre length 
moves faster—that you get your full price and of the lead. Prevents breakage and the leads do 


profit on every item in your store. LISTO pricing 


“pe not fall out! Change leads instantly. Quickest, 
saves clerks’ and customers’ time. Cuts out loss- : y-Q 






es from costly errors at time of sale. LISTOS easiest-to-use marking pencil in the world! 
are quick and easy to use. No broken leads oad BRI YF HE: , 
—no sharpening needed—no wpe gear ms a 
wasted stubs. America’s great 7 aah EXTRA HEAVY LEADS 


Marking Pencil value! THAT DON’T BREAK 












in 6 cotors 
; An EXTRA sleeve in RED . 
Ask your jobber, stationer every box of leads ! wetetiad 
BLUE BROWN 
: ! 
or paper supplier for LISTO! ome tase 
Single colors to the box 


LISTO PENCIL CORPORATION, ALAMEDA, CALIF. » IN CANADA: LISTO PRODUCTS, LTD., VANCOUVER, B. C. 


FINGER-TIP RELEASE 
, MAKES a AS 


THE NEW KIND OF VISE PLIERS 


A NEW TOOL FOR THOUSANDS! 












GRIPSO’S REVOLUTIONIZING NEW FINGER-TIP 
RELEASE that unlocks jaws with a flick of a finger gives “vise 
pliers” a new meaning to thousands of craftsmen, farmers, 
factory workers, machinists, welders, carpenters and electri- HAND VISE, 
cians. NOW for the first time you offer them a vise pliers PIPE WRENCH, 
they adjust, lock tight, and use with ove hand—then quickly CLAMP and NUT WRENCH. 

release with one finger. This saves time, saves knuckles. GRIPSO 

gives double-quick adjustment, too, employing both right IT WILL PAY YOU TO GO AFTER THE EXTRA SALES 
and left hand threads on adjustment screw. Add to these THIS NEW TOOL CREATES! 

features GRIPSO’s NEW-TYPE JAWS (flat upper, curved : : ; 

lower) which double resistance to slipping and side twist, Send coupon today for full information and selling plans 
and you have a NEW hand-tool, idea/ for use as PLIERS, on GRIPSO, the NEWEST OF HAND TOOLS. 








A PRODUCT OF H.R. BASFORD CO. « DEPT. B-5, 235 15th STREET + SAN FRANCISCO, CALIFORNIA 





HARDWARE AGE, JUNE 2, 1949 137 























WALTER F. BARNES 


SHAPLEIGH HDWE. NAMES | 
TWO DIVISION SALES | 
MANAGERS 


Walter F. Barnes, Jack, who| 
joined Shapleigh Hardware Co., | 
wholesalers, 900 Spruce St., St. 
Louis 2, Mo., in 1941 as a rep- 
resentative in Louisiana and Ar- 
kansas, has been appointed a di- 
sales manager directing 
the new division six. After serv- 
ing in the AAF, he returned to 
Shapleigh and aided his father 
in the of Texas. He 
later was assigned to a definite 
Texas area. In 1948 he went in 
the house as sales manager of 


vision 


coverage 


division four under the direc- 
tion of J. W. Burk, division 
sales manager. 





THOMAS A. TAYLOR 


Thomas A. 
pleted the 
course and was assigned a terri- 
tory in Alabama, the 
house in 1948 as sales manager 
in division W. K. 
Richardson, man- 
ager. He 
division sales manager in charge 
of the company’s divi- 
sion three. 


Taylor who com- 
company’s training 
joined 
three under 
division sales 
has been advanced to | 


revised 
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LINDEMANN & HOVERSON | 
APPOINT TWO NEW | 
DISTRICT MANAGERS | 

A. J. Lindemann & Hoverson 

Co., Milwaukee, announces the 


appointment of W. R. Linde- | 
mann as district manager in | 
Ohio and eastern Indiana, as | 


well as the western part of West 
Virginia, for the complete line 
of L&H Electric Ranges, Water 
Heaters and Kerogas Oil Ranges. 

Announced simultaneouly was 
the appointment of Jack Plano, 
formerly with the Seattle office 
of Lynn & Chemnitz, as district | 
manager in the Pacific north- | 
west for the complete line of 
L&H electric ranges, water heat- 
ers and Kerogas oil ranges. 


DAZEY ORGANIZES SALES 
FORCE; 11 TERRITORIES 


Dazey Corp., St. Louis, Mo., | 
has recently announced the or- | 
ganization of a new sales force. 
\ll the territories, 11 in all, for- 
merly contacted for the com- | 
pany by the D. E. Sanford Co., 
will now be represented by the 
following sales force: Jerome L. 
Lane, 83-43 118th St., Kew Gar- | 
dens, Long Island, New York | 
Metropolitan area; The Martin | 
14-104 Merchandise Mart, 
Chicago 54, Wisconsin and IIli- 
nois territory; James Simmers, 
1210 18th St., N. E. Washington, | 
D. C., Washington, D. C., Dela- 
ware and Maryland; Herbert | 
Blaine, 2049 Franklin Ave., N. E. 


Co., 


659 Buyers Attend Manufacturers 
Western Housewares Show 


The first organized effort to es- 
tablish a major housewares mar- | 
ket in the Pacific region brought 
659 buyers to Los Angeles to see 
and buy the products of 119 ex- 
hibitors at the recent Manufac- 
turers Housewares 
Show. 


Western 

of this initial show 
gratified exhibitors, buyers and 
the management, reported 
Charles S. Thomas, president, of 
Los Angeles Trade Fair, Inc., 
the organrzation staging the five- | 
day market. 

Despite the fact that it was 
show for 


Success 


primarily a western 
western buyers, stores in seven 
midwestern and eastern states, as 
well as Hawaii, Mexico and Aus- 
tralia, sent representatives. 
Numerous of the 119 exhibit- 
manufacturing firms 
vice-presidents 


ing sent 


presidents, and 


sales managers to the show to 


meet their western customers 
and confer on sales problems. 
Thirty of the exhibitors were | 


| Lexington, Dallas, Tex., Texas 


| Lawn Ave., Cincinnati 29, Ohio, 


| Virginia, and Pittsburgh; Phillip 


| Ohio; and C. L. Cole Co., 50 
Prospect Hill, Lexington, Mass., 
| Maine, Vermont, New Hamp- 
shire, Massachusetts, Rhode 


| WAREHOUSE AT PARENT | 


| manager for Apex Rotarex Corp., 


Cedar Rapids, Iowa, Nebraska, 


South Dakota, North Dakota, 
Minnesota, Iowa and _ western 
Wisconsin; John Mandell, 3709 


territory; Ashton Hepburn, 101 
Metairie Heights, New Orleans, 
La., Arkansas, Louisiana, Missis- 
sippi, and Memphis, Tenn.; 
Ralph Beinecke, 1540 Alabama, 
Birmingham, Alabama, Georgia, 
South Carolina, Florida and Ten- 
nessee; William Ewald, 1745 


Indiana, Ohio, Kentucky, West 


Hanna, 20168 Bonniebank Blvd., 
Rocky River, Ohio, Michigan and 


Island and Connecticut. 





SCHAIBLE ADDS NEW 


PLANT IN CINCINNATI 


The addition of 30,000 square 
feet of warehouse facilities at 
the home plant of The Schaible 
Co., 1086 Summer Street, Cin- 
cinnati, will further expand op- 
erations of the company. 

Straight-line production tech- 
niques employed in the manu- 
facturing processes will be ex- 
pedited by the Schaible 
warehouse whose facilities will 
provide a complete cycle from 
manufacturing to warehousing 
and shipping. 


new 





State of California companies. 


Show committee members in- 
cluded: Eldon H. Sager, Cory 


Corp., chairman; Lee Arter, Lee 
Arter Co.; Ronald Barlow, Corn- 
ing Glass Works; Kenneth E. 
Campbell, McGraw Electric Co.; 
A. H. Clark, A. H. Clark Co.; 
Charles P. Culbert, Proctor Elec- 
tric Co.; William C. Hitt, W. C. 
Hitt Co.; A. C. Kammeier, 
Southern California Retail Hard- | 





ware Assn.; Kenneth C. Kings- 
ley, Norris Stamping & Mfg. 
| Co.; Leo F. Lewis, D. E. San- 


ford Co.; T. M. Moroney, Glenn 
B. White Lester L. 
Neblett, Los Ladder 
Co.; Harold Norton, Wm. P. 
Horn Co.; Weldin R. Read, Cali- 
fornia Hardware Co.; Vern T. | 
Rupp, V. T. Rupp Co.: Fred W. | 


Associates; 
Angeles 


Stokes, Jensen-Byrd Co., Spo- 
kane; Edwin A. Straube, Butts 
Manufacturing Co., and Clark 
Wright, Meier & Frank, Port- | 


land, Ore. | 





ROBERT E. BOAK 


NAME CLEVELAND MGR. 
FOR APEX ROTAREX 


The appointment of Robert E. 
Boak as a Cleveland district 


was announced recently by A. 
C. Scott, vice-president in charge 
of sales. 

Mr. Boak. who has 
Apex for more than two years 


served 


as assistant to the advertising 
and sales promotion manager, 


will be responsible for sales of 
Apex cleaners, washers, ironers 
and dishwashers, in the 
town Cleveland area. 


down- 





SUNROC NAMES 
HARWOOD S.E. 
DIVISION MGR. 


Douglas A. Harwood has been 
nmed southeastern division man- 
ager of the Sunroc Refrigeration 
Co., Glen Riddle, Pa., it was an- 
nounced recently. Mr. Harwood 
will make headquarters in 
Atlanta, Ga. 

Mr. Harwood, formerly 
tant director of development of 
National Association of 
Manufacturers, served four years 
with the Army in World War II. 


his 


assis- 


the 





DOUGLAS A. HARWOOD 
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HENRY H. WOTHERSPOON 

Henry H. Wotherspoon, a field 
engineer with Mathias Klein & 
Sons, Chicago, died April 5, in 





HENRY H. WOTHERSPOON 


West Palm Beach, Fla., after a 
brief illness. 

Mr. Wotherspoon had been a 
feld engineer with Mathias 
Klein & Sons since 1925. He 
had a wide reputation for his 
knowledge of linemen’s equip- 
ment and safety appliances. 

Mr. Wotherspoon was a grad- 
uate of Columbia University, 
holding an engineering degree. 
He was a member of Phi Gamma 
Delta fraternity and also a mem- 
ber of the American Institute 
of Electrical Engineers. 

His home was in Lawrence, 
Mass. 
Mrs. Josephine Wotherspoon, his 
daughter, Mrs. Louise Wallis. 
and two grandsons. 


RICHARD E. BURNET 

Richard E. Burnet, 43, presi- 
dent of James E. Burnet & Sons. 
Inc., Madison, N. J., died re- 
cently at his home. He 
veteran of overseas service with 
the army in World War Il. A 
son, James E. Burnet. Jr.. and 
a daughter survive. 


was a 


DONALD B. MEHAFFEY 


Donald B. Mahaffey, 54, East 
Orange, N. J., eastern district 
manager for Lowe _ Brothers 
Paint Co., died May 7, during 
4 visit to the company headquar- 
ters in Dayton, Ohio. 

Mr. Mehaffey joined Lowe in 
1933 as a territorial salesman. 
after, he appointed 
division manager and served dis- 
tributor areas in Ohio and Iowa. 


Soon was 





| ganization. He 


Surviving are his widow, | 


In 1940 he was made sales man- 
ager for the eastern district at 
Jersey City, N. J., and later pro- 


moted to eastern district man- 


| ager which position he held at 
| the time of his death. 


He is survived by his widow, 
Josephine, a daughter and grand- 
daugher. 


MARK O. WARD 


Mark O. Ward, 
the Cincinnati district of the 
Replacement Tire Sales division 
of The B. F. Goodrich Co., 
Akron, Ohio, died April 22, fol- 


manager of 


lowing a brief illness. 
Mr. Ward had been manager 
of the Cincinnati district since 


1924 and one of the best-known 
members of the tire 
had trained a 
large number of employees who 


sales or- 


later rose to responsible posi- 
tions with the company. 

Mr. Ward started with B. F. 
Goodrich in 1911 as a clerk in 


the foreign advertising depart- 
ment at Akron. He started in 
the field as a tire adjuster, serv- 


ing in the Omaha and Dallas 
districts, was a division credit 
manager for three years, man- 


ager of pneumatic sales in the 
New York district and on 
cial sales assignments before his 


spe- 


appointment as Cincinnati dis- 
trict’ manager. 
A. PEREIRA 
\. Pereira, manufacturers’ rep- 
resentative of American hard- | 


ware firms in Cuba, died recent- 
ly after an illness of more than 
He represented such 
well-known hardware firms as 
the Cleveland Twist Drill 
Osborn Mfg. Co., L. S. Starrett 


six months. 





A. PEREIRA 
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Co.. | 


| and in 


| director of 


Co.. Milwaukee Electric Tool 
Corp., and the Crescent Tool Co. 
He is survived by a son and his 
will with 


widow, who 


the business. 


carry on 


JOSEPH H. FALL, JR. 
Joseph Horton Fall, Jr., 73, 


vice-president of the former J. 
H. Fall & Co.. wholesale hard- 
ware, died in Evansville, Ind., re- 
cently. 

He served as 
of Fall 
moved to Chicago. 


1944, he 


vice-president 


until 1999 when he 


tirement in was chair- 


man of the board and treasurer | 


of the Benjamin Electric Mfg. 
Co.. Des Plaines, Ill. chairman 


of the executive committee of the 


Chicago Association of Com- 
merce; director and chairman of 
the executive 
First National Bank & Trust Co.. 
Evanston; past president of the 
Evanston Country Club: mem- 
ber of the Union League of Chi- 
cago; University Club: Glen 
View Club. He is survived by his 
two sons. 


widow and 


J. PAUL KELLY 

J. Paul Kelly. 49, vic>-presi- 
dent and director Huey & Philp 
Hardware 1900 Griffin St., 
Dallas. Tex.. wholesalers, died 
recently in Dallas. His father. 
Henry C. Kelly was one of the 
company’s founders and served 
Paul was 


Co.. 


as a vice-president. J. 
the second of three generations 
to be associated with the com- 
pany as his son Paul R. Kelly 
is connected with the company. 


WILLIAM E. 
William E. Ehlig, 
president and director of sales 
of the Tin & Stove 
Company, of Louisville, Ky.. 
at St. Joseph In- 


EHLIG 


Sr., 54, vice- 
Louisville 


passed away 
firmary in Louisville. 

Mr. Ehlig 
with Louisville Tin & Stove Co. 
in 1913 in the sales department 
1930 elected to the 
board of directors. In 1934 he 
was elected to vice-president and 
sales. He 
vice-president of the 
Refrigerator Co.. a subsidiary of 
the Louisville Tin & Stove Co. 

Mr. Ehlig was a 
the Rotary Ciub of 
Louisville Board of Trade, Lewis 


Lodge F. & A. M.. 


became associated 


was 


was also 


Progress 


member of 
Louisville, 


governing 


Board of the Kentucky, Chil- 
dren’s Home at Lyndon. Ky.. 
Sales Executive Council and 


Beargrass Christian Church. 
At the his death he 


was president of the 


time of 
Louisville 
Council of Boy Scouts of 


fice he had held 


Area 
(America, which 


Until his re- | 


committee of the | 


for six years. He was a member 
of the first Scout Troop organ- 
ized in the City of Louisville in 
1910 and soon won the award of 
the Eagle Scout. Later he 
awarded the Silver Beaver and 


was 


just several years ago, the Ante- 
During his term as presi- 
Louisville Area 
drive for 


lope. 
dent of the 


Councli he headed a 





WILLIAM E. 


EHLIG 


Scout 
Camp which would be equal to 
and this 


donations to build a new 
the best in the country 
camp was starting to materialize 
in swimming pool and buildings 
at the time of Mr. Ehlig’s death. 

Surviving are his widow, Mrs. 


Minnie F. 


Ehlig, and two sons, 


W. Hollis Ehlig, of Laporte, 
Texas, and William E. Ehlig, 
Jr.. Louisville. connected with 


the Louisville Tin & Stove Co.'s 


sales department. 


WEBSTER J. ADDINGTON 
Webster James 


vice-president ot 


Addington, 50, 
Rogers Bailey 


Supply Co., Chattanooga, Tenn.. 


| died recently in Chattanooga. He 


had been active in the hardware 
field for 25 years. Mr. Adding 
ton was a Marine Corps veteran 
of World War I. 
Masonic work and a Lion. He 


long active in 


is survived by” his widow and 
two daughters. 
Ss. B. WARING 
S. B. Waring. 60. secretary 
treasurer of the Mors Chain 


Co.. subsidiary of Borg-Warner 
Corp.. died May 11. in his home 
in Ithaca. N. Y. Mr. Waring had 
b en Morse 
Chain for the past 20 years and 
had 


since 


associated ~~ with 


been secretary-treasure! 
1945. 
During the vears Mr. Waring 
was employed by Morse ¢ 
his headquarters were in Ithaca 
Morse Chain Co. also has plant- 
and England, 


lain. 


in Detroit 
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Scrap steel — On May 10, 
prices of steel scrap in the Pittsburgh 
district dropped again. A consumer pur- 
chased small quantities of No. 1 heavy 
melting scrap at $23 a ton, a drop of 
$1. The price of this preferred grade 
of steelmaking scrap has dropped $20 a 
ton since early January. The current 
price is only $3 a ton above the O.P.A. 
price of $20 in effect during the war 
and until the fall of 1946. Little scrap 
is moving and most of the mills are 
still staying out of the market. 

* * * 

Galvanized steel items re- 
duced—Two U. S. Steel Corp. sub- 
sidiaries reduced prices of galvanized 
products May 10, as a result of the 
latest half-cent drop in zine prices to 
12 cents a pound. Carnegie-Illinois 
Steel Corp. has revised coating extras 
for all its galvanized sheet products, 
amounting to an average reduction of 
$1.50 a ton. National Tube Co. an- 
nounced it has, through increasing base 
discounts, reduced the price of galvan- 
ized pipe by $1 a ton, effective also 
May 10. These reductions are in ac- 
cordance with a formula whereby most 
companies raise or lower prices of 
zine-coated products, following the cur- 
rent changes of zinc. 

* + 

Television sets—Price reduc- 
tions of from $80 to $300 on some 
Freed-Eisemann television _ receivers 
were announced May 17, by Freed 
Radio Corp. 

a ak * 

Washing machines—A twenty 
dollar price reduction has been made 
on Universal’s Two-Speed washer and 
a ten dollar reduction on other models 
of Universal washers has been made by 
Landers, Frary & Clark, New Britain. 
Conn., according to E. L. Farquharson, 
salesmanager of the Home Laundry 
Equipment Division. Washer prices in 
the Universal line now stand at $149.95 
for the Two-Speed deluxe model with 
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pump and $89.95 for the WM1707 
model without pump.  lIroner prices 
have not been reduced. 

7 a a 

Toilet seats—Reductions aver- 
aging 14 per cent on the Series 100 and 
300 Capitol toilet seats have been an- 
nounced, effective May 10, by the Wash- 
ington Woodcraft Corp., Washington, 
N. 3. 

+e a * 

Electric refrigerators—Price 
reductions ranging from $9.25 to $19.25 
were put into effect May 17 by the 
General Electric Co. on its entire line 
of household refrigerators. Coupled 
with changes announced earlier this 
year on three popular low-priced re- 
frigerators, these reductions will repre- 
sent a total saving to the nation’s con- 
sumers of approximately $8,000,000. 
In announcing the reductions, L. H. 
Miller, manager of the G-E refrigerator 
division, pointed out that the Com- 
pany’s refrigerator sales in the year to 
date have run over 30 per cent higher 
than in the comparable 1948 period. 
The new price schedule follows: 


New Previous 
NC-6 $189.75 $199 
NF-6 194.75 209 
NB-8 229.75 245 
NC-8 269.75 279 
NF-8 319.75 329 
NH-8 399.75 410 
NC-10 309.75 329 
NF-10 349.75 364 
NH-10 149.75 460 
a x: 


Another anti-knock reduc- 
tion—On May 10, Ethyl Corp. reduced 
its prices of “Ethyl” anti-knock com- 


pound. Ethyl Corp. is cutting its price 
for motor mix to 57 cents a pound of 
tetraethy] lead content from 57.7 cents, 
and is reducing its price of aviation 
mix to 62.5 cents a pound of tetraethy| 
lead content from 63.2 cents. The cuts 
in anti-knock compound is due mainly) 
to the recent drops in the price of lead, 
which has been reduced 7'4% cents a 
pound since March 8, from its record 
high of 21% cents. Anti-knock com 
pounds are used in most regular and 
premium gasolines to improve its anti 
knock characteristics. 
x * * 

Television sets—A price re 
duction of approximately $50 per set 
on Magnavox television receivers has 
been announced by Frank Freimann, 
executive vice-president of The Mag 
navox Co. A 12-in. tube model which 
has been selling for $395 is now $349.50 
A 24-tube, 60-sq. in. screen model is 
now $279.50, the lowest priced Magna 
vox of this general size previously $345 

* * ae 

Aluminum spice rack—B. & 
D. Associates, Inc., Rochester, N. Y., 
have announced a price reduction from 
59 to 49 cents, for their aluminum 
spice rack for kitchen cupboard doors 
Dealer discounts continue at 40 per 
cent, plus terms of two per cent 10 
days. net 30 days, f.o.b. 

* * * 

Television tubes — General 
Electric Co. has announced a reduction 
in the price of four television picture 
tubes. The tubes affected are 10- and 
12-in. sizes in standard and the alumi- 
nized (Daylight) types. The standard 
10-inch tube (10BP4) formerly listed 
at $44.50, now carries a list price of 
$41.50; the same size tube with alumi- 
nized screen (10FP4) will list for $44.00 





DECLINES 


Aluminum cable. Anti-knock compounds. Steel scrap. Some galv. steel prod- 

ucts. Some television sets. Some electric washers. Some toilet seats. Some 

electric refrigerators. Some television tubes. One aluminum spice rack. 

Some automobile batteries. Some tires and tubes. Certain plastics. Some 
cameras, projectors. 


HARDWARE AGE, JUNE 2, 1949 








The f 


sole 


i 


when 


Assi 
by se’ 
Bolt 


gen 





HARDWA 


price 
nd of 


cents, 


lation 
aethy! 
+ Cuts 
tainly 
lead, 
nts a 
ecord 
com 
and 
anti 


ron) 
lum 
ors 
per 
10 


ral 
ion 
ure 
ind 
mi- 
ard 
fed 
of 
ni- 
00 


d- 
1e 


1e 








| The product of 104 years’ experience 
in fastener manufacturing, 
sold through the finest distributors 
in the world. 





- —_ 
we 
~ 
a” 
™ 


DISTRIBUTOR a 





a 


Assure satisfaction and dependability 
by selling RB&W Plow, Step and Elevator 
Bolts . . . the products of more than 
a century of continuous research 
and progressive development 
in fastener manufacturing .. . 
backed by the skill of four 


generations of RB&W men and women. 


RB&W 


THE COMPLETE QUALITY LINE 


RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 
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Plants at: Port Chester, N. Y., Coraopolis, 
Pa., Rock Falls, lil., Los Angeles, Collif. 
Additional sales offices at: Philadelphia, 
Detroit, Chicago, Chattanooga, Oakland, 
Portland, Seattle. 





104 YEARS MAKING STRONG THE DISTRIBUTORS THAT MAKE AMERICA STRONG 





















VLCHEK BOARD B-14 


A New VLCHEK 


@ 


Salesman’ 


This new board holds a 61- 
piece assortment of long box 
wrenches of popular sizes, 
open end wrenches, and com- 
bination .wrenches—all of al- 
loy steel, chrome plated. This 
one board thus provides a 
large assortment yet with 
small inventory. 


Like the other Vichek boards, 
it is made of handsome ply- 
wood: (12’’ x 24'’). Sturdy 
hooks hold the tools, allow- 
ing customers to remove and 
inspect the items. 


‘ 


An excellent merchandiser— 
saves time — promotes sales. 


rue details on request, _ 





The VLCHEK TOOL Co. 


3001 East 87th St. * Cleveland 4, Ohio 


Display and Feature 


VLCHEK 


HAND TOOLS 
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| as contrasted with $49.50. The 12-inch 
| standard tube (12LP4) now carries a 
| list price of $60.00 as against $66.50; 
with aluminized screen the tube 
| (12KP4) will list at $63.50 whereas its 
former list price was $73.75. Corre- 

sponding reductions have been made in 

distributor and suggested dealer prices. 

2K me us 

Refrigerators — Price reduc- 

| tions, of as high as $23.00, but aver- 
aging $10.00 on most affected models, 
have been announced on 13 household 
Frigidaire Divi- 
Mason M. 
general manager of the divi- 


| refrigerators made by 
| sion, General Motors Corp. 
| Roberts, 
sion has announced that the company 
is giving its dealers full benefit of this 


reduction by rebating to them the dif- 
| ference in their cost on all refrigerators 
| in their stocks on which prices have 
been reduced. 

* as xe 
tung oil 


Tung oil—American 





“crutch” 
collapse in 


producers are asking a price 
for the 
vegetable oil prices has them 
During the war tung oil’s price was 
held by the O.P.A. at 38% cents a | 
pound. With a 25-cent government price 
support taken away from it last year, 
tung oil now sells around 20 cents a 


from Uncle Sam, 
“groggy.” | 





pound. Tung oil is a drying oil used | 
primarily in paint. It is crushed from | 
nuts which grow on the tung tree. 
China has always been the chief world 
source, but the late war’s blockade of | 
oriental supplies brought heavy U. S. 

planting of tung trees across a 100- | 
mile belt from Florida to Texas. These | 
trees are expected to produce 75, oY 
tons of nuts this year. Total _ 
output in pre-war 1939 was ny tons. 

Leading paint makers are still “stand- | 
on their prices, despite the 


zinc, 


° ” 
ing pat 





recently lowered costs of lead, 





| price of aluminum cable, 
| trification, has 


| after Jan. 1, 


| tric for its services in serving as the 


| plan will 


flaxseed, and the leading paint oils. 
* oe ac 

Aluminum cable’ cheaper 

next year—A substantial cut in the 
for rural elec- 
been announced by 
Reynolds Metals Co., to be 
accepted for 


effective 
orders delivery 


1950. The company said: 


on all 


“The cuts in cable prices range from 
$1.63 up to $4.06 per hundred weight. 
The new prices also include the com- 
mission which is paid Wisconsin Elec- 
areas. This 


distributor for its rural 


make available this cable, 





for rural electrification, more cheaply 
and in more abundant quantity.” 
* * * 
Anti-knock compounds — On 
May 9, E. I. du Pont de Nemours & 
Co., Inc., reduced prices on its tetra- 


ethyl lead anti-knock 


compounds to 








Gripper Clips 


Registered U. S. Pat. Office 


Small and large 
sizes for holding 
tools, garden im- 
plements, 
kitchen utensils, 
etc. Nickel plated. 
Packed on cards 
6 doz. to a box. 
Units (2 doz 

large and 1 doz. 
small.) Retails at 
10¢ each. Circu- 
lars on request. 


@ greson GOOD TOOLS, INC. . 
; Orange, Mass., U.S.A. 











Ww HINE’ 


H ess 
UNS, cg 


cHAM 


IN U.S.A. 


ASK YOUR JOBBER 


FOR OUR DOUBLE DUTY CHAMOIS 
DOUBLE VALUE TO THE CONSUMER 


HOYT & WORTHEN TANNING CORP 
HAVERHILL. MASS 


MADE 








PRINTED CELLOPHANE 


Colorful - Self Adhesive - Cellophane. processed 
in Rolls. Easy to buy - Easy to apply - used for 
Packaging - Point of Sale advertising - Parts mark- 
ing and Aircraft Wire terminal identification. 


TOPFLIGHT TAPE - YORK, PA. 











Stock 
Shipments 


SWEDISH STEEL ANVILS 
SWEDISH (NORWAY) IRON IN BARS 


SWEDISH-AMERICAN STEEL CORP. 
435 Kent Ave. Brooklyn 11, N. Y. 











WHEN YOU WANT TO BE HEARD 





Speak to the right "“class"—in 





the Classified Opportunities 
Section of 


HARDWARE AGE 


100 East 42nd St. New York 17, N.Y. | 
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35.04 cents per pound for motor mix, 
and to 38.38 cents per pound for avia- 
tion mix. The previous price for motor 
mix was 35.474 cents a pound, and 
for aviation mix 38.811 cents. These 
compounds are sold to companies which 
make gasoline. 
* * * 

Refrigerators — Nash Kelvi- 
nator Corp. made recently its second 
price reduction of 1949, averaging $10 
on most electric refrigerators. Westing- 
house also announced a $20 reduction 
in its 6-cu. ft. super model refrigerator. 

* * os 

Auto batteries—On May 16, 
two large automobile storage battery 
makers announced price cuts, for the 
second time in about six weeks. Both 
companies said lower lead prices made 
the cuts possible. Lead has fallen 714 
cents a pound from the record 21%4- 
cent level that prevailed up to March 
8. The new price cuts averaged about 
11 per cent, and with those announced 
April 1, bring both lines down about 
15 per cent. The most popular battery 
in either brand now costs $19.95 
against $23.95 on March 31. 


* * * 


Tires and tubes lowered — 
On May 18, price reductions of 19 per 
cent on passenger and truck tires and 
tubes were announced by Standard Oil 
Co. (Ohio), which markets its own 
brand, Atlas tires, through Sohio ser- 
vice stations. The reduction means that 
a typical tire, size 6:00x16, which pre- 
viously cost $15.95, will now be sold 
for $12.92, a saving of $3.03. The an- 
nouncement said the 19 per cent re- 
duction is on the first line, first quality, 
new car type tires—the “grip safe” 
Atlas tire—and that “trade-in allow- 
ances will continue to be made on old 


tires.” 
a” ok a 


Building wire and cable — 
On May 13, General Cable Corp. an- 
nounced it was reducing its prices for 
building wire 10 per cent to 15 per 
cent effective immediately. The action 
brings the total cut for building wire 
to 35 per cent to 40 per cent since the 
beginning of the year. “Building wires” 
are used for the transmission of electric 
current in office buildings, homes, 
apartment houses, hospitals and _ fac- 
tories. 

* * 

Television On May 14, 
United States Television Mfg. Corp. re- 
duced the price of its 15-inch television 
consolette to $569.50 from $625. 


* a * 


Plastics—On May 13, Bake- 
lite Corp., a unit of Union Carbide & 
Carbon Corp. announced reductions in 
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STANDARD FOR 
THE HARDWARE TRADE 
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hardware products for the hardware trade... 
Kester Acid-Core Solder... Kester Metal Mender 
.. . Kester Plastic Rosin-Core Solder . . . Kester 
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Insist upon Kester Products * 
from your jobber. Increased 
sales are assured by Kester's 
vast advertising progrom. 





KESTER SOLDER 9 
— KESTER 


4201 Wrightwood Avenue, Chicago 39, Illinois 





Factories Also At 
Nework, New Jersey °* Brantford, Canada 
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its “Phenolics,” effective May 15. Two 
types of  walnut-mottled materials, 
widely used in radio cabinets, have 
been reduced one cent a pound or 5 per 
cent. Prices of 37 made-to-order 
colored materials have been increased 
an average of 14% cents a pound. 


* 


Cameras and projectors lower 
On May 14, Eastman Kodak Co. an- 
nounced price reductions averaging 
ibout 12% per cent on several of its 
still and movie cameras and projectors. 
The reductions ranged as much as 
1744 per cent on some items. Typical 
cuts are 40 cents on a $3.15 “Baby 
srownie” camera, up to $36.50 on a 
$261.50 16-20 “Kodascope” projector. 
rhe prices include the excise tax of 25 
per cent. J. E. McGhee, vice-president 
and general sales manager, said: “We 
are making these price reductions even 
though the average increase in prices 
of our equipment since 1939 has been 
below national average increases. We 
feel that by making these reductions 
now, at the start of the most active 
picture-taking season, we can not only 


benefit consumers and _ photographic 
dealers but also stimulate photography 
during the summer months.” The com- 
pany says it now will be able to meet 
all demand for Eastman films, papers 
and chemicals. 


* % * 


Steel volume—With the ingot 
rate slowly on the downgrade and order 
volume contracting a little, the effect 
of f.o.b. selling of steel will stand out 
in stark relief soon. Areas which easily 
operated at a high rate may find that 
they are rolling along at a rate under 
the national average and several points 
lower than those steel producers in 
dense consuming areas, according to 
the May 19 issue of The Iron Age, 
national metalworking weekly. Whether 
or not such a situation will speed clari 
fication of the legal right of steel firms 
to absorb freight—in a practical man- 
ner—remains to be seen. But steel 
users don’t like f.o.b. selling of steel 
and are vocal about it. But not vocal 
enough to speed Congress or the Su 
preme Court on the matter. A_ special 


survey by The Iron Age, which is af- 





This May Be a Record for Traveling Men 





Thomas Cranley who carries the hardware line of J. Russell & Co., whole- 
salers of hardware, automotive and mill supplies, of Holyoke, Mass., be- 
lieves that he has set a U. S. record for traveling men by having occupied 
the same hotel room once a week for the 30 years that he has been going 
to North Adams, Mass., on business for the Russell company. Mr. Cranley 
(right) is seen looking over some old pictures of the Hotel Richmond, with 
its manager, Sydney M. Chisholm. Mr. Cranley, who is a resident of New 
Britain, Conn., has spent from two to four nights each week, for the past 
three decades in the North Adams hotel. 

Mr. Cranley is also claimed to be one of the world's soundest sleepers, 
having slept through two disastrous fires, one of which destroyed a large 


part of the hotel where he was staying. 
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filiated with Harpware Ace, taken 
among metalworking plants which con- 
sume about a third of total steel ship- 
ments showed that 87.2 per cent favored 
the old basing point method of selling 
steel. Only 12.8 per cent favored f.o.b. 
without freight absorption. There was 
little or no difference ef opinion be- 
tween large and small plants. Nor was 
there much difference between various 
geographical locations. The vote was 
strong and pointed—steel users as a 
whole do not like the present method 
of selling steel. Just how much pressure 
their likes and dislikes will have in 
months to come remains to be seen. 
The easiness in steel supply will mean 
that many customers will be able to 
get most of their steel supplies around 
their own backyards. The danger from 
the present f.o.b. method of selling 
faces steel producers who are in areas 
which consume far less than is pro- 
duced. But until steel leaders are cer- 
tain that it is legal to absorb freight 
there is little chance of wholesale 
freight absorption in meeting compe- 
tition. Incoming steel business is not 
as bright as a lot of steel people would 
like to see it. But so far no real wor- 
ries have been shown publicly. Under- 
neath there is a current of unrest 
among steel sales people. Customers are 
still pairing down inventories. This 
week it looks orderly and bears no 
semblance to the sharp and painful 
process of mid-1937. Inventories are 
still large among some firms, normal 
in others and small in still other 
croups. That presents the picture on 
a tonnage basis. But as and if end- 
use business fails to pick up or goes 
off further, the size of the inventories 
rises overnight. While the cases are 
still considered isolated, many large 
steel users are attempting to sell in 
the open market fairly large bundles 
of steel they don’t need. They are not 
having an easy time finding buyers. 
There is still no real evidence that 
the steel operating rate will dip sharply 
before the middle of July. But even as 
people keep remarking that the rate 
is not slated to go off, it keeps going 
down slowly. Already it has dropped 7 
per cent from the peak reached early 
this year. This week the steel ingot 
rate is off one half a point to 95.5 per 
cent of capacity. Eyes in steel are no 
longer on the current steel rate. They 
are on the probable outcome of labor 
negotiations and the outlook for steel 
business the last half of this year. 


* * & 


Heating, cooking equipment 

March shipments of all types of heat- 
ing and cooking equipment, excepting 
‘ast iron boilers, radiators and con- 
vectors, rose above February levels, ac- 
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hit your Local Markets 
right in the CENTER! 


'.  Suburbanites — city dwellers — golf course 
i managers — park and cemetery superintendents 
— industrial users — with the reliable IDEAL 
line you can squarely meet the lawn mower 
requirements of them all. More than twenty 
power models, five hand models — every one 
built with the famous IDEAL thoroughness that 
assures customer satisfaction and protects dealer 
reputation. Be wise and profit with IDEAL. Carry 
popular items in stock and cut yourself in on 
the juicy bigger contracts from sample and cata- 
log. Don’t wait. Write for information today. 


a 





PDisAt Ba TT ee 


Dept. HA49, Springfield, Mass. 
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EDLUND 
‘JUNIOR 
CAN OPENER 


THINK OF 


Edlund 


for 
BETTER KITCHEN TOOLS 


EDLUND COMPANY BURLINGTON, VT. 
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Single-cut power mowers in complete 
range of sizes, 20” to 32” cuts; riding 
and walking types. Reliably powered; 

engines of 1 H.P. to 5 H.P. 


Wide-cutting gang mowers up 

= — 4 : 

to 25’, for operation with all d 
makes of tractors. f 


X 





Hand mowers of modern de- 
sign and finest materials. 
5-blade and 7-blade reels. 
Light, strong, rugged. Sizes 
from 8” edge trimmer to 
18” regular. 








| MEAS- U- RIT D ts Pinnel r 


(TRADE MARK) 


Featured by 
@ Lewis & Conger 
@ Jordan Marsh Co. 
@ Stern’s, New York 
@ John Wanamaker, N. Y. 


For More Profit! 


The MEAS-U-RITE has a durable 
meter that never gets out of order. 
Accurately measures ground or 
powdered coffee, prevents waste; 
assures same correct strength every 
time. Air-tight, keeps coffee fresh 
to last tablespoon. In chrome and 
white enamel 
finish. 





Can Be Used National Sales 

> As A Canister SMITH-BENNY SALES CO. 
11 West 42nd Street 

New York 18, N. Y. 


MEL-GAUG Ey, pany 





FOXON ROAD e EAST HAVEN, CONNECTICUT e U.S.A. 


























oo 





THREADING 


N EW GEARED 


RECEDING DIE-STOCK 


Here's a real tool! . . . the new Oster 
No. 54 "LEADER" Geared Receding 
Die-Stock. Used with ratchet handle for 
hand operation (as illustrated) it takes 
over the biggest part of the job of hand 
threading 2!/2”, 3”, 3'/2” and 4” pipe. 


Its super-strong construction makes it 
the ideal threading tool for power 
drive operation. Drive gear has a ten- 
sile strength up to 60,000 pounds per 
square inch! 

Steel pinion runs in needle bearings. 
That feature assures easy operation 
with a minimum of friction. Those and 
other features of the new Oster No. 
54 "LEADER" challenge comparison 
with any geared receding die-stock in 
its capacity range. 


Another NEW Oster Tool! 


If you want the"TOPS" in a receding 
die-stock for threading |” to 2” pipe, 
buy the new Oster No. 52 "LEADER". 
It's a HONEY for fast, easy operation! 


Fillinthe form below for 
complete information. 


MAIL IT TODAY! 


THE OSTER MFG. COMPANY 
2028 East 6lst Street, Cleveland 3, Ohio 


O. K. Oster! Send me all the facts about 
your new No. 54 and No. 52 RECEDING 
DIE-STOCKS. 


My Name 
Company 
Street 


City State 


hee ee ee eS SS eS 








cording to the Bureau of the Census, 
U. S. Department of Commerce. March 
shipments of 25.9 thousand oil burners 
and burner units rose 8 per cent over 
the 23.9 thousand units shipped in 
February. Shipments of 41 thousand 
warm air furnaces, valued at $7.1 mil- 
lion, were 25 per cent above the Feb- 
March ship- 
domestic stoves 
amounted to 105.7 thousand units, 
valued at $2.6 million. This repre- 
sented an increase of 7 per cent over 
the 98.8 thousand units shipped in the 
previous month. Shipments of domestic 
cooking stoves and ranges (except elec- 
tric) in March totaled 189.4 thousand 
units valued at $14.3 million. This 
compares with February shipments of 
154.2 thousand units valued at $11.7 
March shipments of 133.7 
thousand non-electric water heaters, 
valued at $6.4 million represented an 
increase of 23 per cent in number and 
22 per cent in value over the February 
shipments. Shipments of floor and wall 
furnaces rose 14 per cent in March to 
18 thousand units. On the other hand 
shipments of cast iron boilers in March 
dropped to 7.1 million pounds valued 
at $1.5 million. This represented a 
decrease of 14 per cent from the 8.2 
million pounds shipped in February. 
The 1.4 million sq. ft. of cast iron 
radiation shipped during March was 23 
per cent below the previous month. 


ruary level of shipments. 


ments of heating 


million. 


* * * 


Maytag sales — The Maytag 
Co., Newton, Iowa, reports for the 
three months ended March 31, 1949, 
net sales of $11,839,556, compared with 
$18,607,736 for the first quarter of 
1948. 


Again, television vs. radio— 
The latest contribution to the guesses 
about television’s future, says that tele- 
vision will outstrip radio in five years. 
This is the opinion of a majority of 
industrial leaders surveyed recently» by 
a leading eastern advertising agency. 
About 60 per cent of those surveyed 
saw television forging ahead of radio 
by the end of 1954, and 77 per cent 
thought television would be more im- 
portant by the end of 1957. But tele- 
vision still will not “kill off” radio, 
said 87 per cent of the leaders, though 
most agreed that radio will be forced 
to make some changes. 


More April sales reports— 
In April S. S. Kresge Co. enjoyed a 
gain of 24.8 per cent over the 1948 
comparison, thus joining Woolworth’s 
in a sharply better showing. Kresge’s 
March had shown a decrease, but its 
record for the four months to date was 


still ahead of the year-ago total. Butler 
Bros. reported a 27.6 per cent drop in 
April, and a decline of 20.7 per cent 
in the four months, compared with the 
1948 figures. 


“Personal incomes”—Personal 
incomes dropped in March, for the 
third consecutive month, the Commerce 
Department revealed. The March de- 
cline brought the first quarter’s income 
rate down to 3 per cent below last 
December’s peak rate. The Department 
attributed most of the decline to shrink- 
ages in wages and salaries as a result 
of layoffs and shortened work weeks in 
some manufacturing plants. The drop 
in consumer income gave fresh im- 
petus to the drive in Congress to cut 
federal spending rather than _ boost 
taxes. As Senator George, of the Sen- 
ate Finance Committee, expressed it: 
“If the national income is shrinking 
because business is shrinking, it would 
be nonsense to clap more taxes on a 
falling economy.” 


* * * 


Another booming wheat crop 
—The winter wheat 
mated by the Agriculture Department 
at 1021 million bushels, on the basis 
of May 1 field conditions. This was 
about two million bushels above its 
prediction a month ago. The estimate 
raised the possibility of a wheat sur- 
plus that might lead to production 
controls next year. No forecast was 
given for spring wheat, but if the spring 
crop turns out to be about the same as 
last year’s 300 million bushels, the 
over-all wheat production in 1949 would 
be around 1,321 million bushels. The 
record was 1,367 million bushels in 1947 
when world shortages were acute. Rye 
production of only 21,552,000 bushels 
was predicted. Although yields are 
more promising than usual, the acreage 
is the second smallest in the past 75 
years. Current reports indicate a hay 
crop of about 101 million tons. Despite 


crop was esti- 


reduced acreage, heavy production of 
early potatoes is indicated. 


* * * 


Building contracts show 
mixed trend—F. W. Dodge Corp. re- 
ported recently that contracts awarded 
for buildings, public works and public 
utilities projects in the thirty-seven 
states east of the Rocky Mountains in 
April amounted to $842,586,000 to show 
a 13 per cent gain over March and a 
decline of 4 per cent from April of 
last year. 
mitments were reported in commercial 


Increased investment com- 


building, educational and science build- 
ing, hospital and institutional building, 
social and recreational building, and 
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Dull Brass 
Dull Bronze 





CHAMPION 


LETTER BOX PLATES 
a - Finely Finished = Rich in Appearance 


FINISH 










CAST BRASS or BRONZE 
Large Size Opening 2 x 71/2 Inches 







FINISH 
9215C Polished Brass 9215 X 
9215 DL Dead Black 9215H 





The 
CHAMPION HARDWARE C0. 


GENEVA. OHIO 








INSTALL JET PUMPS 
THE EASY AND 
SAFE WAY! 


—WITH 


GROWDEN 


INSTALLATION CLAMPS 


This handy tool will assist you in making double 
pipe, jet pump installations the safe and easy 
way. It eliminates make-shifts such as pipe 
vises, iron and wood clamps, chain, rope and 
other hazardous substitutes. It will pay for itself 
by saving time, by improving workmanship and 
by preventing injury to workmen and materials. 


AND GUARANTEE COMPLETE 
CUSTOMER SATISFACTION 


with GROWDEN 


PLACEMENT CLAMPS 
IN THE WELL 


Attach these clamps to the drop pipes 
in the well to equalize the weight and 
strain on the pipe joints and the ejector 
body—to prevent twisting and rattling 
of pipes and to make a more rigid, quiet 
and long lived installation. 






















Write or wire today for prices, literature 
and complete details. 


A. |. McDERMOTT COMPANY 
46-48 Market Street Oshkosh, Wisconsin 














New PoRMADO* 
Rental oor Machine 


Exceptionally easy to use 
Does all types of Floor Maintenance 


Here is the ideal Floor Machine for your 
profitable Rental Service. 


e Easy to control and handle 

e Disassembles for transport 

e Adjustable to any size operator 
e Correctly balanced for better, faster work 
e Sturdy and Serviceable 


Write today for details of our free trial offer so you can 
test the better floor machine yourself. 


*Trade Mark Reg. U. S. Pat. Off. 


BREUER ELECTRIC MFG. CO. 


5106 RAVENSWOOD AVE., CHICAGO 40, ILL. 
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FRAME 
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— ...- All Year Round Sure Profit Items! 


| SAFETY LOCKS « WINDOWS & DOORS 

















SUN METAL PRODUCT 
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e The Strongest—Safest Locks Made! 


e Needed in Every Home and Apartment on 
Almost Every Door and Every Window! 


e Such Demand Sells Them So Fast! 
Ask Your Jobber or Write 


3319 W. CARROLL AVENUE 
CHICAGO 24, ILL. 









































IS MODESTY A VIRTUE ? 


If AJAX were modest you might 
never know that quality hard- 


ware is available at a price. 


Are we being bold 
when we say... 


AJAX QUALITY IS HIGHER 

AJAX PRICES ARE LOWER 

AJAX DISPLAY BOARDS ARE FINER 
AJAX PACKAGING IS UNEQUALLED 
The proof is available. Ask your 
jobber or write us for catalog 
and samples. 


SAX 
AJAX TOOL & MFG. CO., INC. 


6829 AVALON LOS ANGELES 








Give You Highest 
Dependability 
at Lowest Cost 
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THEY’RE ALWAYS ON 
GUARD WHEN THE 
BLOWING IS HARD! - 


‘ \\\y , 
PN W777 7/7/18 
. nia sa 


HIGHWAY 
TORCHES 





Order through distributors 


EMBURY MFG. CO., WARSAW, N. Y. 









single-family houses built to owners’ 
orders for their own occupancy, last 
month’s totals in these groups being 
higher than those for March and for 
April of last year. Awards for public 
works were also in the ascendency 
during the month. At the month’s end, 
the cumulative record for the year in 
all building and engineering classifica- 
tions showed a total of $2,641,656,000 
or 8 per cent less than the total re- 
ported for the corresponding four 
months of last year. The deficit for the 
first four months was brought about by 
an over-all decline in nonresidential 
contract commitments of 1 per cent to 
a total of $1,087,589,000, a decline of 
17 per cent in residential awards to a 
total of $907,796,000, and a decrease in 
public works and _ public utilities 
awards of 3 per cent to a total of $646,- 
271,000. 
+ * * 

A big cotton drop—The 1948 
cotton crop was estimated (May 6) at 
14,868,000 bales of 500-pounds gross 
weight each, in a final report by the 
Agriculture Department. This yield 
compares with 11,857,000 bales pro- 
duced in 1947 and with a 10-year aver- 
age of 12,014,000 bales. Cottonseed pro- 
duction last year was figured at 5,941,- 
000 tons compared with 4,681,000 in 
1947. 

o* a * 

Farm income vs. farm 
spending—Although farm prices dur- 
ing the first four months of 1949 were 
down 10 per cent under last year, farm- 
ers pocketed $8 billion, only slightly 
under 1948. The U. S. Agriculture De- 
partment said larger marketings offset 
the price declines. Current demand for 
farm products continues on a “high 
level, although there are evidences of 
weakening,” the Department said. Until 
1949 crops are harvested, prices will be 
subject to changes in crop prospects. 
Spokesmen for the National Farm Loan 
Association connected with the Omaha 
Federal Land Bank, said recently that 
farmers in Iowa, Nebraska, South Da- 
kota and Wyoming are reducing their 
purchases “to the point where only 
necessary buying exits.” They said the 
trend is unmistakable, as most farm 
faster than 


“ 


commodities are sliding 
operating costs. 
a * . 


Inducements for crop stor- 
age -— The government has offered 
grain growers extra cash if they help 
ease the national storage problem by 
storing for another year the wheat, oats 
and barley they have put under Federal 
price support loan. The Agriculture 
Department announced it will give 
farmers 10 cents to 1114 cents for each 
bushel of wheat, 8 cents for each bushel 


of oats and 10 cents per bushel of 
barley which they agree to “reseal” 
under loan extensions in this manner, 
\ similar program will be announced 
later on last year’s corn crop. The plan 
is intended tn induce farmers to build 
new storage facilities on their farms to 
accommodate the new crops coming up 
this year, in addition to those held over 
from last year. If they decline to ac. 
cept the payments, the government 
must take over the grain and move it 
off farms to country grain elevators and 
terminals. 
a * . 

“Gross national product”—The 
nation’s output of goods and services 
had its biggest post-war drop in the first 
quarter of 1949. Production fell to an 
annual rate of $256 billion, off $9 bil- 
lion from the final three months of 
1948. One reason for this decrease in 
the dollar total was that prices were 
lower. But even so, consumers and 
private business bought less while re- 
taining more in savings than they had 
been doing. The biggest previous 
quarter-to-quarter decline of the post- 
war era was one of only $1,300 million, 
That came in the first three months of 
1946 when the nation’s economic ma- 
chine was shifting from war to peace. 
The total output of goods and services 
is known technically as the “gross na- 
tional product.” 


* * om 


April volume of “chains” 
sales—Last month, the nation’s chain 
stores had sharp increases in sales 
volume, while the mail order companies 
continued to show declines. Sales gains 
ranging from 13.2 per cent to 36.4 per 
cent over April, 1948, were reported by 
eight big variety store chains, all of 
which had reported decreases in March. 
The fact that Easter fell this year three 
weeks later than in 1948, was the chief 
factor for. the drop in March and the 
increase in April volume. However, 
three of the giant mail order houses 
failed to show any increase in April. 
Sears, Roebuck & Co., 
Ward and Spiegel, Inc., all reported 
declines for last month. Sears dropped 
1.6 per cent. Ward’s had the sharpest 
decline of the three, off 12.4 per cent 
from a year ago. 


Montgomery 


* + - 


Wholesalers in March—March 
dollar sales of independent wholesalers 
rose to $5,674 million, $531 million 
higher than February, but $194 million 
less than March, 1948. Both the dura 
ble and non-durable goods stores re- 
ported March declines from March 
1948. Durable goods stores sales 
reached $1,981 million this March, com 
pared with $2,143 million in March, 
1948. March increases over February 
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LOCK SETS LONG DEMANDED BY ARCHITECT, BUILDER AND HOMEOWNER BECAUSE 
evators and OF THEIR REASONABLE PRICE, EASE OF INSTALLATION, AND TRUE COLONIAL 
APPEARANCE AS WELL AS SMOOTH ACTION AND DECADE AFTER DECADE DEPENDABILITY. 
& REASONABLY PRICED * USED ON ANY THICK- 
luct”’- _Th WESS DOOR * QUICK AND EASY INSTALLATION...IN A FRACTION OF THE TIME IT TAKES 
e TO INSTALL TUBULAR DEVICES * SECURITY OF A DEADBOLT « FULLY REVERSIBLE * LONG 

ad Services LATCH-THROW » CASES 4- : 
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dropped ; A mel anatel cutting, easiest handling, and packs more power than any 
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lois eal ! =” handle grips. ... Zips right through wood, stone, tile, sheet metal, composi- 
tion. Calibrated for ripping ... holds accurate depth of cut 
,and angle adjustment. It's balanced right... feels right. . 

alithesite : i Qj cuts right in any position. 

lesalers _— aes 7 TRULY A |Your market area may still be open. Write or wire for details 

million QUALITY about the attractive dealer plan. 
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BETTER PIPE TOOLS 


All “ARMSTRONG BROS.” 
Pipe Cutters, ‘‘Barnes 

Tyee". Saunders 
Type’ and Drop 
Forged’ are 
improved tools. 
Pins and rollers 
are hardened 
tool steel; will 
hold their align- 
ment and cut pipe 
off squarely. They 
have thin knife blade 
cutter Wheels of alloy 
seel that cut easily, leave 
minimum burr, and hold their 
Keen edge. 


Armstrong Tools are stocked by 
Leading Tool Departments 


Write for Catalog 
ARMSTRONG BROS. TOOL CO. 
5214 W. ARMSTRONG AVE., 
CHICAGO 30, U.S.A. 

NEW YORK and 
SAN FRANCISCO 





Sell SIMPLEX 


and cash in on every 


etsanuee, 


* RATCHET JACKS FF) 


Single or Double Acting 
1% to 35 Tons Cap. 
Safe, fast, powerful for all 
types of jacking in every field. 
Lift ful/ capacity on cap or toe. 
Rugged construction for heavy 
duty. 






@ 


8 Models — 3 to 100 Tons Cap. 
Safety Tested to 50% Overload. 
The finest hydraulic jack you 
can sell! Neoprene packing 
seals— plus many other exclusive Simplex 
features for safer, easier-to-use hydraulic 
jacking power. 


ae 


88% Easier Lifting * 4-Way or 
Ratchet Head * Malleable Housings 
31 Models—10 to 24 Tons Cap. 
A single chrome-moly ball, nested 
under corrugated cap actually re- 
duces friction 88% — ball won't 
flatten; cap can’t slip. All purpose 
jacks for rugged action. 
SEND TODAY FOR SIMPLEX CATALOG 49 — 
Let the complete Simplex line show you the way 
to more profits on every type of jack customer. 


Simplex 


TEMPLETON 
1056 S. Central Ave 


KENLY & COMPANY 
Chicago 44, Illinors 
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« SCREW JACKS =. * 
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ranged from 5 per cent for automotive 
products to 25 per cent in hardware. 
Non-durable goods stores reported total 
March sales of $3,692 million, against 
$3,725 million in March, 1948. Inven- 
tories of independent wholesalers at 
the end of March were $6,679 million, 
$522 million higher than on March 31, 
1948. 
* * * 
Inventories above last year 
Business inventories were valued at 
$54,500 million at the end of March, 
up seasonally from February, and 6 per 
cent higher than on March 31, 1948. 
Pre-Easter shelf stocking by retailers 
this spring increased their stocks to a 
total of $14,352 million at the end of 
March, compared with $14,280 million on 
March 31,1948. This increase in retailers’ 
inventories was “offset by declines in 
manufacturers and 
February-March 


the holdings of 
wholesalers” in the 
comparisons, the Commerce Department 
said. Manufacturing inventories dropped 
to $31,728 million at the end of March 
from $29,064 million at the end of 
March last year. (All) 
March 31 stocks were $8,453 million, 
compared with $7,869 million on the 
last day of March, 1948. 


Be Be a 


wholesalers’ 


Labor re-adjustments The 
Labor Department says a study of April 
employment shows that job trends dur- 
ing the month were “a little more 
favorable than expected.” The reason 
is that production cutbacks, lay-offs, 
and shutdowns this spring (causes of 
the jump in unemployment), are still 
confined to industries undergoing 
“healthy readjustments.” A report pre- 
pared by the Bureau of Labor Sta- 
tistics, shows that in April non-farm 
employment fell only 250,000, and total 
almost no 


unemployment showed 


change. B.L.S. is still looking for a 
seasonal spring pickup in employment, 
due partly to the fact that construction 
—one of the seasonal industries 
“looks better” in the April report. 
Labor Department officials have main- 
tained that current job trends do not 
indicate a recession is in the offing. 
Commissioner Clague has forecast em- 
ployment above the 60 million mark by 
July—the usual peak month, and feels 
that unemployment in the rest of 1949 
isn’t likely to go beyond its current 
level of 3 million, a figure “still rela- 
tively low when related to the record 
size of our civilian labor force.” 
* * * 


“Great expectations” — The 
oil heater industry’s sales this year 
will be 20 per cent greater than in 
1948, stated R. S. Bohn, retiring presi- 
dent of the Oil Institute of America, at 
its annual exposition recently in Bos- 


ton. The industry expects to sell ai 
least 540,000 power-driven oil burner 
units this year compared with 450,000 
units in 1948. 
hit the million mark, Mr. Bohn added. 
Dollar volume of sales for the industry 
is expected to increase 25 per cent to 
30 per cent, though this will not mean 


an increase in prices. “The greater 


Space heater sales will 


dollar volume will come from a grow 
ing tendency on the part of consumers 
to buy complete furnace-burner and 
boiler-burner units which have a higher 
heating capacity,” it is claimed. Mr. 
3ohn credited increased salesmanship 
for the improvement. 


* a a 


Woolworth sales — F. W. 
Woolworth Co. in 1949 will have “one 
of the most difficult years” it has had 
for some time, A. L. Cornwell, presi- 
dent, told the company’s recent annual 
meeting. Sales for the first four months 
of this year were just a shade below 
the like period last year. The public, 
Mr. Cornwell said, now has become 
much more discriminating as to price 
and quality than it has been for 10 
years. “Our buyers,” he added, “in 
cooperation with suppliers, are obtain- 
ing many price reductions and these 
lower cost prices are naturally reflected 
in lower retail prices over our coun- 
ters.” Increased dollar sales in recent 
years partly reflected higher prices. 
This condition now is being reversed, 
and, to maintain satisfactory sales to- 
day, the retailer must strive to increase 
unit sales. Woolworth is preparing to 
do just that, and its investment in 
merchandise is being kept in ratio to 
current sales. Mr. Cornwell empha- 
sized that, although a number of the 
enlarged stores require higher mer- 
chandise investments, and merchandise 
lines are more complete than at any 
time in the company’s history, its total 
investment in inventory is substantially 
less than a year ago. 


* a a 


Sears’ mid-year sales book 
Featuring sharp price cuts in all mer- 
chandise lines, the largest midsummer 
sale catalog ever issued by Sears, Roe- 
buck & Co., has just been distributed. 
The reductions on individual items 
range up to 50 per cent, compared with 
spring-and-summer 


prices in Sears’ 


general catalog. Furniture prices have 
been cut an average of 15 per cent. 
Inner-spring mattresses are down 23 
per cent, upholstered furniture 17 per 
cent, and summer furniture 12 per 
eent. Shoe prices in some lines have 
been rolled back to the 1946 level. 
Other lines showing important price 
cuts include paint, down 9 per cent; 
electric table appliances, 13 per cent 
lower; power tools, as much as 20 per 
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CABINET HARDWARE 


DISTINCTIVE 
1 CIES LOEB 
ALL FROM 


HARDWARE 
SOURCE 








BUILDERS HARDWARE 
CABINET LOCKS 
| © SCREWS AND BOLTS 


i SASH HARDWARE 


nk ww, 





SUPERIOR CUTTING QUALITIES 
make them easy fo sell 


BROWN & SHARPE MFG. CO., Providence 1, R. I., U.S.A. 





BROWN.& SHARPE HAIR CLIPPERS 


aT vile), Time cele Glee) l7-\. ) aur) 


ROCKFORD, ILLINOIS 











STYLED FOR BEAUTY * GUARANTEED FOR SERVICE 


Distributed exclusively through your jobber 


Made exclusively for 


AMERICAN IMPORT CO., San Francisco, California 

















BUWILO STORE TRAFFIC! & 
AOL OY Mi 2,4 LEM CALL 


HANDY-SIZE PANELS OF MASONITE TEMPERED P 


RESDOWOOD IN 


ATTRACTIVE CARTONS. MASONITE CORPORATION, CHICAGO 2, ILL 











FOR FASTER SALES ACTION... — 


Actionrod 


ngoul® PRFEL wiy,, Live act? 





DETROIT, MICHIGAN 


ORCHARD INDUSTRIES, INC. « 18404 MORANG ROAD ° 










£ BRITE-BORE 
GUN CLEANING EQUIPMENT 


The finest 









FOR ALL 
RED FEATHER SERVICES 
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and best merchandised 
line of gun brushes and rods 
on the market. 











THE MILL-ROSE COMPANY 
1985 E. 59th St., Cleveland 3, Ohio 
























woop 
JOINERS 


SKOTCH 


A Steady 
Profit Puller 





8” = 10” carton disp! 
‘ printed in red and bla 
or on cords for bin display 






Here's a wood joiner that really 
HOLDS .. . and holds without 
cutting or splitting wood fibers. 
Applied like a nail. Patented 
prongs pull wood together for tight 
strong joint. Works equally well 
on square, mitre, "T", splitordado} f= 
joints. Perfect for repairs, making 
screens, etc. Easily displayed on 
counter or in self-service bins. 


A 
Free Sales Helps... ws 


Sample wood joints that show uses 
of SKOTCH Wood Joiners plus a new |7 
counter folder are yours FREE. Ask 
your Jobber or write direct for gen- | cupins 
erous supply. Dept. HA-l!. ~ 


supenion FASTENER conP. | [E=D 











2949 ELSTON AVE., CHICAGO 18, ILL | I 
GRIPS LIKE A VISE 





THE LAST WORD IN 







WIRE PRODUCTS 


STOVE PIPE WIRE 
COIL AND SPOOL 
ASSORTMENT 





STRANDED 
AND SOLID 
CLOTHES LINE WIRE 





BRASS, COPPER, 
DARK, TINNED, 
GALVANIZED 
COILS AND SPOOLS 
1 OZ. TO 20 LB. 
PACKAGES 






1 (OA um 


BRAIDED 
PICTURE WIRE 





STRANDED 
AERIAL WIRE 
RADIO 
ACCESSORIES 
SOLDER AND PASTE 


SOLD THRU JOBBERS ONLY 














SEE YOURS FOR PARTICULARS 


BUY withH CONFIDENCE 


NCHOR 


WIRE CORPORATION 


183-16 JAMAICA AVE 


JAMAICA 3, LONG ISLAND, NEW YORK 
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cent less; garden hose and tools, up to 
15 per cent; tires, up to 14 per cent; 
pressure cookers, up to 31 per cent; 
printed enamel floor covering, as much 
as 17 per cent; Jight fixtures, up to 30 
per cent, and home freezers, up to 11 
per cent. 


Independent retailers’ sales 
higher—April dollar sales of some 
15,000 large independent retailers were 
5 per cent higher than in the previous 
month but only one per cent more than 


in April, 1948. The Census Bureau 
reached this conclusion without adjust 
ing for seasonal variation, number of 
working days or price changes. Ap- 
parel stores led other types of business 
in the sales rise for April compared 


with the previous month. These 
stores showed an April gain of 20 per 
cent over March, but hardware stores 
were a close second, with a rise of 16 
per cent. Department stores gained 14 
per cent, and furniture stores were 6 
per cent better, as were the sales of 


lumber and building-material retailers 


John Carson Should Not Be Confirmed 


For Federal Trade Commission 
By LEW HAHN 


President and Treasurer 


T appears to be highly important 
that the mistake President Tru- 
man made in designating John Car- 


| son to succeed Commissioner Freer 


as a member of the Federal Trade 
Commission be corrected by Con- 


| gress. 


This conclusion is reached not as 
the result of any criticism of Mr. 
Carson, but because his expressed 
views in connection with the Ameri- 
can system of enterprise indicate 


| 
clearly that, no matter where else 


he might be useful, he certainly 
should not become a member of the 
Commission which exercises an au- 
thority over business which almost 
is that of life or death. 

The welfare of the Nation at this 
time clearly requires a closer degree 
of cooperation and the establish- 
ment of mutual confidence between 
the men in business and those in 
government. Political considera- 
tions must be laid aside in the effort 
to find the best possible solutions 
of those problems which are before 
us. To place men who are antago- 
nistic to business in positions where 
they can exercise authority over 
business is extremely short-sighted. 

We do not have to argue that Mr. 
Carson is entitled to his own ideas 
and has the right to express them, 


| but if the statements which are being 
| quoted in the press are accurate, it 





would seem that Mr. Carson should 


| be unwilling to accept the respon- 


sibility of membership in the Fed- 
eral Trade Commission. If, in spite 
of the things which he appears to 
believe about competitive capitalis- 
tic enterprise, he does aspire to that 
position, we think that willingness 
alone should disqualify him. Here 
is a quotation which, according to 
the United Press, has been drawn 


National Retail Dry Goods Association 


from his testimony before a special 
committee of the Senate investigat- 
ing economic planning: 

“the world of competitive 
capitalism began to have its death 
rattles in 1929 and it has been in 
convulsions ever since.” 

From the many quotations which 
are appearing in the newspapers, it 
appears that Mr. Carson is strongly 
committed to the cooperatives and 
ardently believes that enterprise for 
profit is wrong. Here is a significant 
quote which purports to come, from 
a letter which Mr. Carson wrote to 
Senator Wagner, of the Senate Com- 
mittee on Banking: 

“but that is only the first and 
temporary step because we must 
create a society wholly contrary to 
our present capitalistic conception 
—what is that society?—it is a 
family society or a non-profit 
society. I am using the word 
‘profit? loosely here, but I can 
justify its use for this purpose.” 
We learn from the newspapers 

that Mr. Carson formerly was a 
Washington newspaper man, then 
secretary to the late Senator 
Couzens. After that he was “con- 
sumers’ counsel” for the bituminous 
coal commission. Then he became 
“director of research and informa- 
tion for the Cooperative League of 
the United States. a post which he 
still holds.” 

Under the circumstances, we feel 
obliged to hold that if Mr. Truman 
wants Mr. Carson to hold public 
office he should be appointed to some 
bureau or where his 
sympathy for the cooperatives could 
not be the active cause for a lack of 
confidence between business and 
government. 


commission 
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ORIGINATED 1896 LS ao cs j 


MAYES GUARANTEES ACCURACY, SERVICE 
i), @ 40)0)- m8) ale a" *AND DURABILITY = CATAL eae 


maves toos MAYES BROS.TOOL MANUFACTURING CO., Inc. Port Austin, Mic. 





WORWICH 


INTRODUCES 


° ° ° 
A Spinning Line 

NORWICH experience in produc- ¢€ 
ing official small-size tournament 


lines has perfected SPIN-EASE 

..a smoothly braided, uniform 
strength, nylon spinning line with 
the smallest diameter in propor- 
tion to pound test. 100 yd. spools, 
4, 6, 8 Ib. tests, white, tan, green 
respectively. 





There’s a Minute Mop fa-t-seller to speed every house- 
hold cleaning jol. Women want and BUY the popular 
ae ~~ “5 Soap Bank, Bath Tub Brush, Win- 
dow Brush and Squeegee. Toi-I.a-Kleen, and the lon 
Ask Your Jobber Salesman famous standard size Minute Mop and Drainer, aan 

also the new Jumbo Minute Mop for large floor areas 

All made of Du-Pont Cellulose Sponge. Write or phone 


NORWICH Ail made of Dub 


LINE COMPANY, INC. 
REE nh ll MINUTE MOP ©. 32.6:.23,09;5" 


_ 
PAINT CONDITIONER 
? 
, ROUER 


THE LEADER SINCE 1872 ( Y couse, 
Red Devil Glass Cutters and other glaziers’, ? 
painters’ tools and machines are designed to the 
times—there’s no substitute for quality 

Send for Catalog 19 


RED DEVIL TOOLS. Irvington 11, N.J.,U.S.A. 


























When You Know | 
The Trade-Name— 


of a certain product and want to know “Who Makes it?” 
look in the General Directory Section of the "Who Makes It?” 
Number of HARDWARE AGE for the trade-name. You'll find 








it listed alphabetically under the product heading of the item Assure satisfied customers and repeat orders 
in question. Alongside the trade-name you will find the name because of their fast-cutting, long-wearing 
of the manufacturer, also the address of the maker arranged qualities and uniform excellence. Every 
alphabetically in the same list. Keep your “Who Makes It?” shape, size and cut. Made, by file specialists 
Number close at hand where it will serve your wants quickly. with 50 years of experience. Write for cata- 


log describing and listing the entire line. 


HARDWARE AGE AMERICAN SWISS FILE & TOOL CO. 


100 East 42nd S?. New York 17, N. & 410 Trumbull Street, Elizabeth 1, N. J. 


Also manwacturers of Swiss-Pattern files, milled curved tooth fils, rotary files 
and mechanics’ hand tools 


























* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 




















FOLLOW THE LEADER IN “Want Ad" ADVERTISING— 


Year after year HARDWARE AGE has led its field in Those who contact the hardware trade know from ex- 
the volume of CLASSIFIED as well as DISPLAY adver- perience that HARDWARE AGE is the logical medium 
tising. Its classified columns bring together buyer and to use to secure RESULTS from their classified adver- 


seller, employer and employee. tising. Follow the leader. 


HARDWARE AGE _ Classified Opportunities Dept. 100 East 42nd Street, New York 17, N. Y- 
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NECK 


Quality in 
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each year. 


oble prices. 





GREAT 


every tool— 
at popular prices! 


¥ Create VOLUME SALES! 


Great Neck 
tools are being 
sold to millions 


Ask 


your jobber for the 
Great Neck catalog— 
key to sales at profit- 








Completely Practical... 





E-Z MARK BUTT 


GAUGES 





m SPEED & SIMPLIFY 
HANGING DOORS 


“I think these Gauges 
are the handiest tools for 


the purpose that 


amateurs alike. 





Leath- 
erette case 


Pictures show protects each tool. 


utmost sim- 
picity ga 3 sizes: 3”, 344” and 4”. 
use. Priced retail at: $1.75 ea.; $3.50 


pair, any 2; $5.25 for full set of 3 






have 


ever been put on the 
market,” says Hayes 
Short, Holmes Mill, Ky. 
Precision made. Drop- 
forged, heat-treated steel. 
Simple to use. Approved 
by master mechanics. 
E-Z Mark Butt Gauges 
make clean cut deeply 
etched profiles. Removal 
of chips on door and 
jamb are the only other 
Operations necessary for 
fast, simple, professional 
door hanging. Used and 
praised everywhere by 
master craftsmen and 





CHECK YOUR STOCK — RE-ORDER TODAY 


From your local dealer, or direct from 


WES-KO DISTRIBUTORS, INC. 


2619 S. SANTA FE AVENUE 
LOS ANGELES 11, CALIFORNIA 
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CONVENTIONS 





COMING 






AND 
EVENTS 











Hardware Manufac- 
| turers Assn., 97th semi-annual con- 
vention to be held jointly with the 55th 
National 
Oct. 
10-13, 1949, at the Marlborough-Blen- 


American 


convention of the 
Assn., 


annual 
Wholesale Hardware 


Hotel, Atlantic City, N. J. 


heim 


| Arthur L. Faubel, 342 Madison Ave., 
| New York City, is secretary-treasurer 


| of _ the 


manufacturers’ association. 
Thomas A. Fernley, Jr., 505 Arch St., 


| Philadelphia, is executive secretary of 


the wholesalers’ association. 


Associated Pot and Kettle Clubs 
of America, convention, June 19-22, 
at the Santa Barbara Biltmore Hotel, 


| Santa Barbara, Calif. Convention chair- 


man, George H. Slater, 712 So. Olive 
St., Los Angeles 14. 

Carolinas, Hardware Assn. of, con- 
vention, June 9-10, at The Francis 
Marion Hotel, Charleston, S. C. Sally 
Couch Masten, acting secretary, 11814 


E. Fourth St., Charlotte 2, N. C. 


| W. C. Klingborg, L. 


Central States Golf Party, June 
23, at the Tam-O-Shanter Country Club, 
Chicago, IIl., sponsored by the Central 
States Hardware Club, Ben Leve, 530 
W. Cornelia Ave., Chicago 13, is secre- 
tary. 


Gift Shows: ‘July 24-29 at Los An- 
Calif., management of 
A. Trade Fair, 
Inc., 1151 S. Broadway, Los Angeles 
15. July 3l-Aug. 4 in the Civic Audi- 


torium, Western Merchandise Mart, St. 


geles, under 


Francis and Sir Francis Drake Hotels, 


| San Francisco, Calif.; Aug. 14-18, 
Olympic Hotel and Terminal Sales 


Building, Seattle, Wash.; Aug. 21-Aug. 
24, at the Portland and Benson Hotels, 


Portland, Ore. Show manager, Kay 


| Leber, Western Merchandise Exhibitors 


957, 1355 
San Francisco 3, Cal. 


Assn., Space Market St., 


Louisiana Retail Hardware Assn. 
and Mississippi Retail Hardware 
Assn. joint convention and_ exhibit, 
June 6-8, at the Hotel Jung, New 
| Orleans, La. Secretary for both associa- 
| tions is David O. Mansfield, 226 S. 


State St., Jackson, Miss. 


National Hardware Show, Oct. 12 
15, Grand Central Palace, New York 
City. Frank M. Yeager, 331 Madison 
Ave., New York City, is the director 
of the show. 


National Housewares and Major 
Appliance Manufacturers’ Exhibit and 
Meeting, July 11 to 15, 1949, in the 
Atlantic City Auditorium, Atlantic City, 
N. J., sponsored by the National House- 
wares Manufacturers Association. A. W. 
Buddenberg, 1402 Merchandise Mart, 
Chicago, 54, Ill., is executive secretary. 


National Retail Hardware Asso- 
ciation, 50th annual congress, at the 
Statler Hotel, Boston, Mass., July 11-14. 
Rivers Peterson, 333 No. Pennsylvania 
St., Indianapolis, Ind., managing di- 
rector. 


National Sporting Goods conven- 
tion and show, Jan. 22-26, 1950, at the 
Hotel Morrison, Chicago, Ill. Exhibits 
in booths and rooms. Sponsored by the 
National Sporting Goods Assn., One 
North LaSalle St., Chicago 2; G. Mar- 
vin Shutt, secretary. 


Wholesale Hardware 
convention held 


National 
Assn., 55th 
jointly with the 97th annual convention 
of the American Hardware Manu- 
facturers Assn., Oct. 10-13, 1949, at 
the Marlborough-Blenheim Hotel, At- 
lantic City, N. J. Thomas A. Fernley, 
Jr., 505 Arch St., Philadelphia 6, Pa., 
is executive secretary of the wholesalers’ 
association. Arthur L. Faubel, 342 
Madison Ave., New York City 17, is 
secretary-treasurer of the manufacturers 
association. 


annual 


Store Modernization Show, June 
19-24 at Grand New 
York City, sponsored by the Store 
Modernization Institute, 40 E. 49th St., 
New York City 17. 


Central Palace, 


Stove Convention, 
vention of the Institute of Cooking and 


Mid-year con 


Manufacturers, 
June 6-8, the Netherland Plaza Hotel. 
Ohio. Dunckel is 


managing director of the Institute with 


Heating Appliance 


Samuel 


Cincinnati, 


headquarters at the Shoreham Hotel. 
Washington, D. C. 
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WINTER 
AIR 
CONDITIONER 


This Fan-Forced Cir- 
culator Heats, Circu- 
lates, Filters & Hu- 
midifies. No sweat- 
ing. no Living Zone 
stuffiness. Heats 
from floor up. Pilot, 
Draft Hood & Sum- 
mer Switch included. 


Manual or _ Auto- 
matic Controls. 3 
Sizes . . . 30,000 to 


65.000 BTU. 
DEALERS: Get details on B-F PLAN for 
Quality. Insured Profits .. . NOW. 


HEATING EQUIPMENT WRITE FOR CATALOG 
SINCE 1846 






NO. 49 











For a Certain Product 


When You Are Looking 





and only the trade-name is known— 
look in the General Directory Section 
of the “WHO MAKES IT?” Number 
of HARDWARE AGE for that par- 
ticular trade-name. You will find it 
listed alphabetically under the prod- 
uct heading of the item in question. 


There alongside the trade name you 
will find the name of the manufac- 
turer who makes it. The address of 
the maker will also appear with the 
firm name arranged alphabetically in 
the same list. 


Keep this Merchandise Directory 
Number where you can reach it 
quickly whenever you néed help in 
buying hardware products. 


HARDWARE AGE 





100 E. 42nd Street, New York 17, N. Y. 
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SAFETY ROLL 


Trade Mark Reg. U. S. Pat. Ott. 


Wall Model Can Opener—with 
patented “DROP-A-WAY”’ feature 


The finest can opener for home use. 
Effortless and safe— it rolls the edge 
smooth as it holds and opens square, 
round or oval cans. New, improved 
design with heavier steel construction 
and new spring supported blade assure 
longer life. “‘DROP-A-WAY” feature 
allows opener to hang flush to wall 
when not in use and permits instant 
removal for cleaning. 


All metal parts bright nickel plated. 
Individually packed in attractive 
3-color carton complete with mounting 
bracket and screws. 







Retail price 89¢ 


baughan 


NOVELTY MANUFACTURING CO. 
CHICAGO 24, ILL. 


World's Largest 
Manufacturer of 
Bottle 
and Can Openers 


Openers 


3211 CARROLL AVE. °¢ 
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SLOW COMPETITIVE PRICES! 
On Our 


| SUPERIOR KICK PLATES 


MADE TO YOUR SIZE AND SPECIFICATION 
AND SHIPPED SAME DAY ORDER IS RECEIVED! 


‘+ 


“THERE WILL BE A SUGHT DELAY ON ELECTRO PLATED KICK PLATES 
\ 
* Solid Brass Oval Head Screws in Finishes 
to Match Kick Plates. 





\ + Meade of Brass, Bronze, Aluminum ond 
Stainless Steel. 
+ Flowless Finish. 
+ Heavy Gouge Moteriol. 
+ Finest Materials Obtainable. 
+ We Furnish All Plates with Counter Sunk 
Holes and Bevelled Edges. 
WRITE FOR FREE CATALOG / 

















S. is .. R 4 E R HARDWARE MANUFACTURING CORP 


* NEW YORK 2, N. Y. 


23-27 LUDLOW ST. 
PHONE: WAlker 5-6300 
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DEPARTMENT STORE ECONOMIST * BOOT AND SHOE RECORDER ° THE OPTICAL 
COMMERCIAL CAR JOURNAL + THE SPECTATOR LIFE INSURANCE IN ACTION 
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ei Our Rithmetic? 





OPTICAL 
ACTION 


949 








That seems to be the only possible explanation for the readiness with 
which many persons accept, as workable, weird schemes designed to 
promote our economic and social welfare. No one who remembers any- 
thing about the arithmetic he learned in elementary school would be taken 
in by proposals for "spreading the wealth" which are based on restrict- 
ing the creation of wealth .. . the drying up of venture capital, the source 
of wealth and jobs. 

We have even been confronted with the paradox of a demand for ex- 
panded capital formation with the idea of creating more production and 
jobs coupled with a second demand for heavy taxation which is bound 
to eliminate any incentive to invest. It may be that the proponents of 
such gems of economic reasoning were bright boys who skipped through 
elementary grades where they might have learned about addition and 
subtraction. That doesn't alter the fact that "two plus two are four"... 
that no flights of fancy in higher mathematics can explain away such 
basic facts about figures. 

We, at Chilton, believe that it is time we returned to fundamentals and 
viewed with the eyes of the 'rithmetic teacher of our childhood schemes 
designed to "take money from here . .. and hand it over there" in order 
to spread the wealth. The need for encouraging the flow of venture capi- 
tal by a quick return to taxation for revenue only seems, to us, to be as 
elementary as "one and one are two... two and one are three... " 
Remember? 


CHILTON COMPANY (INC.) 


Chestnut and 56th Sts. 100 East 42nd Street 
Philadelphia 39, Pa. New York 17, N. Y. 


JOURNAL AND REVIEW OF OPTOMETRY ¢ THE JEWELERS’ CIRCULAR-KEYSTONE * AUTOMOTIVE INDUSTRIES * MOTOR AGE 
* THE SPECTATOR PROPERTY INSURANCE REVIEW ¢ DISTRIBUTION AGE 
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Classified Advertising Rates 








I 








Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words....... 


Allow Seven Words for Keyed Address 
or Your Address 











*BOXED DISPLAY RATES 
$8.00 Per Column Inch 











$5.00 
Each additional word......... -10 Sats or special Sicciieie not allowed. 
4° 0 OR F.OXED DISP 
Positions Wanted 5% discount for 4 or more insertions 
(Special Rate) set solid, maximum, No Agency Commission allowed on Classified 
SO WOFdS .... 2c cccccccseveccsecs $2.00 Advertising. 
Each additional word......... -05 


REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, Catalogs, 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient 
postage for remailing. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
previous to date of publication, 


=m 


Address your correspondence and replies to 
HARDWARE AGE 
Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 














[Sates Representatiwen Wanted] (Sales Representatives Wanted | /Sales Representatives Wanted | 





SIDE LINE SALESMEN; 





LINE OF POL CUTLERY MANUFACTURER HAS 
ISHING DISCS AND POLISHING BON- STATE OF PENNSYLVANIA TERRITORY 
NETS FOR ELECTRIC DRILLS. Men calling OPEN for Salesman to sell to sporting goods 
on Retail Hardware, Automotive. and Depart-| and hardware retailers. Many accounts already 
ment stores. 15% Commission. Address Box established. Straight —— Must have 
N-254, care of Harpw ARE AG 100 East 42nd own car. Reply Box N-255, care of HARDWARE 
St.. New York 17, N Ace, 100 East 42nd St., New York 17, N. Y 

SALESMEN CALLING ON HARDWARE 
AND LUMBER DEALERS wanted by a Mid- 

SIDE LINE SALESMEN WHO CALL ON. West Manufacturer to sell a special garden hoe 
Hardware, Farm Implement, Feed and Seed | and builders hardware. Well advertised items 
Stores. To sell Rat Killer, both in Red Squill with a reputation. Will consider side-line men 
aud Aken Exclusive and protected territories | Without competing lines. Write full particulars: 
open. Makers of Rat Killer for 15 years. 40% Goserud Products Mfg. Co., St. Paul Park, 
commission. Particulars, samples, etc Write tadav Minnesota 
to ( Davis Co., Rome, New York . 

NATIONALLY KNOWN ALUMINUM 
BUILDING PRODUCTS MANUFACTURER 
now conducting a huge ac si z 

WANTED SIDELINE SALESMEN caliing | sires the st be a cere patie Riana ged 
on electrical contractors, retail hardware stores, | man, with experience in the building material 
department stores, to sell Electrical Supplies and} and hardware business Location Metropolitan 
Lighting Fixtures, to cover New Jersey and New! New York. Address Box N-278, care of es 
ork State exclusive of Metropolitan Area. Write | ware Ac 100 East 42nd St., New York 17 
for full details. Commission basis. Address Box N.Y : ; i ss ss 
N-233, care of HarDware Ace, 100 East 42nd 
St., New York 17, N. Y¥ 

SALESMEN WANTED. TO SELL BAM 
BOO FISHING POLES. We are direct im- 
porters and carry Chicago stocks. Good oppor 
'SALESMEN WANTED. RELIABLE ES-| Co. 1010 Weed Stu Chinen, Jotnton Products 
TABLISHED HARNESS, COLLAR AND)” si ae 
SADDLERY HOUSE selling complete line  in- 
cluding kindred items of saddlery, hardware, 
blankets, hames, chains and leather. Protected 
territories in States of New York, Pennsylvania, 
Wisconsin and New England as well as those 
west of the Mississippi River are available. Only 


substantial aggressive men who are wiling to 


work hard and on commission basis will be given 


consideration. Application by letter only. Give 
full information about yourself and your busi- 
ness activities over the past five years in first 
letter. Southern Saddlery Company, Chattanooga 


2, Tennessee 





SALESMEN WANTED | 


By an established hardware jobber and leather 
goods manufacturer. To call on hardware and 
implement dealers in Western Ohio. Other ter- 
ritories available 








SALESMAN 
AND HOBBY 
Screw Driver 
Display and 
peat Items 
present 
sion 


New 


CALLING ON 
STORES to 


HARDWARE 
sell Craftsman’s 
Set, Rubberized Abrasive Wheel 
Masking Tape Display. Good Re- 
Draw when qualified. Write details, 
connections and territory covered. Preci- 
Supply & Machine Co., One East 42nd St., 
York 17, N. Y 





SALESMEN WANTED 
For retail 
Supplies 


and wholesale Hardware and Mill 
Located in Central Pennsylvania. 
Must be live wire. Good chance for advance- 








SALESMEN CALILING ON HARDWARE, 
DEPARTMENT STORE, FACTORIES, 
FARMS, PAINT STORE, AND CONTRAC. 
TORS to handle full line of Paints, Enamels and 
Varnishes, 10% Commission. Excellent cppertuni- 
ties and territories protected. Write details, 
present connections, territory covered. Bissell 
Varnish Company, 277 Mountain Grove Street, 
Bridgeport, Conn. 





SALESMAN WANTED. PROMINENT NA 


TIONAL PAINT BRUSH MANUFACTURER 
HAS OPEN TERRITORIES for men now call 
ing on paint and hardware dealers, lumber yards, 


department stores, industrials, etc. Sideline men 
or manufacturers’ agents considered. Good com 
missions. Territory protected. Write details of 


experience to Box M-672. care of _Harpw ARE AGE 
100 East 42nd St., New York 1 x. © 





PAINT SALESMEN: OUR WATERLESS 
HAND CLEANER has found a ready market 
in paint stores. This product available as a side 
line item. Time tested with repeated sales. State 
territory covered. Address Box N-276, care of 
Harpware Ace, 190 East 42nd St., New York 
i, ms. es 

OLD, ESTABLISHED MANUFACTURER 
WITH NON-JOBBER LINES going direct to 
retail hardware, pawn shops and automotive 
stores wants Manufacturers Representative now 
calling on this trade. Lines extensively adver 
tised. Total sales of lines now over five mill 
Pleas* include in your reply (1) number of men 
traveling stating whether they handle your lines 
exclusively, (2) territory covered, (3) lines now 
carried indicating which are direct and (4) num 
ber of times each State is covered and by Ww 
many men Address Box N-274, care of Harp 
warRE Ace, 100 East 42nd St., New York 17, 
n. ¥ 





THIS LONG ESTABLISHED HIGHLY RATED 
COMPANY offers 75 factory lines to salesmen 
covering retail stores outside of the larger 
cities. Here are seventy-five complete factory 
lines, and salesmen earn a good living handling 











| 
Write for particulars ment on proof of ability. Write stating your them. It would take you a lifetime to assembl« 
experience, salary expected, etc. to so varied an assortment. Write Sales Manager 
THE ELLSWORTH-HAFFNER. COMPANY | Box N-267. care of HARDWARE Ge Box N-I45, care of Hardware Age, 100 East 
ORRVILLE, OHIO 100 east 42nd St., New York 17, 42nd St., New York 17, N.Y 
| 
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Gules Representatives Wanted] [Sa 


SALESMEN WANTED BY MANUFAC- 
TURERS OF FOOTBALLS, BASKETBALLS, 
BASEBALL GLOVES, with following in Retail 





Sporting Goods and Hardware Trade. Address 
Box N-270, care of Harpware Ace, [00 East 
42nd St., New York 17, N. Y 

GOOD OPPORTUNITY FOR MEN that 


have sold or are now selling to Hardware Dealers. 
All Staple Plumbing Goods available. Commis- 
sions can be paid weekly if desired. A number 
of territories open. Address Box N-256, care of 


HarpW sRE AcE, 100 East 42nd St., New York 
17, N. 
NEED ADDITIONAL 


REPRESENTATION 
IN SOME TERRITORIES OF OUR 
CLOTHESMASTER HANGER BAR. Sells to 
lumber and building supply dealers, hardware 
and dept. stores. Chain and mail order houses. 
Write K.D.K. Upset Forging Co., Inc., 
Keeler Ave., Chicago 39, III. 





W AN T E D—STRONGLY ESTABLISHED | 


MANUFACTURERS REPRESENTATIVES | 
specializing in Tools for the Building Industry to 
Line of “Journeyman” 


sell our Top Quality 

Tools to the Hardware Jobbers. Our Commis- 
sion arrangement is most attractive. Address 
Box N-263, care of Harpware Ace, 100 East} 
42nd St., New York 17, N. Y. 

SALES REPRESENTATIVES WANTED. | 
Nationally Known Curtain Manufacturer has Sev- 
eral Territories Open. Experienced representa- 


tives with following wanted to sell jobbers, chains, 
and live retailers, State lines now carried, terri- 


tory and type of accounts covered. Address Box 
N-273, care of Harpware Ace, 190 East 42nd 
St. New York 17, N. Y. 


MANUFACTURER OF MECHANICS 
HAND TOOLS AND POWER TOOLS RE- 
SUIRES REPRESENTATIVE for Pennsyl- 
a, New York State, Md. N. J. Prefer 

man who does missionary work of specialty 
jobbers who sell directly to retailers. Fast  sell- 









ing line backed by extensive national advertising. | 


Address Box N-257, care of Harpware AGE, 


100 East 42nd St., New York 17, N. Y. 


REPRESENTATIVE—fast growing 
paint manufacturing com- 


SALES 


Eastern Pennsylvania 








pany needs representation on Atlantic Seaboard 
to handle competitive lines of aluminum paints, 
mill-whites and sundry paint lines on a com- 
mission basis. Territories open in Maryland, 
Delaware, Virginia, West Virginia, New York 
State and Western Pennsylvania. Address Box 
N-269, care of Harpware Ace, 100 E. 42nd St., 
New York 17, N. 


SALES REPRESENTATIVES WANTED— 
OLD ESTABLISHED NATIONALLY 
KNOWN MANUFACTURER of Builders 


Hardware is now readjusting territories and 
representation. Will create openings for several 
experienced representatives who have good fol- 
lowing and understand builders hardware. State 
lines now carried, type of trade covered and 
territory. Address Box N-259, care of Harp- 
Ace, 100 East 42nd St., New York 17, 


2645 N.| 


[Sales Representatives Wanted! [ Accounts Wanted | 





SALESMEN WITH FOLLOWING WANT- 


ED BY NEW YORK JOBBER. Commission 
842%, Tools and Hardware, no objection to 
nonconflicting line. Apply Box N-261, care of 
Harpware Ace, 100 East 42nd St., New York 


+a a © 


{Accounts Wanted 








NATIONAL DISTRIBUTORS 
Estabhshed—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Ps. 
Branch Offices 
New York @ Philadelphia @ Detroit 
Cleveiand @ Louisville 
Covering all classes ot jobbers. We will carry 

the accounts or you can bill direct. 
Write for further information and references 





SALESMAN FOR MANUFACTURERS 
AGENT calling on Hardware, Paint, Lumber 
Dealers for 12 years wishes One or Two Lines 
Have over 400 established accounts in Lower 


Michigan. Address Box N-264, care of Harp- 
—“ Acz, 100 East 42nd St., New York 17, 
N. Y. 





SALESMAN FOR MANUFACTURERS 
AGENT covering Hardware, Houseware 
Builders Hardware Jobbers in Greater 
York and parts of New Jersey, seeks manufac- 
turer to represent on commission basis. Semi- 
monthly and monthly coverage. Address Box 
N-262, care of Harpware AGE, 100 East 42nd 
St., New York 17, N. Y 








ACCOUNTS 
|} ERS AGENT, MILWAUKEE 
TERS, Established 1932 Have 
and shipping facilities. Desire 
for hardware, plumbing or mill supply 
Illinois, Towa, Minnesota. 
care of Haroware AGE, 
York 17, N. Y 


MANUFACTUR- 
HEADQUAR- 

display room 
additional line 
trade for 

Addresy 
100 East 


WANTED 


| Wisconsin; 
Box N-217, 
42nd St., New 


EXPERIENCED SALESMAN, WITH 
CLIENTELE among Hardware, Variety, Drug, 
Jobbers, etc. desires Line of Quality Products to 
sell in Texas, and Adjacent Area. Address M. E 
| Glenn, 2924 Jarrard St., Houston 5, Texas 


SALES REPRESENTA. 
MANAGER capable of 
and efficient secretary 

Formerly manufac- 


RESPONSIBLE 
TIVE OR DISTRICT 
executive duties with office 
operating Northeastern Ohio. 


| turer’s representative of hardware and builders’ 
| supply. Well acquainted with jobbers. Available 
July 1st, willing to travel, desires suitable con- 


| nection earnings over $10,000 guarantee or com- 
mission plus operating expense. Will exchange 
favorable references. Address Box N-277, care of 
Harpware Ace, 100 East 42nd St., New York 
7, 





MANUFACTURERS AGENT: CALLING 
ON JOBBERS AND DEALERS in the Hard 
ware and Building Material Fields in Penna., 
New Jersey, Delaware, Maryland and Wash., 
D. C. 15 years experience with Mechanics Tools 
and Farm Goods seeks Additional Lines. Best of 
references. Address Box N-247, care of Haro 
waRE Ace, 100 East 42nd St., New York 17, 
nm, Bs 


| MANUFACTURERS AGENT IN CANADA 
“REQUIRES SEVERAL ADDITIONAL LINES 
to sell to Hardware, Electrical and Auto Supply 


representing English and Can 


Will concentrate 


trade. At present 
adian Manufacturers 


new lines and begin selling immediately. In 
terested in hardware specialties if potential vol 
lume large. Address Box N-268, care of hone 
ware AGE, 100 East 42nd St., New York 17, 
N.Y 





SOUTHEASTERN STATES 
Agents Established 1926. 
Cover trade 4 times yearly. 
Commission basis. Inquiries invited. 


McCUTCIIEN-SIMPSON, INC. 
9822 N. E. 2nd Avenue Miami 38, Florida 


Manufacturer's 
Staff of 5 men. 














AGGRESSIVE NATIONAL SALES ORGAN- 
IZATION REPRESENTED BY MEN WITH 
BROAD EXPERIENCE in the hardware field 
wants Additional Lines, for sale to jobbers. Offices 
from Coast to Coast. Connection is particularly 
advantageous to small manufacturers because we 
handle all phases of distribution. Address Tri 
Products Company, 2406 So. 7th Blvd., 
St. Louis 4, Mo 


| Positiows Wanted | 


RETIRED SALESMAN FOR A NATIONAL 


Inc., 








ABRASIVE MANUFACTURER WANTS 
SITUATION selling to Hardware, Mill and 
Mine Supply Jobbers and Dealers in Arizona 
and Southern California. Large acquaintance 
and good standing in trade. Perfect health 
| Have car. Will furnish references What have 
you to offer? Address Kulle, 339 W 
Portland St., Phoenix, Pon es 


efforts on 


BUYER OR SALES MANAGER POSITION 
WANTED by man 38 years old. Sixteen years 
with large chains, buying—-selling power tools, 
hand tools, and hardware. Trained and experi 
enced in modern chain store merchandising and 


metheds 


sales promotion Best recommendatior ns 
1 as buyer y 


Presently employe« Address Box N 
care of Harpware AGE, 10 East 42nd St., 
York 17, N. Y. 


New 


EAR OLD SALESMAN, 
Jobbers and Retailers 


PERSONABLE 40 ¥ 


long experience calling on 


in the Midwest Area wishes to hear from Some 
Major Manufacturer of a Good Product with 
Possibilities, and that need an Honest Effort of 
Merchandising and Representation. Full time will 
be Directed to your Product if your Proposition 
merits Consideration. May I know of your offer 
and Territory needing Attention. Write, Hoover 
Kelley, 714 ‘est 2nd St., Dixon, Illinois 
YOUNG AGGRESSIVE SALES MANAGER 
with National Reputation and Following will 
Serve Additional Manufacturer on commission 
basis Prefer plant within 500 miles of New 
York Should make paints, hardware, automo 
tive, industrial, power tools or related products 
Will personally handle National Wholesalers, 
Chains and Mail Order Houses due to Close 
Personal Contacts. Address Box N-252, care of 
Harpware Ace, 100 East 42nd St., New York 


17, 


(Classified Opportunities continued on page 160) 
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[Positions Wanted | 


[ Business Opportunities | 





ENERGETIC HARDWARE 
SCORE YEARS OF EXPE- 
progressed from stock clerk to 
with general hardware, 
electrical supplies, plumbing 
supplies, builders supplies, logging supplies, 
tools, housewares, cutlery, appliances, paints, 
sporting goods, farm equipment, lumber. Good 
merchandiser who has planned and promoted at 
a profit. Well educated, methodical worker, 
capable of inspiring others to co-operate for 
more business. Permit me to express my ideas 
at a mutually acceptable compensation. Address 
Box N-258, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y. 


CAPABLE 
MAN WHOSE 
RIENCE has 
manager. Familiar 
builders hardware, 





[ Business Opportunities 


SCALE, Toledo, Model 4644, 
pounds, Bench Type. Practically 
Call Murray Hill 8-2840 





Fan Dial, 10 
new. $100. 


PAINT, FLOOR COVERING AUTOMO. 
TIVE PAINT STORE, Owner desires to re- 
tire. Address Box N-265, care of Harpware 
Ace, 100 East 42nd St., New York 17, N. Y. 


SELL YOUR’ BUSINESS: 
going concern in Metropolitan, 
New York. Register with us, to find a buyer. 
Gimble, Broker, 153 So. 9th St., Brooklyn, 
N. ¥. EV. 7-7301. 


WANT TO 
Must be as a 


FOR SALE IN SAGINAW _ VALLEY, 
MICHIGAN. Hardware and Implement Store 
with one side track and coal yard. Buildings and 
Property Only. Best of Farming Territory. 
Address Box N-244, care of Harpware Acz, 
100 East 42nd St., New York 17, N. Y 


FOR SALE: OLD ESTABLISHED RE 
rAIL AND WHOLESALE HARDWARE 
BUSINESS located in Northeastern Pennsy! 
vania. Reason: death of owner. For further 
information write Box N-260, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. 


OPPORTUNITY OF 
Hardware and Plumbing and Heating Contracting 


[ Business Oppodunitiea | 


OREGON HARDWARE & FURNITURE 
FOR SALE. Hardware, Furniture, Electric and 
Plumbing Supplies, Sporting Goods, Gifts and 
All Related Lines. Best corner in town, three 
floors, 50 x 75, 1948 sales $140,000. Inventory of 
$75,000 includes Second Hand Store of approxi- 
mately $15,000. All, plus fixtures and stock in a 
wholesale house, for $85,000, or will sell each 
store separately, and give long lease on buildings. 
Address Northern Wholesale Hardware, Portland, 
Oregon. 


WE BUY CLOSE-OUTS 


OF \4ARDWARE AND RELATED ITEMS OF ANY 
KIND. OFFERS BY MAIL ONLY. 


EXPORT BUYERS’ OFFICES 
106 WATER ST., NEW YORK 5, N. Y. 














ATTENTION MANUFACTURERS 
Why not produce your own brand of items? 4 
clearing house for inventors and manufacturer 
has a few hundred diversified meritorious hard 
ware and household patented and pending items 
These are now being offered to responsible man 
ufacturers on an exclusive license and royalty 
basis. Address Inventors & Manufacturers Asso 
ciates, Inc., 7 Beekman St., New York 7, N. Y 





FOR SALE 
BOTTLED GAS SERVICE 


about 250 Customers—65 lb. cylinders—30-70 
ture—located Eastern New York State—P 
000.00—Profit in investment 23%—Good opp 
for full time man to build up business. ed 
20 years. Age and other business reason for selling 


Address Box N-275, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y 





















A_ LIFETIME. Retail 


a 


GMa 


More than 20,000 companies now maintain 
the Payroll Sayings Plan, by which their 
employees invest in U. S. Savings Bonds 
automatically every pay day. This Plan 
builds security not only for the individual 
employees, but for their companies and for 
the nation! 

As you know, Savings Bonds pay $4 at 
maturity for every $3 invested. Thus they 
help create a “rainy-day” fund for each 
Payroll Saver, increasing his security. 


How P.S.P. helps employers 


America's leading corporations report these 
company benefits from the Payroll Savings 
Plan: As Bonds increase the worker's eco- 
nomic peace of mind, plant morale im- 
proves. Production increases—because 
absenteeism, labor turnover, and the acci- 
dent rate all decline. Relations improve 


Business. Largest in County. Operated as One | 
Business, I cannot stand the Pace! Will con 
sider—1. Employment of manager for Either 
phase. 2. Partnership, or 3. Total Sale. Address | 
Box N-266, care of Harpware AGe, 100 East 
42nd St., New York 17, N. Y | 
FOR SALE HARDWARE, PLUMBING 
AND HEATING BUSINESS. established in 
1897, location in heart of dairy district in No. 
Ill. on Route 26. Stock consists of hardware, 


sporting goods, paints, oil, glass and gift ware, 
building can be leased, owner has heart ailment 
and must retire. Address Box N-271, care of 
Harpware Ace, 100 East 42nd St., New York 
WB: ¥- 
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between employer and employee. 









Your employees want 
to help you build security 


| HERE’S HOW 7,500,000 WORKERS ARE DOING IT 


The Treasury Department acknowledges with appreciation 
the publication of this message 


This is an official U. S. Treasury advertisement prepared under the auspices 
of the Treasury Department and the Advertising Council. 





Savings Bond dollars are dollars re- 
moved from the spending stream. They are 
deferred purchasing power—an assurance 
of good business during the years to come. 
The Treasury uses net Savings Bond dollars 
to help reduce inflationary credit potential 
in the banking system by retiring short-term 
bank-held Federal! securities. So Bonds in- 
crease the nation’s economic security, too! 


Proof that employees want P.S.P. 


Even with today’s high prices, it has been 
proved that between 40% and 60% of 
America's working millions—at any wage 
level—can and will buy Bonds through 
Payroll Savings if manag t sp s the 
Plan and a fellow worker asks them fo sign up. 

It's up to you whether they get the chance. 
All the help you need is available from your 
State Director, U. S. Treasury Department, 
Savings Bonds Division. 
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ATTENTION! 





Large Nationally Known Industrial Organization 
Orders an Unrestricted 


PUBLIC AUCTION 


Consisting of More Than 


$1,000,000.00 INVENTORY 


In New & Staple 


PLUMBING & HEATING FIXTURES & SUPPLIES 
ELECTRICAL SUPPLIES & HARDWARE 


Such as: Gas and Electric Ranges & Heater; Gas and Oil Furnaces; Wall & Base 
Cabinets; Bathroom & Kitchen Fixtures, Accessories & Fittings; Black & Galvanized 
Malleable Fittings; Soil Pipe; Valves; Brass & Copper Fittings; Electric Motors; Fluores- 
cent Light Fixtures; Electrical Controls; Electrical Wire; Heating Elements; Connec- 
tors; Plugs & Outlets; Flexible Cable; Pipe and Conduit; Lead & Lead Piping; Sheet 
Steel; Screws, Nuts, Bolts, Washers. 





ALL PRODUCTS OF AMERICA’S LEADING MANUFACTURERS 


THIS TREMENDOUS STOCK AND THE 


METALWORKING MACHINERY & EQUIPMENT 


Of the Entire Plant Will Be Sold 


TUES. & WED., JUNE 28-29, 1949 


Starting 10 A. M. (C.S.T.) Each Day 


Sale to Take Place at the Plant and Warehouses Located at 


416 N. SEVENTH ST., 
EVANSVILLE, INDIANA 


Everything will be Sold in Suitable Trade All Sales will be Final and no Confirma- 
Lots and Parcels to the Highest Bidder tion will be Required. 
or Bidders for Cash. No Delay—Immediate Delivery. 


INSPECTION BEGINNING MONDAY, JUNE 20 
For Illustrated Descriptive Circular WRITE—WIRE—PHONE 


SAMUEL L. WINTERNITZ & CO. 


Auctioneers * Liquidators * Appraisers 


FIRST NATIONAL BANK BLDG., CHICAGO 3, ILL. 
NATIONAL BANK BLDG. DETROIT 26, MICH. 
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on cards 


BRUSHES 


Touch-Up Bronzing 
Marking Varnishing 
Enameling Lacquering 









in 
boxes 


M. GRUMBACHER 


464 WEST 34th STREET NEW YORK | NEW YORK 


Send for ‘aia Folder. 
Order from your Jobber 











“ROYAL joint FASTENERS 


—PRE-SOLD VIA NATIONAL ADVERTISING! 


WAYS TO 
IN-DEMAND SIZES! 


SEE YOUR JOBBER—-OR CONTACT-— 


INDEPENDENT METAL STRAP CO., INC. 
ESTABLISHED 1907 » 232 THIRD ST., BROOKLYN 15, N. Y. 


PROFITS 











OVER 80 YEARS’ EXPERIENCE 


fj PRIEST’S 
CLIPPERS 


Triple plate—copper, 
nickel, chromium finish. 
Ball bearing, easy action. 






Over 80 years’ experience. 


ASK YOUR JOBBER 


AMERICAN SHEARER MFG. CO. 


NASHUA, NEW HAMPSHIRE, U.S.A. 














Genuine DOMES of SILENCE 


SLIDE SILENTLY — SOFTLY — SMOOTHLY 


10c SET SAVE FURNITURE & 
FLOORS-—CREATE QUIET 


Domes of Silence’’ 
Glide. 


50c SET - 15c SET - 


Name "' 
on each genuine 


Domes of Silence 
Rubber Cushion Glides 


For Tile, Marble, Cement and Bathroom Floors 
Noiseless Sizes for metal beds, wood beds, large 
chairs and all furniture. 


Ask your Jobber. If he is not supplicd write tn 


DOMES of SILENCE, Inc., 35 Pearl St, N.Y. C.. 
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P & C Hand 
Pacific Brass 
Co 


Parker Hdwe. 
Patent Cerea! 
Pearl-Wick C 
Peerless Leve 
Peerless Pure 
Perfection St 
Petko Industr 


HARDWA! 
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#0 


Co. C Ié 
163 

. 132 

16! 

121 


I 


rp 142 


, Inc. 162 
113 

. 163 
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soo Index ta Hduertisensa 000 





K 
Kay-Tite Co. 10 
Keene Machine Co., Inc., O. § 117 
Kester Solder Co. 143 
Keuffel & Esser Co. 95 
' | 
Lafayette Saw & Knife Co., Inc.. 120 
Laitner Brush Co. 78 
Lincoln Schlueter Floor Mchy Co. 30 
Listo Pencil Corp. ee 
Lodge & Shipley Co. 42 
M 
Macklanburg-Duncan Co. 7 
Maiestic Trowel Co. 9% 
Marine Iron Works, Inc. 164 
Marshalltown Trowel Co. ........ 153 
Masonite Corp. ... 15! 
Master Lock Co. 5 
Maurey Mfg. Co. ee 
Mayes Bros. Tool Mfa. Co., Inc... 153 
McDermott Co., A. I. 147 
McGill Metecl Products Co. 104 
Mel-Gauge Co. 145 
Mill-Rose Co. . 151 
Miller, Inc., Robert E. 162 
Miller Mfg. Co., Inc. 104 
Miller Products Co. 163 
Minute Mop Co. ‘ 153 
Montague Rod and Reel Co. 19 
Myers & Bro. Co., F. E. 4) 
N 
National Brass Co. 107 
National Enamel & Stpg. Co. 91 
National Lock Co. 151 
National Mfg. Co. 38 
National Screw & Mfg. Co. 165 
Nichols Wire & Aluminum Co. 39 
Norris Stpg. & Mfg. Co. 24 
Norwich Line Co., Inc. 153 
° 
Ocean City Mfg. Co. 19 
The Ohio Foundry & Mfg. Co. 155 
Okonite Co 131 
Orchard Industries, Inc. 151 
Oster Mfg. Co. 146 
P 
P & C Hand Forge Tool Co. 28 
Pacific Brass & Hardware Mfg. 

° : 100 
Parker Hdwe. Mfg. Corp., S. 155 
Patent Cereals Co. 30 
Pearl-Wick Corp. 13 
Peerless Level & Tool Co. 131 
Peerless Pump Div. 24 
Perfection Stove Co. 85 
Petko Industries 128-129 





Pioneer Gen-E-Motor 
Pitegoff Brothers, Inc. 


Pittsburgh Plate Glass Co., 
Brush Div. 


Plasti-Kote, Inc. 
Premax Products Div. 
Protectall Mfg. Corp 


Red Devil Tools 
Remington Arms Co., Inc. 
Rockwood Mfg. Co. 
Royal Oak Industries 
Rubberset Co. 


Russell, 
Nut Co. 


St. Louis Cordage Mills 


Burdsall & Ward Bolt & 
14 


17 
37 


14 


26 
164 


Selico Corp. 
Sensation Mower, Inc. 113 
Sharon Bolt & Screw Co. 97 
Sheffield Bronze Paint Corp. Wl 
Skillman Hardware Mfg. Co. 149 
Slaymaker Lock Co. 35-36 
South Bend Toy Mfg. Co. 116 
Southern Metal Stpg. Co. 134 
Star Heel Plate Co. 123 
Star Mfg. Co. 26 
Starline, Inc. 
Sun Metal Products, Inc. 147 
Superior Fastener Corp. 152 
Superior Valve Mfg. Co. 81 
Swartzbaugh Mfg. Co 109 
Swedish American Steel Corp. 142 
T 
Templeton, Kenly & Co. 150 
Topflight Tape Co 142 
Toro Mfg. Corp. 164 
Tremco Mfg. Co. 88 
Turnbuckles, Inc. %6 
Vv 
Vaughan Novelty Mfg. Co. 155 
Veeder-Root, Inc. 28 
Vichek Tool Co. 142 
Vulcan Electric Co. 97 
Ww 
Warren Dado Sawing Washers Co. 6&7 
Washburn Co. 
Western Tool & Stpg. Co. 149 
Westinghouse Elec. Corp. 25 
Whirlwind 
Winternitz & Co., Samuel L. 161 
Wright Steel & Wire Co., G. F. 26 
Y 
Yale & Towne Mfg. Co. 
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NOW YOU. CA 
Modernize for V4 the Cost / 





FAMOUS IRWINER F 


WALL : TABLE - COUNTER : ISLAND 


Over 250,000 worth sold through G-E alone. 
New phenolic vesty finish on 5- ply hardwood. 











IRWINER FIXTURES Weaver 1 YC, 
10% Jobber Discount....We make drop shipments 








Get this extra profit NOW! Sell 
MILLER SAFETY HITCH-PINS 


A proven best-seller for implement men; a proven 
better hitch-pin for the farmer. Now, add the 
MILLER PIN ¢o your hardware stock and watch 
it sell! Case-hardening, handy handle, safety 
features, yet the popular ¥%" size sells for only 
85¢. (5¢ higher on west coast.) Fifteen sizes 
ond types. 


Ask your jobber today. Or write... 


MILLER PRODUCTS CO. 


713-723 CHERRY ST. DES MOINES, IOWA 
(JOBBERS: Write for full Information.) 

















are made to give 
extra strength. Available in 
adjustable and standard types ...a 


ppEciston AW 


level for every use. 
HALL LEVEL & MFG. WORKS 





AUSTIN, TEXAS 





Edges Won't 
Curl nor Split 


— because their blades 
are made of TEM-CROSS 
Ingersoll Process Steel. 
It is cross-rolled to give an 
interlocking mesh-grain structure 
and heat-treated to hold edge 
keenness and to resist curling 
and splitting. Write for prices 
on 


INGERSOLL SHOVELS 
“A Borg-Warner Product” 
Address Dept. H.A. 
INGERSOLL STEEL DIVISION 


Borg-Warner Corporation, New Castle, Ind. 























gest STOVE 
in 20 
Send for ¥ 


oney with this 
oil stove- 


m 


‘gest PRICE 


el Packed individually 


0 Ib. test carton- 
our free cop 
li catalog - - 


y of 
_ no 
the Caste 
obligation. 


STOVE DIVISION — ERIE AVE. & F STREET — PHILA. 34, PA. 


MORE SATISFACTION for your customers 
LESS SERVICE TROUBLES for you 


WHEN YOU SELL... 


ROTARY-SCYTHE 


POWER MOWERS 


3 MODELS for home lawns: self 
propelled and hand propelled. 


} 


é ° 
SPINNING BLADES (fully enclosed) cut 
grass, weeds of any height, chop clip- 
pings to fine mulch 


ce * Fs toca ve OE 
EASY TO SHARPEN! Simply remove 
rotary blade and sharpen with hand file. 


Mow once a week or once 
a month... height makes no 
difference! The Whirlwind 
gives lawns a perfect rug- 
smooth grooming... cuts tall 
grass, weeds and heavy 
growth with ease. Perfect for 
farms, resorts, and estates. 
Simple rotary blade trims 
evenly, mulchifies clippings, 
eliminates hand raking. No 
reel and bed knife to adjust. 
Safe, simple, dependable. 
17 years a favorite! Write 
for dealership information. 


Wu TRADE MARK 
Reg. U. S. Pot. Off. . 


Dept. HA-69, Milwaukee 12, Wisc. 


A subsidiary of Toro Manufacturing 
Corporation, Minneapolis 6, Minn. 


“Why Mighty Man. Tractors 


mane 


Sell So Fast All Over America 


Rugged, Built-in Quality 

Full Line of implements for 
Many Year-round Uses 

2 Models; 3 H.P. and I! to 
2 WP. 


, 3 H. P. MODEL 


Easy and Economical to Op- 
erate 

Power Take-off 
Precision-machined Transmis- 
sions Deliver Maximum Power 
to Wheels 

Designed and Engineered in 
Factory with Over 30 Years 
Experience 


8 Factory Guaranteed for | 


Year 


9 The Price is Right 
(Assuring volume 
dealers) 


sales 


Send for complete 
distributor and 
dealer information 


FARM EQUIPMENT DIVISION, MARINE IRON WORKS, Inc. 


1120 East “D” St., Tacoma, Wash. 














| Seven Sizes 


». When You 
— =‘ SELL 

‘-PROTECTALL 
SAFES 


@WIDER MARKET 
@FINER PRODUCT 
@ BIGGER MARK-UP 


Every businessman must have a 
modern, fire-resistive safe, because 
you CANNOT buy any fire in- 
surance policy to cover priceless 
business records. A_ safe built 
before 1917, or not carrying the 
Underwriters’ Label, may not pro- 
vide adequate fire protection. 
75% of presently owned safes are 
OBSOLETE! There is a BIG re- 


placement market. 
Three Color Finishes 
Spacious Interiors © Economically Priced 
Get the PROTECTALL Story Today. Write 


PROTECTALL MFG. CORP. 
938 S. Salina St., Syracuse, N. Y. 











